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Tell Your Customers That 
There Is a Difference In Sash Cords 





t 


The cost of replacing a single broken window cord is often more than the difference 
in first cost between the cheapest and the best for a whole house. 


Cords made of coarse soft yarn, cords that are roughly braided, and above all, cords 
that are adulterated by the addition of cheap loading material, wear out quickly, stretch, 
and give trouble. Loading can easily be detected by raveling the end of the cord and 


looking at the inside. 
You can recommend our well known brands to your customers, 


Samson Spot Sash Cord 
SN, 


Trade Mark Reg. U. S. Pat. Off. 









. The most durable and economical material for hanging windows. 

Sameen ‘ies Swe Made of extra quality stock, carefully inspected, and guaranteed 

free from imperfections of braid or finish. The Colored Spots are 
our trade mark, used only with this extra quality. 


._ Phoenix Sash Cord 





gen 





Phoenix Trade Mark 


Firmly braided and smoothly finished. Uniform in size and quality. 
A good cord at a moderate price. 


Samson Spot and Phoenix Cord are guaranteed free from adulteration. 





We also make other sash cords, clothes lines, masons’ lines. awning lines, garden lines, 
shade cord, dumb-waiter rope, and other braided cords, also glazed cotton twines. 


Send for catalogue and samples 


1 Samson Cordage Works 
Boston = Mass. 





Editorial Index, Page 43 


Advertising Index, Page 114 
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WEDDING - GUEST 


a marvelous merchandising opportunity for every silverware merchant 


{ “Hints To THE WeppING Gusst Week’ May 8th to isth.. . 1 


. . nationally advertised by the makers of 1847 Rocers Bros. 
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When the wedding invitation came, 


HINTS TO THE WEDDING GUEST 


y, 

















“SSS: ||HVN 
’ _ - 














the day was utterly ruined 


What will you ship 


to Honeymoon Lane? 


Waar you ship to Honeymoon Lane will be in 
direct proportion to the effort that you make to solve 
the wedding gift problem for the hundreds of 
wedding guests within reach of your store. 

There are the usual number of engagements 
being announced. 

There are the usual number of wedding invi- 
tations being sent out. 

There are the usual number of wedding guests 
harried and worried over the selection of the 
proper gifts. 

“‘Hints to the Wedding Guest Week’”’ is de- 
signed to settle this gift problem in millions of 
minds—designed to turn the footsteps of mil- 
lions of gift seekers toward your store. 

Even though you make no move to tie up 
with this drive, your store is bound to profit 


to some extent from our national advertising. 

But you can profit in a big way by closely hooking 
up your store with our national effort. We will 
supply you free with every bit of material that 
you need :-— 


—sparkling advertisements for your 
local newspapers (illustrated by the 
famous artist Wallace Miesa> 


—beautiful mailing cards 


—lovely display cards, fit to grace the 
finest window 


All this material is yours to command. Plan 
your campaign for this wedding guest business 
now, and send a list of the material that you 
need to the Sales Promotion Department, 
International Silver Company, Meriden, Conn. 


‘1847 ROGERS BROS: 





SILVER PLATE 


INTERNATIONAL SILVER CO -_]g 








Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second clase matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. 


(Printed in U. 8. A.) 
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—and the Institution Behind Them 









EHIND every product is a plant which bears an important relation 
to the goods produced in it. But behind the plant is an organiza- 
tion which is of even greater importance, since it has made the 

plant possible. 
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A photograph may reveal much of the buildings, but can show nothing 
of the loyalty and teamwork of an organization. However, if one is 
known the other can be accurately judged. A large, well-ordered plant 
reflects the careful planning, watchful administration and honest business 
relations which have made it possible. 








It follows, then, that an up-to-date plant fitted with modern equipment 
and manned by competent workmen under the direction of capable and 
conscientious executives will turn out superior products. Such products 
make money for the dealer and are a source of lasting satisfaction for 
the user. 











And so it is with woodworking tools. It takes a good plant, proper 
equipment and the right kind of an organization to turn out a superior 
product. 

















A good idea of the Greenlee Plant can be had from the above photo- 
graph. It is accurate in detail and clearly reflects the character and 
ideals of the Greenlee organization. In it are produced the Greenlee 
line of Augers, Auger Bits, Chisels, Gouges, Draw Knives, etc., which 
should be of interest to every hardware dealer. 
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Send for Tool Catalog No. 27 


GREENLEE BROS. & CO, 
ockford Illinois 
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SIMONDS 


Blue Ribbon 
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It's the steel and mechanical construc- 
tion that makes Simonds Blue Ribbon 
Hand Saws so uniformly good. 


Carpenters and occasional saw users are 
demanding this brand of Saw because 
they know it makes good. They are 
the best Saws, both from the stand- 
point of the dealer and the user. 
The dealer gets a fair margin of 
profit and quick turnover of 
stock, and the customer gets 
saw satisfaction — Saws 
that are absolutely guar- 
anteed by the makers. 


Stock Simonds Blue 
Ribbon Hand Saws 
and get your 
share of the 
Saw sales. 


Write for 
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SIMONDS 
Saw and Steel Co. 


Established 1832 
Fitchburg, Mass. 
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This is the exact size of the 
advertisement prepared for 
Mother's Dav use. 


._4t the bottom is space for 


your imprint. 


Reg. U.S. Pat. Off. 


for Mother’s Day gifts | 


... handsome 
... useful 


al permanent! 


Suggest “Py REX” 





May 9th is Mother’s Day! 

During the preceding week everyone will be 
a wondering what suitable and welcome gift to 
ease of serving make Pyrex a make at that time. 
welcome gift to any housewife 

Don’t miss this opportunity for added gift 
business. Display Pyrex Ovenware and Pyrex 
Tea Pots in your window, and on your counter. 
Its sparkling, attractive appearance will help you 
sell it for Mother’s Day gifts. 

To attract this added Pyrex business use the specially 
prepared newspaper advertisement shown above. Small 
Pyrex ovenware is guaranteed —yet striking and effective—and carrying your imprint, 
against cracking or breaking in it will act as a timely reminder to your customers. 


the oven. Both you and your ; 
customers are protected Send for it today! 





























CoRNING GLASS WoRKS 
Pyrex Ovenware “Division 
Corning, New York 
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Plan ahead 


with Morco 


The degree of customer 
satisfaction is the keynote of 
your business growth. Every 
MORCO sale will add pres- 
tige to your good name and 
instil a feeling of confidence 
in your store. 

The MORCO is not an ordinary wrench. It is built according to 
the high standard of excellence of all Moore Drop Forgings and 
tempered to a degree of toughness that defies hard usage. Tool 
users recognize its inbuilt supremacy. 

Plan ahead, push the MORCO and capitalize on customer satis- 


faction. 


The MORCO is made of 
high grade carbon steel 
and subjected to rigid in- 
spection at every step of 
its construction. Write 
for terms to dealers and 
complete information. 


MOORE DROP FORGING COMPANY 


ey oe Sree SPRINGFIELD, MASS. ont te dee 


75-76 Murray Street 


MO RCO 











April 22, 1926 





HARDWARE AGE 








tN for. A veg 





Year “Round Profits From 


Made and 
Stretches 
Like Farm 


Fence 


U.. §. Poultry Fence 


U. S. Poultry Fence really knows no selling season. Because of its 
wide variety of uses it is in demand the year ’round. 
U. S. Poultry Fence is as versatile as it is unique. It alone fulfills 
every requirement and meets every demand be it for poultry parks, 
tennis courts, stucco reinforcement or the score or more of other uses 
to which it can be put. 
Every day brings new uses for, this superior netting. The dealer 
who discovers these varied avenues of distribution and recommends U. S 
realizes profits accordingly. 
Below are a few of the many uses for U. S. Peuliry Fence. You 
may know of many others. 
Poultry Parks 
Pigeon Pens 
Rabbit Hutches 
Animal Cages 


Tree Guards 
Vine Trellises 
. Tennis Courts 
Baseball Backstops 
Dog Kennels Factory Partitions 
Flower Bed Guards Machinery Guards 
Stucco Reinforcement . 


Representative jobbers all over the country maintain complete stocks. If 
you do not know the U.S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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Arthur Stringer says: “A 
man is most arely on 
his feet when he rides a 
hobby. And the hobby 
which I have found most 
stimulating, is a home 
workshop.”’ 












Arthur Stringer 
Writer of 25 Novels 


reads “Popular Science” 





—and buys tools 


§ penne popular fiction writer gave 
up golf for his home workshop. 
“Not only dol get more fun out of 
my workshop,” Mr. Stringer says, 
“but I find it has a distinct advan- 
tage over a game-—it is constructive.” 


Mr. Stringer makes all sorts of 
furnishings for his home in Moun- 
tain Lakes, N. J. And for new ideas 
he turns to the “Home Workshop” 
section of Popular Science Monthly. 
He never misses reading an issue 
of Popular Science. 


No matter where your store is— 
city, town, or country — many of 
your customers are constant readers 
of Popular Science Monthly. They 
get ideas for making things and 


Popular 
Stience 


MONTHLY 





FREE to Hardware Dealers 


Let us send you a free copy of the May 
issue. Just drop a line on your iness 
ead, to Popular Science Monthly, 

242 Fourth Avenue, New York. 


come to you for tools to do the work. 


In this way, eighteen pages of 
the “Home Workshop” section in 
every issue are increasing YOUR 
business; and the business 





of all hardware retailers, 
jobbers and manufactur- 
ers everywhere. 


Manufacturers Help You Sell 


These manufacturers are helping you 

in the sale of their products, through 

their own advertising in the pages of 
Popular Science Monthly: 


North Bros. Mfg. Co., Philadelphia, Pa. 
Yale & Towne Mfg. Co., Stamford, Conn. 
Brown & Sharpe, Providence, R. I. 
Goodell Pratt Co., Greenfield, Mass. 
E. C. Atkins & Co., Inc., Indianapolis, Ind. 
S. C. Johnson & Son, Racine, Wis. 
L. S. Starrett Co., Athol, Mass. 
Nicholson File Co., Providence, R. I. 
Sargent & Company, New Haven, Conn. 
The Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falis Co., Millers Falls, Mass. 
Simonds Saw & Steel Co., Fitchburg, Mass. 
Prentiss Vise Co., New York, N.Y. 
Sherwin-Williams Co., Cleveland, Ohio 
Trimont Mfg. Co., Roxbury, M 
Snap-On Wrench Co., Chicago, Ill. 
Mathias Klein & Sons, Chicago, Ill. 
Vaughan & Bushnell Mfg. Co., Chicago, Ill. 
H. K. Porter, Inc., Everett, Mass. 
The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 
C. A. Shaler Company, Waupun, Wis. 
Luther Grinder Mfg. Company, Milwaukee, Wis. 
Blackhawk Mfg. Company, Milwaukee, Wis. 
Henry Disston & Sons, Inc., Philadelphia, Pa. 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
Every tool product advertised in Popular Science 
Monthly is guaranteed after rest and approval by 
the Popular Science Institute of Standards. 


No other magazine is 
thus serving its readers — 
and the whole hardware 
industry. Get Popular 
Science Monthly and read 
it! Then you will discover 
why this magazine in- 
creases the sales of good 
tools, builders’ hardware 
and paint. 
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STEEL 
FISHING 
RODS 





No. 150. NICKEL PLATED. No. 150% BLACK 
Capacity 60 Yards 














RIGHT IN THE ae nial 
MIDDLE OF —- —_—_— 
THE SEASON Sa 
ALREADY ee ge 
4, 4%, 5, 516, 6 Feet 
_ WE ARE 
ALWAYS 
PREPARED 


FLY anv 
CASTING 
REELS 





No. 250. QUADRUPLE MULTIPLYING 
Capacity 80 Yards 


HARDWARE COMPANY 
* "RBA E3 


REG. U. S. PAT. OFF. 





TORRINGTON, CONN., U. S. A. 


NEW YORK OFFICE, 151 CHAMBERS STREET 
Established 1854 Incorporated 1864 
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FOR SHABBY r ne 
FURNITURE, FLOORS, ETC. ROGERS 
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(QUICKLY RENEWS SHABBY FURNITURE, FLOORS. STAIRWAYS, 
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A PERFECTED 


BRUSHING 


—, LACQOER 
\ 


| THAT YOU CAN 
f i— : ww, a ay 
) “ GUARANTEE 


T wouldn’t be fair to judge the possibilities 
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| \ of varnish by a poor grade product. You 
| wouldn’t judge all enamels by the product of 
unskilled manufacturers. No more should 


you judge the unlimited possibilities of the 
new and wonderful Brushing Lacquer by any 
particularly developed, immature product. 


Rogers Brushing Lacquer is a perfected, matured pro- 
duct—a standard by which you can accurately judge 
the wondertul possibilities of brushing lacquer. 

Rogers Brushing Lacquer “dries while you wait.” 
It is correctly “timed” after years of tests and ex- 
periments, for quick drying, gloss and durability. 
Flows smoothly. Spreads evenly. Dries free of 
laps or brush marks. Does not “‘pick up.’’ Does 


not print. Gives a rich, satiny sheen. 

It’s the brushing lacquer that is sold with a ‘“‘Money- 
Back”’ guaranty, because we know it is right. 

Get the details of the Rogers proposition— National 
Advertising—Sales Plans, Window Demonstra- 


tion Ideas, etc.,---as quickly as you can. There is 
money 1n it. 
DETROIT WHITE LEAD WORKS 


Detroit, Mich. 
Makers of Highest Grade Paints, Varnishes, 


OUR Colors, Lacquers 


NATIONALLY ADVERTISED == BE eS 
RE OF rea a >> 


“MONEY-BACK” 
GUARANTY 

We make this offer publicly because we 

ro rain ae aac is right. 3 (2 C) S (-) ( ING 


“Try a can of Rogers Brushing Lacquer. 











If not more than satisfied, return what Be, —y ‘y 
is left to your dealer. He is authorized 7 4 (AX ( (j C 2 _" 


to refund the entire purchase price.” 
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Sir Walter Scott's “Ken- 
ilworth” has long kept 
alive the famous legend 
of Sir Walter Raleigh's 
gallant act before the 
Virgin Queen. 

But like many another 
romantic tradition, it is 
most likely fictional. At 
any rate this is the con- 
viction of certain author- 
ities. For reference, see: 
Chambers Encyclopedia, 
Vol VIII, P. 568. 


Detroit, Mich$ 
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Liquid Granite’s superior durability 
is an established fact—not just a 
tradition like the story of Raleigh. 


Here is varnish that wears. On 
floors it endures millions of steps. 
Wherever it is used it gives lasting 
satisfaction. 


Varnish that renders exceptional 
service like this brings repeat busi- 
ness and new customers to the 
painter who uses it and the dealer 
who sells it. 


ERRY BROTHERS 


YVarnishes E’namels Stains | 
Walkerville; Ont; 
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PITTSBURGH PLATE GLASS CO. 


_ Paint and Varnish Factories ..................:.:++.: Milwaukee, Wis., Newark, N.J., Portland, Ore., Los Angeles,Cal. 
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‘Practical Tests 
"prove 


DEVOE Quality” 


Devoe backs its Agents by proving Devoe 
Quality in every advertisement - - - 


aoe 
Advertising 


Magazine 


Advertising, 


PAN 

se Sr 
ey sin 
ae Are eh 










































































+ ~ 





oe,’ 





Storms and sunshine in the hasan 
prove the value a this paint on your house 
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NY days, rainy J. nowy days leaves the facgory. This insures —in advance 
day s that are freezng cold — what that Devoe paint wi pre tect and beautify 
will these extr ot weather do to our home through the maximum number 
the paint you put on your house of years of outdoor exposure s 
I < Deve t le od a nd Zinc House Paint ~ Because Dev ap ane ane ae Pa nt covers 
and kr ' better, spreads farther, and lasts — it 1s 
P — th D ee the most cconomuca!l paint for you to use ae 
nels covered with Devoe pa © placed It 1s guaranteed to give satisfaction when 
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~ rae P os hette P eads farther and last longer 
the most economical paint for you to 
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Paint & Varnish Product 














Window Displays Farm Paper Advertising 
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Simplify your — with Valspar! 


HY clutter up your shelves with 
dozens of so-called “special” 
varnishes—floor varnishes, furniture 
varnishes, marine varnishes andothers. 
With the Valspar Trio you simplify 
your stock, saving valuable shelf space 
and meeting every demand your cus- 
tomers can make for high-grade Var- 
nish and Varnish in colors. 

This saves time and money. Your 
shelves are not filled with “one pur- 
pose” varnishes that turn over slowly. 
There’s no waste of time hunting for 
the right can. Your capital is not tied 
up in stock that doesn’t move. 

And you win satisfied customers. 
For once your customers use Valspar 
they will never use anything else. 














Minimum shelf space, rapid turnover, bigger profits— 
that’s what the Valspar Trio brings to you. 


VALSPAR VARNISH is the famous varnish that “never 
turns white.” It is absolutely waterproof and weatherproof and 
should be recommended for all wood and metal work indoors 
and out where varnish is required. Valspar is easy to apply— 
anyone can obtain workmanlike results by using a uttle care. 


VALSPAR-ENAMELS are Valspar plus finely ground 
pigments. They come in 13 standard colors, any two or more 
of which may be mixed together to give any other desired shade 
or tint. [hus with a small stock you can offer your customers 


any color they want. 


e 


VALSPAR VARNISH-STAINS are Clear Valspar it- 
self combined with transparent colors. They enable your cus- 
tomers to Valspar and stain their woodwork in natural wood 
effects—such as light or dark oak, mahogany, etc. They are the 
only Varnish-Stains on the market durable enough for outdoor 


use as well as indoor. 


Simplify your stock with Valspar and Valspar in Colors! 


VALENTINE & COMPANY 
Established 1832 


Largest manufacturers of 
high-grade varnishes 
in the world 


| | tit iit ; Hie : il ' 
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VALENTINE’S VALENTINE & COMPANY 
New York Chicago Boston 
Toronto Paris London 
Amsterdam 
The Varnish That Won't Turn White W. P. Fuller & Co., Pacific Coast 
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In this country certain habits and customs have become es- 
tablished nationally. 


Food products, wearing apparel, automobiles, vacuum clean- 
ers, paints and varnishes have been nationally accepted as 
standards of value, because they have been nationally adver- 


tised. 


Thi rad— In every community there is an up-to-the-minute knowledge of 
national subjects and national problems. 


e He Should Consider then, whether this tendency on the part of American 
people to look at things from the national aspect can be wisely 


7 PROVIDE ignored. 


A BRAND Your first duty to the welfare of your own business requires 
NATIONALLY that you handle a line of paints and varnishes that is nationally 


KNOWN AND known and respected. 


National advertising overcomes some elements of sales re- 


9 
RESPECTED sistance that cannot be overcome by any other means. Per- 
haps you can sell a line that is not nationally advertised, but 
you cannot sell as much. Nationally advertised articles have 
a 50% to 100% greater turn-over. The appreciation for a na- 
tionally known brand in your community is not a thing to re- 

sist. It is something to profit by. 


Lucas advertising in the leading National Magazines has been 
both consistent and persistent year in and year out. 


To you as a leading merchant in your community it is essential 

S that you carry a line of nationally advertised paints and var- 
nishes. Lucas offers you this very essential support in addi- 
tion to other valuable sales helps. 


Write Us— 
A Lucas representa- John Lucas & Co.,.4ne. 


tive from our nearest PHILADELPHIA 
— saaap — NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
P And Local Distributing Points 


the Lucas “100% 
Success Plan” to you 


on request. Write 
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These two single col- 
umn advertisements 
are from.a series ap- 
pearing this Spring in 
The Saturday Evening 




















‘*Painted with Effecto 
by Yours Truly!’’ 


Justifiable pride is yours, after you 
give the old bus a coat or two of 
Effecto and then bring in the whole 
family to have a look! Gives you 
that new car feeling — there’s no 
other name for it! 

Geta few dollars worth of Effecto, 
brush it on as best you can, watebs 
flow out and level itself withou 
marks and just letitdry. Ne 


new finish that will stay there Ic 
than the paint on most new c 


with “something else” 


Effecto is ota paint, wax or po sor op fascn, lic 


— itis the originalautomobile ena 


eight snappy colors, Finishing (cle has 


varnish) and Top & Seat Dressing 
sold everywhere by hardware, pai 


and accessory dealers. Wo 


Free QuarterPint Can of Black EffectoEname 
Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 
Free Effecto Color Card and Names of Local 
Dealers Sent on Request 
If you wish a professional] finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 
Pratr & LAMBERT-INC. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada: 20 Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 
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Gein 


call in the family and the neig A 
too. Let them gaze upona lu bho \ 
= 


a (Propo wr . iekly with a rich luster and is ex- 
You can not get an Effecto fini memely durable. Rain, snow, sleet, 
dysun and boiling water from the 






Post, American Maga- 
zine, Country Gentle- 
mangand MacLean’s 
(Canada). 














‘*This Effecto painting job 
will save me at least $75!”’ 


Motorists everywhere are learning 
that it pays to give their cars a coat 
or two of Effecto Auto Enamel even 
though they intend to sell or trade 
them in for new ones. At slight 
expense from $50 to $100 in value 
is added to the car. 

And it’s so easy! Just brush on 


Vophor ffecto as best you can. This re- 
a ( markable, free-flowing, and self- 
A fhe sveling enamel flows out smooth 






‘ d free from brush marks; dries 


iator do not harm Effecto. 

ake sure you get Effecto, the 
mal auto enamel. Sold by paint, 
ardware and accessory dealers in 
ASA eight colors; also Finishing (clear 
varnish) and Top & Seat Dressing. 
Free Quarter Pint Can of Black Effecto Enamel 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Ename! 
which you can try out on a fender or wheel. 


Free Effecto Color Card and Names of Local 
Dealers Sent on Request 


If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt &4 Lambert automobile finishes. 


Pratr & LamMBeRt-INc. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada: 2(' Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


Sars cove ol ei 
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INTRO Bat imlek 
why Paint Brushes 


Stay “In STY. e. 


HETHER for a big job or a little one, 
nothing lays paint to stay like a good 
brush. Dipping, spraying and other short 
cuts may do quick work but never good 
work. The most creditable painting jobs 
of the past century have been done with 
good bristles, such as you always find in 
Whiting’s Celebrated Brushes 
and Adams Superior Brushes 
And it’s my opinion that good painters will 
be saying the same thing a hundred years 
from now. 


WHITING-ADAMS 


BOSTON 


Brush Manufacturers for I[7 years and the largest in the World 


a: 
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because-— 


FOSSIL GUMS when used 
in varnish have excellent 
linseed oil absorbing and 
amalgamating powers, and 
form a hard, tough, dur- 
able and elastic film. 


Substitutes for fossil 
gums are rosin or ester 
gum (treated rosin). 


LINSEED OIL dries, by the 
absorption of oxygen, to a 
most elastic and durable 


film. 
CHINA WOOD OIL is the 


most water-resisting oil 
commonly used in Varnish 
manufacture. 


When combined with 
linseed oil and fossil gums 
in the proper proportion it 
makes a Varnish film more 
waterproof. 


TURPENTINE is the most 
satisfactory solvent and 
thinner for a long-oil fos- 
sil gum Varnish. It dries 
partly by absorbing oxy- 
gen from the air, and in the 
drying of Varnish the film 
of vegetable origin thus 
created, readily combines 
with the film of fossil gum 
and oil (both of vegetable 
origin). 

Mineral spirits (naph- 
tha, benzine, kerosene and 
gasoline), all distilled from 
petroleum, evaporate rap- 
idly and completely and do 
not benefit the Varnish 
film. 


Know what you 


buy 
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‘If you wanta plan and a product 








th t b 7 HE Chi-Namel Graining Process and the merchandis- 
a ring ing plan have brought more customers into the paint 
department than any other paint specialty idea ever in- 
th bd vented. 
em in— ™. eae | 

Thousands of Chi-Namel dealers have featured the 
Graining Process every spring for years—and still make it 

their leader. 





Chi-Namel is the only really successful home graining 
process ever invented. It is simple and practical. It re- 


peats. 





With the tested merchandising plan Chi-Namel Graining 
Process puts new pep and interest in a paint department and 
makes it the talk of the community. 









Write for full detauls. 


THE OHIO VARNISH CoO. 
9001 Kinsman Road Cleveland 





' 


Pé One Week a 


Shi-Nam el 
Grainin 
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Ev.W. BABCOCK CQ} 
iB DATH ~~ NEW YORK, § 























A FEW ATTRACTIONS 


COLORS CLEAN AS FROM OUR 5 BARREL PLAN 







eS es ck nen ee ondsodeede cesses eee’ $33.00 Per Ton 

CARNA’ I IONS Extra Gilders Whiting ......+--+-+++c+creeeeess 22.00 Per Ton 

i: i ie ng ut cnn s 966000506804 0082 40.00 Per Ton 

ee Ser Te .. . 60566650005 000eseeneees sa a ae 

OO OC errr rr 0.07% Per Lb. 

hs ne cue eke nt heb ene sere 30.00 Per Ton 

i i i eed ei eee bones ees 6408" j er ‘ 

Fi | bl es DEN DUES cocccecceseceecsvcesccccces 0.01% Per Lb. 
ine coiors end but never blur. Outso-Lite (Exterior Cold Water Paint).......... 0.04 Per Lb. 
Inso-Lite (Inside Cold Water Paint)............ 0.02% Per Ib. 

(Low Freight Rates) F. O. B. Our Mills, Tamms, II. 






By Grouping Your Buying So as to Buy in 5 Bbl. Lots You 
, Receive the Above Ton Prices. 


Write Today for Complete Jobbers Prices Which Include the Above 
and Many Others as Well. 


TAMMS SILICA COMPANY 
30 N. LA SALLE STREET, CHICAGO 


McDougall-Butler colors come 
clear and clean. 






They are never foggy, spotty or 
muddy—and that is a comfort to 
a paint dealer who likes to please 
his patrons. 
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be as SEER EDESES © © SS Sos 5 oo oes - — 
A new convenient way to handle Plaster 
Paris Packed in three sizes: 
One pound, two pound and five pound packages in an assorted barrel of 
36@ pounds as follows: 40 1l-pound peckages; 60 2- packages; 40 
5-pound packages; and costs no more to handle than bulk Plaster Paris. 
Wrate fer prices today. 
RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Peint end Vernish Remover—Caleimine 








Mt Leugall-Bitler Ce Src. 


MAKERS OF 


Varnishes, Enamels and Paints 


Buffalo, N. Y. 


New York City Chicago 


| 10 Christopher St. 1141 Madison St. 
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Sell GLASS when 
You Sell PAINT 


AINT sells glass and glass sells 

paint. That’s natural. They’re 
both repair items—and when the 
handyman around the house is in a 
fixin’ mood he looks after broken 
panes as well as worn surfaces. 


Dealers who carry both items usually 
suggest one of them to the customer 
when the other is bought. Thus they 
make two sales instead of one. How- 
ever, there are other chances they 
don’t overlook—putty, putty-knife, 
tacks, hammer or glass cutter are 
often wrapped up at the same time. 


“The BEST Glass” 


is the logical glass to carry because it 
is so well known for its beauty and 
strength. It has proved a great busi- 
ness builder for other stores—let it 
do the same for you. 

SOLD AND DISTRIBUTED BY LEAD- 


ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 


AMERICAN WINDOW GLASS CO. 
MTS ace 
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Quick Profit Goods 
to the Fore 
with the 


Hilo Rack Assortment 


Its well displayed goods, seen from both 
sides of the rack, remind customers of 


their Spring decorating needs. 


The HILO RACK ASSORTMENT 
gives you an adequate line of varnish 
and enamel specialties that meet house- 
hold requirements. 

The HILO RACK ASSORTMENT 
attracts customers. It sells by sugges- 
tion. It is working for a host of progres- 
sive merchants. Why not for your 


May we send you complete information 


on how the HILO RACK ASSORT- 
MENT will make quick profits for you. 


Hilo Varnish Corporation 


(Moller & Schumann Co.) 
1 Gerry St. 


Brooklyn, N. Y. 
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The Easiest, 


Cleanest, Most Profitable 
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NO OTHER BOX 
LIKE THIS 


This brand new NEAT- 
PAK sliding drawer box 
(pat. appd. for) makes 
every sheet accessible 
without disturbing the 
rest ‘There is no other 


like it. 





~~ 


Way to Stock and Sell Sand Paper 


OU receive MAPBRAND 
Flintpaper and Emery Cloth in 
beautiful, substantial containers 
(brand new Neatpak Boxes— patent 
applied for) which keep the goods 
in perfect condition and instantly 


ah Ta 


aACCe ssible. 


Shipped — 10 Boxes 
to the Carton 
They are shipped 10 boxes to a car- 
ton. The jobber can reship in orig1- 
nal cartons, saving time, labor and 


material. 


UNITED STATES SAND PAPER COMPANY 
WILLIAMSPORT, PA., U.S. A. 


New York: 86 Warren Street 
Boston : 261 Franklin Street 
Chicaga: 547 W. Lake Street 


Detroit 


Philadelphia : 102 N. 3rd Srreet 
120 Woodridge, Street, E. 
San Francisco: 41 Spear Street 


Discounts Based 
on Retail Selling Prices 
MAPBRAND Flintpaper and 
Emery Cloth is listed per-hundred- 
sheets at the prices the dealer 
should get for them. 


Easy to 


mal lots your profits can be figured 
in your head. And they’re net prof- 
its, all the waste being removed from 
selling operations by Neatpak slid- 
ing-drawer boxes. 

MAPBRAND Products Are Sold OnlyThrough 


Legitimate Wholesalers. Write for prices—on 
coupon or your own letterhead —giving your 


jobber’s name. 





Figure Your 
Profits 
With discounts 
based on selling 
prices for deci 

NAME 
ADDRESS 


Jobber’s Address 





My Jobber’s Name Is cami 


CLIP AND MAIL THIS COUPON 


United States Sand Paper Company, Dept. A 
Williamsport, Pa. 

Please send immediately prices and full informaticen con 
cerning your new methods of selling Sand Paper. 
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CO Time tests all things—reputation and varnish. 
Murphy Varnish Company has made varnish for sixty 
years. It has always made the best st knewhow. It is 
doing that now. That determination to make good 
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varnish has given the name Murphy whatever 
valueithas. Those who have used its varnishes, 
some of them for many years, must have found 
them good. They have given it its reputation. 99 


On the market two months— 


establishing 
turnover records already 


Here is the experience a few typical 
dealers have had with Murphy Brush- 
ing Lacquer. 

The retail store of the Altoona 
Paint & Glass Co., Altoona, Pa., 
turned its stock of Murphy Brushing 
Lacquer three times in the months of 
January and February. This remark- 
able turnover was aided by a demon- 
stration given by one of our salesmen 
in the Manual Training High School 
of that city. 

A. Klieman, 6th St. & Erie Ave., 
Phila., Pa.,turned his stock of Murphy 
Brushing Lacquer twice during the 
same period. | 

Coatesville Hardware Company, 
Coatesville, Pa.,turned its stock twice 
between January 15th and February 
20th. George Park & Son,Wayne, Pa., 


Murp 


did the same thing. A. N. Brandt, of 
Campbellstown, Pa., a town of 300 
people, had similar success. 

These remarkable sales records 
prove the truth of what we predicted 
when we offered Murphy Brushing 
Lacquer to the retail trade. It is estab- 
lishing sales records and building prot- 
itable business for dealers all over the 
country. You ought to handle it. 

The attached coupon will bring 
you a color card, price list and full 


information. Mail it today. 








| 
! Murphy Varnish Company 
| 224 McWhorter Street 


Newark, N. J. 


PLEASE SEND ME A COLOR CARD, PRICE LIST AND FULL 
INFORMATION ABOUT MURPHY BRUSHING LACQUER, 


NAME 








ADDRESS -_ —— 
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BRUSHING Lacquer 


MURPHY VARNISH COMPANY NEWARK 


CHICAGO 


SAN FRANCISCO MONTREAL 
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Made Entirely by Ourselves 


Every product shown above is made in its entirety by us 
from raw materials to finished goods in our own plant. 


We make our own Open Hearth Steel and this 
steel is used exclusively in all our products. We 
draw our own wire and use Full Gauge Wire in 
all our cloth. We do galvanizing that protects 
and finishes all Wire Cloth and Poultry Netting 
in a durable manner, 


We guarantee full measure in every roll of Wire 
Cloth and Poultry Netting and satisfaction to 
every customer. We stand squarely back of every 
product we make and every Jobber and Dealer who 
handles our products. Do our 50 years of experi- 
ence and our reputation mean anything to you? 


Write your Jobber for Information and Prices. 
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INCORPORATED 1892 
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New Model 
Aerona 
No. 1-4 





These richly grained cabinet heaters back 
up every claim for appearance and per- 
formance. They HEAT and they SELL. 
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is a large demand. 


The No. 3-6 Radiona shown at right is 
equipped with the Sperry “Out o’ Sight” 
Stove Board. It can be placed on fine 
finished floors and rugs without burning 


The only heating 


gs or scorching. 
tie appliance on the market using 


Z | this feature. 


We also make a complete line of 
Riverside heating and cooking stoves, 
and Warm Air Furnaces. 


Z 
Z 
A - 
ZB our 1926 proposition. 
G 
G 


Rock Island 


Y Stove Co. 
Uy Rock Island, Ill. 





Che Kwverside 


HARDWARE AGE 


Our special service to the dealer starts as soon as you 
decide to handle the Riverside Radiona line. We help 
you move the “goods.” 


That very day “Follow Up” letter No. 1 is mailed 

us to a list of prospects supplied by vou. Letters No. 
3, 4 and 5 follow at regular intervals. 

The personal touch gets into every letter, your name is 

mentioned, vour store becomes the meeting place for 

an inspection of America’s most beautiful and efficient 

Hlome Warmers 


‘Radionas 


type as 


Write for 
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NEW PROCESS 


iGolden Glow) 


New Process “Golden Glow” Heaters are handsome, durable 
and efficient. The fireplace types are made in three sizes: 
4-,5-and 6-elements, and may be had in brass or copper finish 
with artistic dull-nickel trimmings. The fender is made of 
polished cast aluminum. It is removable, a very desirable 
feature when cleaning or replacing elements. All New 
Process “Golden Glow” Heaters are equipped with the 
famous “Golden Glow” burner and giant heat-elements. 





QUICK COMFORT 





Quick Comfort “Golden Glow” Heaters have the same 
high quality for which Quick Meal Gas Ranges have been 
noted for more than a generation. They are made in both 
portable and fireplace types. The portable types are made 
in three sizes: 4-,5- and 6-elements. They have black Japan, 
satin finish, with artistically designed nickel trimmings. All 
Quick Comfort “Golden Glow” Heaters are equipped with 
the famous “Golden Glow” burner and giant heat-elements. 
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DANGLER 


CECE 


Dangler “Golden Glow” Heaters are made in both portable 
and fireplace types. The portable type is built for dura- 
bility as well as appearance. The frame is of heavy band- 
iron construction finished in black, the hearth-plate of 
polished sheet aluminum. The top-front strip is finished 
in a black enamel which will not burn off. All Dangler 
“Golden Glow” Heaters are equipped with the famous 
“Golden Glow” burner and giant heat-elements. 
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Reliable “Golden Glow” Heaters are simply yet beautifully 
designed. They are easy to keep clean—easy to adjust. 
Burner grids and elements can be quickly replaced. The 
fireplace type shown above is made in three sizes: 4-,5- and 
6-elements. They are beautifully designed and finished in 
brass and black. All Reliable “(Golden Glow” Heaters are 
equipped with the famous “Golden Glow” burner and 
giant heat-elements. 
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T= rapidly growing popularity of “Golden Glow” Gas Heaters is due, * f 
rimarily, to the unequalled efficiency of the “Golden Glow” burner {yy t 
and the “Golden Glow” giant heat-elements. K, 
Ky 
The “Golden Glow” burner is revolution- any other make of heater. They are 3 inches a 
ary in design and construction. Its super- wide, have parallel, closed sides and straight, ‘' ( 
eficiency has been proved by laboratory recessed backs which form dead air space, KX ( 
tests and by actual usage in thousands of dispensing with the necessity for heavy, ‘ i" 
} : ry 
homes. breakable, fire-brick backing. K 
The “Golden Glow” burner mixes the gas Within the elements are a large number of KY 
and air at one point, insuring uniform flame radiating points which insure even distribu- fy 
and perfect combustion. Also, the design tion of flame and heat. In operation, the So. 
eliminates the tendency to draw lint and entire surface of each element is brilliantly if 
dust onto the surfaces of the grids which, in heated. Ky M 
time, seriously obstructs the flow of gas. If you haven’t had the opportunity to test uF 
The burner-top is divided into sections, out, personally, one of these new “Golden we fi 
each section fitted with a separate grid for Glow” Heaters we suggest that you send for KX } 
each element. The grids are non-corrosive a sample immediately. You will be both 4 
and last indefinitely. pleased and surprised at their unequalled — ry i 
efficiency, their beauty and sturdiness, and t } 
ct - ——_ and —_ - easily their reasonable price. + 
adjustable, making it a simple task to regu- : ‘y | 
te for varying oad samuaiies E We firmly believe that good display and \"y iT 
demonstration of ““Golden Glow” Heaters *, : 
The giant heat-elements provide a greater will enable you to sell more of them than "es" i 
luminous surface than is obtainable from you ever have sold of any other make. i , 
Xi ( 
‘ ! 
+ y 
: ! 
J if 
I q 
eo) ! 
Showing Burner, Mixing Chamber and Valve i "| 
sé | 
GOLDEN-GLOW GAS HEATERS ARE MANUFACTURED BY THE FOLLOWING DIVISIONS OF * i 
a eo / 
AMERICAN STOVE COMPANY, St. Louis, Mo. i. 
Largest Makers of Gas Ranges in the World L x / 
DANGLER STOVE CoO. DIV., Cleveland, O. QUICK MEAL STOVE CO. DIV., St. Louis, Mo. ‘. } 
RELIABLE STOVE CoO. DIV., Cleveland, O. NEW PROCESS STOVE CO. DIV., Cleveland, O. - - 1 
5 f! 
x i 
cx I 
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iy 4 
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Screen Wire Cloth 


Standardize on a complete 
line under one famous 


brand 

















ERE is a complete line of screen 

wire cloth that will meet all your 
customers requirements. From the in- 
expensive painted cloth to the highest 
grade of bronze, the American Brand 
covers the best values you can offer your 
trade. Between these two extremes CALVANOMY 
there is American Galvanoid, the best a 
known zinc-coated cloth on the market. 





STERICA + Wire fi rc 











Simplify your line, and reduce your 
stock investment by standardizing on 
American Brand Screen Cloth. Sam- 
ples will be forwarded on request. 
Place your orders with your jobber 
now to be sure of ample stocks when the 





buying season opens. 





Standardize onWickwire Spencer Wire 
Products—leaders in every line. 


AMERICAN WIRE FABRICS 
CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL 
COMPANY 
General Offices: 
4] East Forty-second Street, New York 


Western Sales Office: 
208 South LaSalle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 











WICKWIRE SPENCER &@ 
PRODUCTS = 





\AMERICAN/ 
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Comes back titeeemeneter 
Quick but rl Say/ 
'! Soft and Easy 
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SEEING IS 
BELIEVING 





























On each Rose dealer’s counter is this 
demonstrator—a miniature door with the 
Rose Check attached. 

It catches the eye—It tempts experiment- 
ing—lI tells the prospect more in one swift, 
quiet swing than many words of description 
could—It convinces—It makes sales. 

In its first year the Rose Check won wide- 
spread popularity because of its perfect opera- 
tion and low price. This free demonstrator 
did much to show folks the way to end slam- 
ming screen doors. 

It will make you a real profit item. Ask 
your jobber, or write us. 


Frank Rose Mfg. Co. 
Hastings, Nebr. 


ROSE 


SCREEN DOOR 








CHECK 








_Announcing— 





StovoLA 


“For Perfect Heat Circulation” 





The new sensation of the heater field . . . De- 
signed in accord with most advanced heating 
engineering principles . . . Circulates heat by 
methods superior to those af any other heater 
Magnificent new cabinet design 


Two-tone walnut finish Used in homes. 
stores, offices, lofts, etc. . . . Cuts fuel bills 
in half. . . In tremendous demand .. . Rea- 


sonable in price. 


Jobbers, Dealers: Wire or write for speci- 
fications, prices and details of our sensa- 
tional new profit-making sales plan! 
Don’t stock any heater till you investigate the 
Stover Stovola! Wire!! Write!!! TODAY! 


STOVER MFG. & ENG. CO. 
803 East Street, FREEPORT, ILL. 
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ROYAL 


QUALI 


you seek 


Royal gets dirt when other 
cleaners are through, but 
others will not get dirt 
when Royal is through. 
The Super {) and PROFIT too 


Royal 4 
“a gg We can demonstrate 
eo that the Royal Electric 
— - nnearag Cleaner paysits dealers 

the largest NET profit 

persale—also that these 

dealers enjoy steady 
and constantly in- 


creasing sales. 








































Make us prove this statement 





The P. A. GEIER COMPANY 


540-560 East 105th Street 
Cleveland, Ohio 

















CONTINENTAL ELECTRIC CO., Ltd. 
507 King Street, East 
Toronto, Canada 
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They All Need One 


PRING Time— Garden Time— Clean-up Time— 

brings in your customers for spades, rakes, hoes, lawn 

mowers and seeds. Each and every one of them should 
have a wheel-barrow. 

Make sure the barrow you sell will give satisfaction to 
your customers. Akron 143 has guaranteed hickory 
handles. It is large enough for real work without being 
heavy. It will stand solid and square—try knocking it 
out of shape. 

Every Man’s Barrow has the look and feel of Quality. 
The Orange color does attract attention. The comforta- 
ble, solid feel satisfies. The price is right—your cus- 
tomers can afford to own it. 


Let us put you in touch with 
the nearest Akron Distributor 


THE AKRON BARROW COMPANY 
3140 East 65th Street Cleveland, Ohio 
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The philosophy of Red Arrow Service 





and the effect in any community 


The purpose of this advertisement is to acquaint the live hardware merchant 


in every community with Red Arrow Service. 


The service is new to a major- 


ity of communities although 900 merchants are using it today. For eight years 
we have studied retail selling, applying it in cities as large as Springfield, Illi- 
nois (over 100 merchants used it), and small communities, where we could 
observe its workings close to headquarters. 
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From the Sparta News-Plaindealer, 
Feb. 25, 1926 
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First of all, this is not an ad- 
service, a premium service or 
a trading-stamp stunt. 


It is a 52 weeks selling plan 
for one merchant or a group 
that guarantees to increase 
sales, get bills paid and meet 
mail-order competition. 


It strikes at the very funda- 
mental of human nature, 
whether it be a banker or a 
laborer, woman or child, to 
be a participant in games, to 
have fun and to secure arti- 
cles they desire through con- 
centration of trading in a 
store or stores. 


There never was a retail mer- 
chandise plan in all the world 
that gets the enormous 
amount of free newspaper 
publicity as does this plan. 


There never was a plan that 
brings such co-operation be- 
tween buyers to help each 
does Red Arrow 


other as 
Service. 


It employs a_ continuous 
round of publicity stunts that 
people crave to get into, the 
results grow month by month 
until the whole town is in on 
the game. 


Can you imagine reading in 
the paper that a certain store 
or stores ““‘would give away a 
live baby on April 25th?” 
Can you imagine the curios- 
ity, the interest. 


And mind you, Red Arrow 
Service is not theory. Thirty 
merchants in one city, Find- 
lay, Ohio, are using it right 
now. We are offering a 
straight, honest,  tried-and- 
proven plan of retail mer- 
chandizing that does exactly 
what we say it will do. 


We reach every class of buy- 
ers. We'll move _ raw-hide 
roofing or nails. We'll bring 
your community into a 52 
weeks game that will bring 
every man, woman, child 
and organization into the 
store to buy and the plan 
will be working twice as good 
after six months as it was the 
first. 


Put your interest down as 
“curiosity” alone and drop 
us a line, mentioning this ad- 
vertisement and we will glad- 
ly send you full information 


about Red Arrow Service. 


Red Arrow Service Co. 


Now Used by 900 Merchants in Middle West and South 


221 South 4th St. 


Springfield, Ill. 
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WHY JS THE MUELLER RED BAND 
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A BETTER NOZZLE? ‘ 
3 > 
- y 
ie - ‘ 
: BECAUSE | f 

‘i 
2 —Mueller engineers have designed a nozzle that can | 
& _ throw more water further. It will cover more | 


ground in less time. Tests prove it. Reduces 
_ sprinkling time and saves hose. 


es _ —because this nozzle is made by a NEW process— 

ce hot brass forged under 300,000 pounds pressure, | 

, making it dense, strong and leakproof. An exclu- | 
sive feature. 


ee ee 


2 a es 


3 _ —because in the Red Band nozzle have been em- 
‘ bodied these exclusive selling features—nickel finish i! 


for better appearance and preventing tarnishing; a 
threaded rubber washer that won't get lost; a trade- 
mark you can’t forget—a red band of “Duco.” 


8. s 


—because nearly three-quarters of a century of suc- 
cessful brass making is behind every Mueller 
product. 
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JOBBERS 


Write for prices and full in- 
formation. This will be 1926's 
outstanding nozzle. 
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(Associated with Mueller Co., Decatur, Ill., and Sarnia, Ont.) 
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ot ‘This Display Box Your Silent Salesman 








MUELLER RED BAND NOZZLE SELLS ITSELF 
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merica’s Most Beautiful Clocks 
THE NEW HAVEN CLOCK COMPANY’S 


NEW 


True Time Tellers 


Alarm Clocks. 











lor those seeking unusual 





TOM-TOM 
HEIGHT, 5% inches WIDTH, 47% inches 
4%-inch cubist . dial 
Convex glass Nickel-plated octagon case, 
40-hour movement, back be hl —— ens 

intermittent alarm with shut-off, removable springs ST I TOT CT OS 
j Suggested Retail Price—Plain Dial $3.25 
Suggested Retail Price—Radium Dial $4.25 











GOTHIC 
Tat-Too Jr. Alarm 40 Hour Movement 


WIDTH, 2% inches Bowed Glass 
HEIGHT, 3% inches Russet Bronze Case 


Full Size Gold Dial 











Suggested Retail Price 
Alarm $3.75 
Timepiece $3.00 


ee 
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Alarms and Watches 

Alarms and 
“The Sat- 
’ and the “American Mag- 


ee —ltuiet. - we a oe | 


New Haven “True Time Teller” 
\Watches are Advertised regularly in 
urday Evening Post’ 
Display your True Time Tellers and 


~~ Us R 4 . i) 
ow, azine. 
business these Ads 


Tat-Too Jr. Alarm 40 Hour Movement , . 
lnolinn Square Bowed Glass recelve your share ot the 
Size Silver Dial French Bronze Case 2 

are bound to create. 


Suggested Retail Price 
fe HON lf IRE 








Full 





Alarm $3.25 Timepiece $2.50 
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We'll Pay this Salesman’s Salary 
If You'll Feed Him 


Hes a hungry worker, though—we'll 
tell you that. He eats sandpaper almost as fast 
as you can feed it to him. And he never says 
a word. Just sits there on your counter in his 
fine gray suit and plays jazz on the keys of your 
cash register. Rather an irresistible personality, 
too. People coming into your store can’t pass 
him by without a second look. 

What’s more, he holds his sandpaper flat; 
and in each of his eight pockets he carries the 
entire contents of the Baeder Adamson unit pack- 
ages from #00 to #3. 

He’s the new display case that comes to 
you, with our compliments, when you order 
either the Best Quality 9” x 11’ B-A Flint or the 
8%'’x 104” Star Brand 
in the following eight- 
unit quantities: 


LIST PRICE 
Star Brand 
8%" x 1012” 


$1.40 
1.40 
1.50 
1.25 
1.00 
1.10 
1.25 
.70 


LIST PRICE 
Best Quality B-A Flint 
9” x11” 
$1.60 
1.60 
1.65 
1.40 
1.10 


Unit Packages 
100-sheet package of # 
100-sheet package of # 
100-sheet package of + 
75-sheet package of # 
50-sheet package of # 
1.25 50-sheet package of + 
1.45 50-sheet package of + 
85 25-sheet package of / 


2 


wn 
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Discount to Dealer, 30°. Which is to say 
that 8 unit-packages of Best Quality B-A Flint, 
plus the hard-working salesman, will cost you, 
net, only $7.63 and that the same amount of 
Star Brand, plus the same hard-working sales- 
man, will cost you, net, only $6.72. 

Spare the ad but spoil the coupon! 


Baeder Adamson Company 
PHILADELPHIA 


4, 


Check Whi 
Baeder Adamson Company 
Philadelphia, Pa. 
C Send me your eight-unit 


frit . = 
eowic? +: 


ckage set of Best Quality 9"x 11” 
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B-A Flint and your complimentary display case ($7.63 net). 


CJ Send me your eight-unit package set of 834” x 1044” Star 
Brand and your complimentary display case ($6.72 net). 
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Name 
Address 

My Jobber is 
Address 
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What Does the Painter Do Before He Paints? 


Save the Surface and You Save All,” thru constant 
repetition in millions of periodicals, has been so sloganized into the minds 
of the public that its appearance at once suggests paint. 

The slogan is true and its applicability to paint is sound, for paint 
is the ultimate surface saver. 

But what does the painter do before he paints? 

He smooths. He conditions the surface for the ultimate surface saver 
because he knows that paint alone will not save all. 

Sandpapering a broad surface for its subsequent coats of paint is not, 
at best, a pleasant job, but it is essential to saving all. And because it is 
both unpleasant and essential, the painter is particulary fussy about the 
abrasive brand he uses. He demands a cutting surface of almost diamond 
keenness and a wearing surface of more than average durability because 
both lessen the tedium of his task and assure a fine foundation for the paint 
that follows. Little wonder, then, that the B-A brands find painter favor. 

The Baeder Adamson Company has been making abrasives that have 
set the standard quality since 1828. Into their manufacture go raw 
materials that have been selected with the utmost care. Nothing common- 
place or ordinary about them. They have the strength of bulldogs and 
they bite until they cut right thru. 

The satisfaction of selling B-A abrasives is no greater than the sat- 
isfaction of buying and of using them. Ask wise merchants and good 


ee 1p 


painters. 


THE BAEDER ADAMSON COMPANY 
PHILADELPHIA 
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How Can a Man Smile 
With a Dull Knife? 


If you want to put a smile on the face of 
every husband who does the carving, ask 
his wife to get a Dazey Sharpit. 


She'll buy one when she knows what it 


does and when she sees that it requires no 
| DAN ZZTBNY skill. Just show it. 
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Here is the way to sell Sharpits 


The one sure way to sell Sharpits your counter where you can quick- 
in quantities is to demonstrate ly demonstrate it. Dealers who 
Sharpit every time you sell knives, are doing this are selling Sharpits 
scissors or other tools that willneed by the dozens every month. In 
re-sharpening. Mount one back of many cases, by the hundreds. 


DAZEY CHURN & MFG. COMPANY, 4301 Warne Ave., St. Louis, Mo. 
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Mr. Johnson 


Mr. Johnson is welcome because he is not merely another handshaker. He 
has always real news and definite ideas to contribute, and he brings to a 
conversation a fair-minded attitude and a keen intelligence. 






He has a first-hand knowledge of the field, and of its latest developments. 
He seems to be able to see things from your side of the fence, too, and 
often offers many a workable suggestion. , 


Many men who welcome such a caller are neglecting interviews of even 
greater helpfulness—interviews with many Johnsons instead of one. Can 
you afford to miss “regular appointments”’ with the A.B.P. paper or papers 
that cover your field of industry? 


Set aside—now—a definite time to go through your business papers care- 
fully. You will find that it pays to set a time to go through every issue. 


The membership of a publication in the Associated Business Papers, Inc. 
means that it conforms to the highest standards of editorial and advertising 


practice. 


The editorial matter, written by experienced men who know the field and 
its needs, is measured by the standard: “Is it real news?”” The paper is 
pledged, as all A.B.P. members are, to consider first the interests of the 


subscriber. 


Readers can depend upon tke character of advertising in an A.B.P. publi- 
cation, and they cannot afford to neglect the advertising pages. Here are 
many practical suggestions for greater plant economy and more efficient 
operation that may well prove of great value in keeping abreast of develop- 
ments in the fields of equipment and materials. 


Executive Offices: 220 West 42nd St., New York, N.Y. 


. THE ASSOCIATED BUSINESS PAPERS, Inc. 
ee 





An association of none but qualified publications reaching 54 
fields of trade and industry. 





llardware Age is a member of The 4. BLP. 








April 22, 1926 


HARDWARE 


AGE 









































SARGENT 





















D 







| 


TELE 


| 
ff) 





VT 


IAA AE edt 














“That time-resisting brass and 
bronze is great stuff!” 


A carpenter writes about Sargent Hardware 


“I BEGAN working at the carpen- 
ter trade in 1875 and from that 
time until now have used much 
hardware. I like Sargent Hard- 
ware. First, because of its sim- 
plicity in construction. It is a 
boon to the young mechanic. He 
doesn’t have to be a philosopher 
to install it. Next, it is the pride 
of the old critical mechanic, be- 
cause he wants his work to stay 
indefinitely as he leaves it. 


“I recently salvaged the wreck 
of a building which had been used 
as saloon and hotel for many years. 
Among the stuff which I got 
were several Sargent locks. The 
Ohio river had been up over them 
several times. They were well 
filled with dirt and had received 
as hard usage for over 20 years 
as any lock ever received, I reckon. 
I cleaned and oiled them and to 


SARGENT & COMPANY, Hardware 


all appearances they are as good 
as ever. That time-resisting brass 
and bronze is ‘great stuff.’ ” 


(Signed) C. A. Shackelford, 
Alliance, Ohio. 


Every carpenter and building con- 
tractor who has ever used Sargent 
Locks and Hardware is enthu- 
Siastic about them. Knows that 
he can depend on them—that he 
won't have to go back to a job 
to do a lot of fussing and fixing. 
Home owners and home planners 
like them, too, for the service, 
beauty and security they give. 
You will like these nationally ad- 
vertised locks and hardware for 
the way they sell and the satisfac- 
tion and profits that result. Write 
for particulars. Ask also for our 
Co-operative Advertising Service 
Booklet. It’s free. 


Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


New Complete 1926 Catalog Ready—If not received, copy on request. 


HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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MR. HAPPY MAN 
SAYS: 


‘I use an Atkins, because I have 
found that a saw should ‘rake’ the 
sawdust out from the kerf so that 
every stroke will deliver full power 
with least effort. An Atkins Silver 
. Steel Saw cuts perfectly because it 
rakes clean—gets out of its own 
way, therefore, the cut is smooth, 
clean and straight to the line.’’ 





ATKINS SAYS: 


Tell your customers that An Atkins 
Silver Steel Saw will work easier, stay 
sharp longer, and do your work better 
than any other saw. 


Write us for 
a saw stock 
suggestion. 


E..C.ATKINS & CO. 


ESTABLISHED 1857. THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 
Branches Carrying Complete Stocks In The Following Cities: 


Atianta San Francisco 


. New Orleans 
Memphis Seattle 
Chicago tei ity Paris, France 
Minneapolis Portiand,Ore. = vancouver, B.C. 


ATKINS 


SILVER 
STEEL 





SAWS 
































Founded 1855 


HE 
I 


i 





a 


ee 


| 


— 


—s 
oe 
— 
= 
— 
= 
—_ 
— 
——— 
= 
——— 
—— 
— 
—— 
—— 
——s 
—s 
— 
— 
— 
——< 


| hom 


widlinnttt 


—_ ——_ 


239 West 39th Street, New York City 


GEORGE H. GRIFFITHS, GENERAL MANAGER 
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Signposts 


Retail merchandising today is no 
longer the comparatively simple 
business it was a few years 
back. High pressured competition, 
changes in the public’s buying 
habits, have increased the com- 
plexities and hazards of selling, 
but by the same token they have 
also enhanced the dealer’s oppor- 
tunities. 

Your trade paper may be com- 
pared to a signpost on the road to 
success. It discusses and helps in 
the solution of the numerous prob- 
lems confronting merchants. 

But in the last analysis its use- 
fulness is only what you make it. 
It’s up to You! 


r 


What Readers Say 
About Us 


“We enjoy HARDWARE AGB and look 
forward to its coming every week.” 


(Signed ) 
HUTCHESON HARDWARE CoO., 
Sandersville, Ga. 


“Enclosed find check for $4.00 for 
HARDWARB AGE to March, 1928. Yours 
for more education of the Hardware 
dealers.”’ 

(Signed) G. > SMITH & Co., 
Mount Vernon, Ohio 


“IT have been a regular subscriber 
to HaRDWARE AGe for the past five 
years. I started in business seven 
years ago, without experience and 
found your publication a very big help. 
The dealer who studies trade maga- 
zines cannot go wrong.” 

{eanens 
FRANCIS HARDWARE CoO., 
J. Bw. NCIS, 
Kennebec, s. D. 
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There is not a handed 


item in the entire line of 





McKinney Forged Iron 
Hardware. And in addition each 
piece is accurately gauged for ap- 
plication—-designed to make 
scheduling easy—conforms to 


standard lock dimensions 


Forge Division 


McKINNEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 


McKINNEY 
FORGED IRON 
HARDWARE 





McKinney Products include: Wrought Steel and Bronze Butt-Hinges—Strap and Tee Hinges 
—Forged Iron Hardware—Garage Door Hardware, including Complete Sets—Door Hang- 
ers and Track—Door Bolts and Latches—Sash and Screen Hardware—Shelf Brackets. 
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By LLEW S. SOULE 
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EOPLE don't always see what they look at. They only see what they have 
been educated to see. 


Th Wh _ Suppose you are looking at two tools in your window, one of which costs 
OSE O twice as much as the other. At the same time a prospective customer who 
does not know tools is looking at the same articles. The customer sees only 

See Not two tools. You, with your education in tools, see something more—value. 


Therefore in order to sell the better tool to that customer, you must teach him 
to see the value. 

It is acknowledged that retail salesmen are, as a class, the poorest sales- 
men in the chain of distribution. Why? 

Mainly because they do not know the goods they are supposed to sell; 
they do not see any more in those goods than the uninstructed customer sees, 
and they are therefore unable to show him value. 

Whose fault is it? Sometimes the salesman’s; more often the merchant 
who doesn t see the value of training his help. 


HE April issue of Personal Efficiency tells the story of a woman who has 
earned a nation-wide reputation through the manufacture and sale of candy, 
Starting with almost nothing—or as she expresses it: “with a nickel’s worth of 
sugar, and the white of an egg '—she has built a business that runs into millions. 
She guides that business by the application of the following principles of 


A Prescription policy: 
Start with confidence. When you start with ambition and de- 
for Success termination and confidence in yourself and in your merchandise, your 
success is assured. 


Make the best of it. Be philosophic and make the most of what 
; you have. And when you make something, make that something the 
best that you can make it, make it better than other people, make it 

the best in the world. 


Hustle while you wait. One cannot be too impatient of success. 
Work and wait, and work and wait. Everything comes to him who 
hustles while he waits. 


Business success does not demand sacrifice of principles. Witness 
the fact that the Snyder stores are never open on Sundays. 

Follow your bent. You can succeed best if you can do the thing 
you like, and if you do you Il certainly have a lot more fun at it. 

Make folks happy. The world will not deny profit to those who 
serve well, and most of all to those who can make folks happy. Make 
them leave you with a smile. 

Think of customers not competitors. It’s worth while to think of 
folks, but while thinking of folks concentrate on those you serve 
rather than those you rival. 

Candy is just a single line. It is infinitely harder to build success on a 
single line than on a variety of lines which share the overhead expense. Yet 
this woman has succeeded far beyond her expectations. 

That little list of principles of policy has contributed much to her success. 

Perhaps it will do the same for you. 
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Constructive Show Window 





Criticism 


Second Installment of a Series by John B. Warner with Whom Harpware AGE Has 

Arranged for a Constructive Service Criticism of Window Display Photographs Sub- 

mitted by Subscribers. All Comments Will Be of an Educational and Helpful Nature 
and Are [Intended as Aids to Both Small and Large Stores 


By John B. Warner 


greatest, in the advancement of merchandise 

display is the ability to obtain, or the will to 
seek, constructive criticism of our windows as they 
are decorated from time to time. 

We ask some one who seems interested what he or 
she thinks of the window, and the answer is invari- 
ably “Great!” “Fine!” which gives us a rather warm 
feeling of satisfaction until we gradually come to 
our senses and ask ourselves, ‘““Why?” 

Another time we ask our friend who years ago 
used to trim So and So’s windows, and used to have 
such wonderful success winning prizes, etc. He says: 

“Oh, that was twenty years ago, of course, when 
I first started to learn the hardware business. We 
sure had swell windows in those days. Now, of 
course, I don’t want to tell you how to trim this win- 
dow, but if you put that there, and take that from 
over there and put it here, and take that out alto- 
gether, I think it would look fine.” 

This gave the writer the much needed information 
regardless of how it made him feel. Of course, he 
should have been able to see it himself, but for some 
reason did not hit the right thing. 

These two displays are splendid types of action 
windows, full of attraction and human interest. 
They are just the kind all of us display men thor- 
oughly enjoy planning and “putting in.” They show 
the merchandise in use by life-like wax figures. For- 
tunate indeed is the window man who is able to se- 
cure such demonstrators occasionally to aid him. 


Precestess one of the greatest factors, if not the 





POOSSRORSSEDSRRE HADES CHORE E TT CeHeereeCitietes 


To Get This Service 


NY subscriber of Harpware Ace who is puzzled 
-\X about window displays can send to this maga- 
zine photographs of windows, and they will be sent 
to Mr. Warner for criticism. 

Mr. Warner’s success as a window decorator in- 
sures a worth while reply. In this article, Mr. War- 
ner criticises two windows that he arranged for 
clients. The nature of the criticism he will make on 
your window displays is illustrated by the criticism 
that he has passed on these windows that he deco- 
rated himself. 

It is by criticising his own and other windows that 
Mr. Warner has become a master of his art. He 
never builds a window display that he does not con- 
sider it critically before it is replaced. Photographs 
submitted will be treated anon. 
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A Constructive Service 


ARDWARE AGE has arranged with John B. 

Warner, a display specialist, to favor the read- 

ers of this publication with constructive criticism of 
show wndow displays. 

Mr. Warner has been “dressing” windews for 
hardware and similar stores for several years, and 
has made a study of windows from both the deco- 
rative and selling standpoint, and he is willing to 
— the service to other stores through Harpware 

GE. 

Much of Mr. Warner’s work has been done for 
comparatively small stores and his advice and criti- 
cism will be based upon the materials and merchan- 
dise that are available to the average merchant. He 
does not confine his work to the so-called big stores. 











Display No. I 


HIS display is, I believe, the most thoroughly com- 

plete one, and should produce fine results, in that 

it shows such a complete line of kitchen equipment in 
full view of the interested homemaker. 

There is, however, a very decided masculine arrange- 


- ment about this kitchen, more especially in the placing 


of the utensils on the shelves. I have found it neces- 
sary in more than one case of this kind to call to my 
assistance a lady of the store household department. 


Display No. 2 


ERE we have a very attractive display showing 

an appropriate scenic setting with the children 

at play on a sidewalk using the merchandise as if they 
were alive. 

This idea is very clever indeed, and would most 
certainly attract both parents and children. 

It is a good plan in a window of this kind where 
there are a number of figures showing about the same 
article for sale to group them in a position slightly 
to one side of the center, preferably on the left, with 
the card (one card.is sufficient) at the right, within 
the line of vision of the figures. The merchandise 
may then be shown in balance around or near the 
sign. 

In this case the floor in front might be covered with 
paper, a little sand and an orange peel or something 
of that nature. In this type of display it is often sur- 
prising how much depends on small details. 
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Display No. 1 
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Signals 


By Saunders Norvell 


mont, on Long Island Sound, I was the chair- 

man of a labor convention. The old house had to 
be done over. I therefore arranged for boss con- 
tractors to meet me, talk over the various jobs and 
make bids. There was a boss painter, carpenter, 
plumber and concrete worker. The house was empty. 
We built a fire of wood in the big brick fireplace, 
djighted our cigars and sat around the hearth in a 
circle. Every bid submitted was higher than it had 
cost to do the same work before. 


a % + 


(i weeks ago at my country home at Larch- 


Larchmont is in Westchester County, one of the 
richest counties in the State of New York. For 
several years past, in Westchester, there has been a 
building boom. New homes have been springing up 
everywhere. Now, this is what these contractors told 
me. Take it or leave it. They were unanimous. 


«os as Li 
vr ¥ 


Wages for labor are higher than ever before. 
Painters, for instance, are getting $12 per day for 
eight hours and they will not work on Saturday. Un- 
less the boss is on hand to watch the workmen, they 
will all loaf. There is absolutely no sense of re- 
sponsibility on the part of the workmen. 


% % % 


A number of contractors who have taken important 
jobs in the county have failed. Several jobs have been 
finished by banks and bonding companies. Sub-con- 
tractors have had a great deal of trouble getting their 
pay from the general contractor. Private individuals, 
some of them having expensive homes and using 
several automobiles, are very slow pay. Money can 
only be got out of them a little at a time by the threat 
of suits. All of these contractors told me they were 
only taking jobs where the pay was absolutely sure. 
They were not taking any chances. They had re- 
duced the volume of their business and were working 
with only a skeleton organization of their best men. 
Under present conditions they said the contracting 
business was not only very dangerous, but it was also 
unprofitable and required the greatest watchfulness 
to escape without a loss. 

% * % 

As I said before, take these reports or leave them. 
This is exactly what they said in one of the richest 
counties in New York State. I wonder how general 
this condition is in the country. If it is general, it 
then must be apparent to the most thoughtless mer- 
chant that it is a good time to watch his step. 

* * % 

I have been corresponding with a friend out West 
about the signs of the times. This man is quite a 
student. He writes me a long letter in which he gives 
the principles on which he works in figuring out the 
drift of events. This letter deals only in principles 


but to me it is quite interesting. I am going to steal 
my friend’s thunder and repeat parts of this letter 
to you, changing it into my own language to make 


it more simple. 
* * * 


Is it possible to predict with reasonable certainty 
the future course of business? While no man, how- 
ever wise, can be quite confident, yet there are indica- 
tions which tell him something worth while and enable 
him to make a shrewd guess with respect to the fu- 
ture. Any man of ordinary intelligence is competent 
to know whether at any given time trade is active 
and profitable or dull and unprofitable, but trade is 
sometimes active and profitable right before a collapse 
and sometimes dull right before a revival. It is never 
constant. 

+ + % 

Manufacturers make goods, traders distribute them 
and banks furnish the credit required. When all of 
these are working in perfect harmony, no sudden 
change should be apprehended. When, however, either 
of these departments of business works out of har- 
mony with the other two, such derangement must be 
followed by a change or an adjustment of some sort 
and this change is either for good or evil. If we fix 
our eyes and thoughts on the consideration of a dis- 
turbing factor, we should be able to conjecture what 
sort of change will occur. 


For example: Let us assume that manufacturers 
and traders are very busy but credit is unemployed. 
Such a situation would suggest an improvement be- 
cause normally, manufacturers and traders do busi- 
ness on credit, and the fact that little credit is re- 
quired indicates that business is reviving, but has not 
reached the stage which requires the usual credits. 


% % % 


When, on the contrary, manufacturers and traders 
are busy but the bank statements show that credit is 
exhausted, as, for instance, where discounts are 
greatly in excess of deposits and interest rates are 
abnormally high, we mut conclude that business either 
is or is becoming unprofitable. 


*% % % 


The trader who buys with borrowed money goods 
which he can not sell save at a loss must borrow more 
money to carry them. A like use may be made of 
derangement in either of the other factors. For in- 
stance, where manufacturers are busy and the money 
market is normal but trade is dull, over-production 
should be apprehended and where trade is active and 
the money market abnormal but the factories are idle, 
increased production should follow. 


* % % 


Now, if we will study the situation as it exists 
today, based on the above principles, we may be able 


ko || hed 
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to interpret with reasonable accuracy the immediate 
tendency of the existing business situation, but it 
must be taken into consideration that these factors, 
while they may be evident, do not tell us how long 
the tendency will last. In other words, the time factor 
always comes in and fixing the time for changes to 
take place is the most difficult factor of all. Last 
November, for instance, the writer fixed the slump 
in the stock market for the month of February. We 
took a chance in the prophecy line and went on record 
in writing. The slump started in February, but the 
big jolt did not come until just after the first of 
March. Therefore in our timing we were about two 


weeks too soon. 
% x * 


However, there is a simple rule that may aid in 
fixing time. It is a matter of common knowledge 
that business is most active and profitable, or most 
dull, just before a reaction. Prices are always highest 
just before a crisis and lowest just before a revival. 
Now, if we have before us tables indicating the prices 
over a period of years of stocks and bonds or of 
hardware, by studying these prices, it is very easy 
for us to decide exactly how high they are. 


* * *% 


Recently, for instance, the writer has been study- 
ing the hardware prices of today as compared with 
the prices of the same items in 1914. In many lines 
of hardware these prices are abnormally high. Of 
ccurse, if we inquire of hardware manufacturers why 
their prices are so high, they talk about the high price 
of labor, but we happen to know that the higher cost 
of labor is not by any means the entire story. The 
other day one of our great hardware manufacturers 
made public a statement of their earnings for last 
year. They were almost $3,000,000. Their profits 
were 15 per cent net on their assets and I presume 
these assets included a large amount for good will. 
Their profits in 1924 were almost as large. 


” * % 


Now, I refer to this statement simply to indicate 
the kind of information that a student of business 
studies. It is also interesting to note that this hard- 
ware manufacturer declared in cash dividends al- 
most their entire earnings. They have such a large 
surplus that it is not necessary to build it up any 
higher! The application of such facts is that if hard- 
ware manufacturers generally are making such 
enormous profits, but if the jobbers and retailers are 
not doing so well, this is a case where the adjustment 
of the triangle of capital, manufacturing and distri- 
bution does not harmonize. It is therefore a danger 
signal to the business student. 


% % % 


Real prosperity may be defined in a rude way as: 
when the rewards of industry, measured in desirable 
goods, are high; when goods are abundant and cheap 
and living is easy; when the purchasing power of 
the average income is great rather than small. If 
this be true, then it follows that a constant increase 
in the cost of living unattended by a corresponding 
increase in the average income, is a sign, not of grow- 
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ing prosperity, but of approaching disaster, and that 
the higher the cost of living, the nearer the collapse. 


* * * 


An income of $1,000 can buy just so many goods at 
ten cents each; just so many less at fifteen cents each 
and just so many less at twenty cents each. When 
we are only able to get a small amount of things on 
account of high prices for our dollar; when our in- 
comes have not increased in proportion to the in- 
crease in the cost of everything. we want, then the 
demand for goods and the prosperity of business 


should decline. 
% x ¥ 


On the other hand, when the tendency of prices is 
downward, all other things being equal, the purchas- 
ing power of the average income gradually and cor- 
respondingly rises. With an income of $1,000, a con- 
sumer, on account of falling prices, can get more of 
the things he needs with his money. When, therefore, 
prices are falling, the demand for goods should tend 
to increase and business should improve. 


x * * 


Now, of course, I know the business man reading 
this article will say it does not work that way. The 
facts of business, however, only seem to contradict 
this principle. In reality, the facts confirm them. It 
must be considered that prices, measured in money, 
are relative. A coincident and equivalent advance or 
decline in the means of the community and the prices 
of goods may mean nothing. Men may have more and 
pay more or have less and pay less. Therefore, it 
must be remembered that prices are significant only 
by comparison with the cost of living and, upon the 
relationship between the two, we must fix our at- 
tention. 

% % * 
- The price advance which characterizes a period of 
prosperity should be regarded as ominous when goods 
get beyond the reach of the average income. (Please 
note this point.) On the other hand, a price decline 
which characterizes a period of reaction is reassuring 
when it becomes evident that the purchasing power of 
the average income is increasing. These principles 
as outlined are very simple and if they are once fixed 
in the mind and applied to the available data which 
show the manufacturing, the trading and the bank- 
ing of the moment, one should be able to predict with 
confidence, not only the tendency of business, but 
how long the tendency will last. 


* * % 


Now, this is important: I do not mean that any 
man, however intelligent and wise, can predict pre- 
cisely the time in which a boom will collapse or a 
period of dullness come to an end, but I do mean that 
he can know positively when to be confident and when 
to be cautious—always, of course, provided wholly 
abnormal influences are lacking. Such abnormal in- 
fluences occasionally confuse the mind—a great fire, 
the emission of profuse quantities of paper money, a 
war, the investment of much capital in enterprises 
which afford no immediate return, the construction 
by the public authorities of buildings and highways 
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which earn nothing. These and like stresses have a 
profound but often unseen influence upon business. 
They all result in abnormal spending and the effect 
of such spending is at times most extraordinary. 

aa * * 


Temporarily, of course, such influences bring pros- 
perity. Everybody finds work. Wages advance. More 
goods are bought. Prices rise. Trade is profitable. 
The banks find use for all their resources. Then 
(please note this), such fictitious prosperity can not 
last because it is simply prosperity on credit; in other 
words, prosperity for the moment, borrowed and to 
be paid for some time in the future. 


* * + 


Let me illustrate: When I borrow to rebuild a 
house destroyed by fire, brickmasons will be busy, but 
when the house is finished, they must seek other work 
and I must practise self-denial, save money and pay 
my debt. So it is during and after a war. War 
destroys property and industry is for a time actively 
employed in repairing the waste. The appropriation 
of capital to unprofitable works for a time stimulates 
the demand for labor and material but when the 
spending shall have ceased, such demand falls off and 
a period of unemployment and self-denial must follow. 
Inflation creates an artificial demand for goods which 
is always followed by advancing prices and increasing 
production. When, however, the inflation is arrested 
and deflation begins, such demand ceases to operate 
and a period of selling, lower prices and arrested 


production follows. 
* % * 


Here let me pause simply to call attention to the 
enormous orgy of spending that is taking place in 
some of the larger cities in the United States. Look 
at their expense accounts. Compare their budgets 
with those of ten, fifteen or twenty years ago. What 
is taking place in our large cities is enough to make 
any student stop and think. While the national gov- 
ernment is showing a commendable desire to econo- 
mize, just study the expeditures of some of our States. 
The national government, some of us think, has had 
its orgy of extravagance and corruption and is now 
working on honest and sane lines of business man- 
agement. 

* * * 

On the other hand, to the most superficial observer 
it must be evident that some of our large cities and 
some of our States, just at the present moment, are 
indulging in an orgy of extravagance and spending 
which we believe, if it were checked up carefully, 
would develop facts of the most ominous significance. 
Bond issues to cover this Saturnalia of spending 
simply mean that the money being spent now is being 
borrowed from the future. Look at the increase in 
local and’ State taxes. Year after year the main 
political question in every community at this time 
should be—“What are our public servants doing with 
our dollars?” 

* * * 

The factors of judgment, then, are these: the 
existing business situation, the prices of commodities, 
the cost of living to the average consumer and any 
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extraordinary influences which should affect the course 
of affairs. If we use these criteria in the interpreta- 
tion of any special year, say, 1923, we shall observe 
that the waste of war had not been repaired; that pub- 
lic works and roads undertaken by States and sub- 
divisions of States had not been completed; that the 
reparation of the railroads had not been accomplished; 
that the demand for homes, apartments and office 
buildings was still urgent; that Europe still had 
need of many of our goods and that wages and prices 
were high. On the other hand, it is evident that 
neither nations, States nor individuals could, for an 
indefinite time, continue to borrow and spend lavishly. 
A prudent man would therefore have concluded that 
a few years of stimulated prosperity lay before him 
and such, I think, was the opinion of the average man 


of affairs. 
% % * 


The year 1925 presents a more interesting prob- 
lem. It was, on the whole, very prosperous. Money 
was easy and traders were buying from hand to 
mouth. More goods were carried by the railroads than 
ever before. Wages were high. Everybody was em- 
ployed. Public improvements were still under way. 
Many residences, apartments, hotels and office build- 
ings were under construction. The crops were good. 
On the other hand, people were extravagant; the cost 
of living had advanced; taxes increased; many were 
speculating; time payment selling on a great scale 
had set in; debts, private and public, were increasing 
and the “For Rent” advertisements in the newspapers 
had become ominously numerous. 


* * * 


What should be the course of the year 1926? On 
the whole, prosperous, yet with calamity impending 
and not far away. We owe too much. We must some 
time save and pay. It is doubtful whether the in- 
crease in the average income has been as great as the 
advance in prices. Public works are nearing com- 
pletion. Private building has resulted in an abundant 
supply of living apartments. Speculation can not 
sustain spurious stocks long. The interest on Euro- 
pean debts must be paid in goods. Time payments 
on past debts must some time curb extravagance. The 
average duration of a period of prosperity has hereto- 
fore been four and a half years. We have had three 
years of improvement and one of abnormal prosperity. 
My correspondent writes that in 1926 we should see 
the tapering off of the boom and 1927 should be a 
critical year. 

% * * 

What is the situation today in the hardware busi- 
ness? The retail hardware merchants are not satis- 
fied with their profits. They are discontented because 
they believe their jobbers are not protecting them. 
They feel that they are not being put in a position to 
meet the competition of chain stores and mail order 
houses. They believe that hardware prices are ab- 
normally high. They do not believe that these high 
prices are justified simply by the increase paid to 
labor. In a word, the general feeling in the retail 





(Continued on page 92) 
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This comfortably furnished room serves as an aid to the customer in purchasing builders’ hardware from the 
Henry Heick Hardware Co., Louisville, Ky. This store, like the Martz store, Harrisburg, Pa., believes that 55 
per cent of builders’ hardware sales are made directly over the counter 


An Opening Wedge for Business 


Harold B. Martz of Harrisburg, Pa., Turns a $10,000 Stock of 
Builders’ Hardware Four Times Yearly Through Intelligent 
Departmentizing and Personal Solicitation 


are sold yearly on contract for use in connec- 

tion with new business and residential build- 
ings, but it is astounding the amount that is sold 
directly over the counter. We were impressed with 
this fact when Harold B. Martz of Harrisburg, Pa., 
said that 55 per cent-of his builders’ hardware sales 
are made directly over the counter. The other 45 
per cent of his business in this profit-making line is 
obtained through energetically soliciting the business 
of householders and bidding for the equipment of 
new buildings. 

Mr. Martz regards builders’ hardware as one of 
the hardware merchant’s most important opening 
wedges for business. Mr. Martz’s stock usually 
averages between $8,000 and $10,000, and he is able 
to turn his stock four times annually through aggres- 
Sive merchandising. 


Making the “Extra” Sale 


“In many hardware stores,” states Mr. Martz, 
“builders’ hardware is strongly represented, but un- 
fortunately, the sales volume does not reach the ag- 
gregate figures it should because the numerous 
items comprising the lines are widely separated in- 
stead of being properly grouped. They should be 
brought together and a department formed. When 
this is done there is more definite incentive to con- 
centrate on the “Extra’’ sale, which is an extremely 
important element in making the line show the profit 


it should.” 


J ate sod y quantities of builders’ hardware 


It is unquestionably true that proper department- 
ization is an extremely important factor in creating 
sales. The grouping of related items has not nearly 
so important an effect upon the customer as upon the 
morale of the sales organization. Definite directions 
are then given to selling efforts of the force. Whena 
hardware merchant sells a householder his hinges, 
butts, locks, and other items, he has opened the door 
for the sale of many other items. Particularly is this 
true in the case of the smaller communities. Where 
a man buys his builders’ hardware, he will usually 
buy his screens, lawn mowers, garden tools, kitchen 
ware, automobile accessories, paint, and the numerous 
other items which go to make the home more attrac- 


tive and liveable. 
Push Builders’ Hardware 


Many of the hardware stores situated in the smaller 
communities have failed to push builders’ hardware 
as energetically as they should. This is unfortunate, 
for the opportunities to sell this profit-making line 
are relatively as great in the small as the larger 
communities. In every growing community a tre- 
mendous amount of new building is undertaken 
each year. 

It is not always possible to employ an exclusive 
builders’ hardware man who knows the line thorough- 
ly and is thus in a position to give expert advice to 
customers. But it is possible to make one of the sales- 
men responsible for the department. Let him read 
up on the line, study the manufacturers’ catalogs. 
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Don’t Hurry too Much! 


By Harry Botsford 


caused by someone being in too great a hurry. 

Americans have a reputation for doing things 
in a hurry; but, curiously enough, the individual or 
the organization that really forges to the front in 
record time does so by reason of not being in too 
great a hurry. That sounds paradoxical yet, like 
many a paradox, it is the truth. 

One of the biggest credit men in the country said 
just the other day that most of the commercial fail- 
ures are due to too much hurry. Some merchant, 
some retailer wants to achieve success immediately 
and does not want to pay the usual time-price. He 
over-buys; he over-advertises; he slashes prices on a 
half-dozen items to attract the crowds he hopes will 
buy the dozens of other items that are not marked 
down below costs. He is in too great a hurry to 
establish a sound and deserved credit rating and he 
pads his books; he slips over several half-truths on 
his banker. He makes extravagant promises which 
he cannot fulfil, And presently a lodge of sorrow, 
composed of his creditors, take over the shoe-string 
assets and in the process someone loses money. Too 
much speed! 

Success, regardless of the field of endeavor in which 
one is engaged, is worthless unless it is achieved 
at a price. The days of something-for-nothing are 
gone; the man who tops the list is the man who is 
paying the price—the price of hard work, intelligent 
thinking, of the time it takes to establish a reputation 
for integrity, fair dealing and honesty. In all our 
progress in the arts and science of substitution we 
have yet to find a single workable substitute for hard 
work or honesty. 


LARGE percentage of the tragedies of life are 


Times Have Changed 


Time was when the great American Myth was that 
any boy could eventually become chief executive. 
Times have changed; someone discovered that the 
President only receives a salary of $75,000 a year 
while some of our industrial and commercial leaders 
earn many times that amount. From the time this 
information became public property, the average 
American youth decided to go in for the more profit- 
able fields of endeavor: business, commerce, certain 
professions. 

The trouble is that in writing of the lives and 
achievements of our really big men most writers have 
failed to emphasize the species of hell these indi- 
viduals went through to achieve their present promi 
nence and income. Some writers would have us be- 
lieve that every successful man was carried to the top 
of the ladder of success by an express elevator. The 
truth is that the man at the top got there by dint of 
hard work; he slipped back more than once. He got 


slivers in his hands; the man ahead often stepped on 
his fingers and every now and then he found the next 
rung weakened and dangerous—rotted to a point 
where it required repairing or replacement. All of 
which requires time, work, concentration and eternal 
patience. 

Alexander, the original Boy Wonder, at the seige 
of Tyre, was reproached by sundry of his generals 
because of the slowness of his military operations. 
Alexander knew the necessity of conquering Tyre; 
and he knew the soundness of his methods. He faced 
the committee of complaint and effectively silenced 
them with his historic reply: “I must wait; for I 
am in a hurry.” History and subsequent events 
proved the soundness of his theory. 

A speeding automobile is not dangerous—unless 
control of direction is lost. A clerk who attempts to 
speed up a sale, who attempts to use high-presstre 
methods on a low-pressure customer, is losing control 
of direction. More! He is losing a valuable sale, 
prejudicing a possible friendship for the establish- 
ment that pays him his salary. 


Who Weighs Evidence? 


Much admiration is wasted on the individual who 
has a reputation for making quick decisions. Nine 
times out of ten such an individual makes the wrong 
decision. Give me the man who “wants to think it 
over.” He’s the man who weighs the evidence, pro 
and con; he is the man who looks ahead and back- 
ward; he is the man who sits down and figures care- 
fully. When his decision is made it is fool-proof. 
He seldom makes an error of judgment and judgment, 
Chatles M. Schwab once told me, is one of the pri- 
mary qualities that makes a man successful. 

Too much hurry makes for less thinking. Busi- 
ness, industry and all professional work can stand a 
lot more thinking than is being put into it today. 
If we hurry too much, it means we act entirely on 
impulse, on hunches, on superstition. Let’s keep 
thinking as about the best tool in our bag of tricks. 

Hurry! Hurry! The hospitals, the sanitariums 
are filled with men and women who have been in too 
great a hurry to squeeze from life every quality they 
thought was their due. Mental and physical and 
nervous wrecks dot the highways of life—too much 
hurry! Empty stores, vacant offices, smokeless fac- 
tory chimneys, unhappy homes, blank pages of bank 
books—all are largely due to this speed mania. 

Take a little more time;-your progress may be 
slower but it will be more certain. You’ll reach your 
destination in one piece while the rest of the crowd 
are stopping for repairs, spending time hunting direc- 
tions, chasing around over needless detours. Take 
your time—and you'll get there, safe and sound. 
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Window display of paint in the modern store of the Nelson-Suennen Hardware Co., at Hudson, Wis. By consistent 
newspaper advertising and personal solicitation this firm has made a conspicuous success of this department 


Nelson Draws the Color Line 


Reduces Number of Colors in Paint Stock from 32 to 21, and Increases Sales—Builds 
Sales by Personal Solicitation and Expert Advice to Customers 


ATURALLY, if you do not sell an article you 
cannot make a profit on it. Take paint for 
example—if you carried the full thirty-two 

colors of outside paints in stock and seldom or never 
had a call for eleven of those colors, your profit would 
all be coming from the remaining twenty-one colors. 
So then, why carry the non-moving eleven? 

This was the line of reasoning of O. N. Nelson, 
senior partner of the Nelson-Suennen Hardware Co., 
Hudson, Wis., for after studying his paint depart- 
ment, he came to the conclusion that his sales were 
not nearly large enough for the amount of money that 
he had invested in stock. Then came the process of 
spotting and discarding the slow selling items—out- 
side paint cut from thirty-two to twenty-one colors is 
only an example of what happened through the entire 
line—until the entire stock of paints, varnishes and 
accessories was composed of colors which moved. 
Mr. Nelson has found that after a year with this 
selected stock his sales volume has increased, because 
with fewer colors he is able to specialize and use more 
concentrated sales effort. Last year he turned his 
paint and varnish stock four times. 


“Know Your Stuff” 


According to Mr. Nelson, the one secret of success 
in selling paints is to “know your stuff.” In other 
words it is necessary to be able to advise your cus- 
tomers on what to use for a particular paint job and 
how to use it. In speaking of how he advertises his 
paint line and locates prospects, Mr. Nelson says: 
“We firmly believe in carrying one complete line of 
paints and varnishes, obtaining the full benefit from 
our own advertising and that of the manufacturer. 

“In the spring. we send out special advertising 


through the mail and are continually using stuffers 


in our mail matter. We give plenty of color cards 
to the painters, even though they are not customers 
of ours and at some time or other we catch them 
wanting something they cannot obtain from their 
regular sources. 

“A good window trim is one of the best advertis- 
ing mediums we have. This form of advertising will 
give much better results if a merchant is selling a 
complete line of some well known brand of paint, as 
it connects the store up with the manufacturer’s ad- 
vertising. A good window trim also makes a store 
stand out as a little different from the rest, and gives 
is considerable advertising value even to those who 
are not interested in paint or varnish. 


* 


Newspaper Advertising 


“We do considerable advertising in our local news- 
paper and believe in using small cuts and writing 
our own ads. If it does not involve.too much expense, 
we believe in going out to see the party who is a 
prospect and showing him the various color combina- 
tions, and how to apply the paint as well as giving 
him any other information we can. 

“Don’t forget the automobile and boatowners. 
Right now there is a lot of activity along the water- 
front and on the part of car owners and amateur 
interior decorators. Window displays calling atten- 
tion to these springtime uses of paint should ma- 
terially help your sale of paint, finishes, brushes, etc. 
A kitchen chair in your window, one side of which is 
painted and the other side not, should effectively bring 
to the attention of householders the difference that 
a little paint will make. Try the same stunt with a 
car fender and the model of a boat and watch 


sales jump.” 











HARDWARE AGE 








Me C Juee 4 Yity> 


 HARDWABI 


ARE YOU FOLLOWING 
NATURE'S EXAMPLE? 
Look about you Are there 

any rough, bare spots that need 

and beautifying’ 

magic in a 

’ A 






You 







o you realize the 





avés and flowers, 


ferth in new beauty, 


The suddenness of April showers 
is the only distinction of their 
being different from the howers 
of other months 

Thine that come up sudden); 
are atiably inconvenient and 





new life and beauty 






. rrassing. Make sure that you 
oil not suddenly need a few gar 
en or other tools necessary in your 
spring work by taking stock ar 
count now and ordering what vou 
need at once 












OUR STORE 
WILL BE CLOSED | 

GOOD FRIDAY j 

APRIL 10TH | 
THE ENTIRE DAY 


USE THE ENCLOSED 
COUPON 


il make 
of KY ANIZE HOME 
BEAUTIFIER PRODU( 











PAINT UP NOW MAKE USE OF IT NOW 


IT PAYS 





«i __ ate thane 
. ; ‘ * HARI a4 VARE 


WN. PA 


Al LENT se — 
ene —_— 





awook, 
ure ® > mye ° 


invite 
birds to build in their branches, 
and so on—everything is @iven 


















































aint 
xhibits 
oost 
ales 














Allentown’s Better Homes Exposi- 
tion and State Fair Enable C. Y. 


Schelly & Bro., to Bring Paint Uses 
to the Attention of Prospective 








Schelly’s house organ has proved a potent means of stimulating 


sales 


HE paint department of C. Y. Schelly & Bro. 

of Allentown, Pa., is without doubt one of the 

finest in Eastern Pennsylvania. It has not, like 
Topsy’s Turnip, just grown without rhyme or reason, 
but because of certain well defined merchandising 
policies that have been rigorously carried out. Chief 
among these, undoubtedly, is the insistence on 
“Quality,” the carrying of a stock that is fully ade- 
quate to the community’s needs, and aggressive mer- 
chandising. 

It is not the purpose of this article to cover the 
company’s merchandising methods fully, as that would 
be impossible within available space limits, but to 
recount merely several phases of its activities in this 
direction—namely, its policy of exhibiting at the vari- 
ous state and county fairs. The most important of 
these are undoubtedly the Better Homes Exposition 
and the Allentown State Fair, at both of which the 
company is always represented and to which it at- 
tributes much of its success with paint. 


Employs Coupon System 


In. connection with its display of paint, varnish, 
brushes, etc., at the Better Homes Exposition, ap- 
proximately $250 worth of paint is distributed to 
visitors. In this connection, a coupon system has 
been employed very successfully. Visitors at the 
exposition are given coupons. In presenting his cou- 


Customers 


* pon, the householder must specify on it what particu- 


lar painting job he has in mind. If he has specified, 
for example, a house, he may receive approximately 
$10 worth of paint, but the company sees to it that in 
order to complete the job it will be necessary to buy 
additional paint. In announcing its paint plan the 
company features it strongly in its house organ, which 
is mailed to householders together with a coupon to be 
filled out. 
Company's House Organ 

The company’s house organ, The Queen City Hard- 
ware News, has proved a potent means of stimulating 
paint sales. This is generally an eight-page publica- 
tion, and in a reproduction of the first page, presented 
herewith, it will be seen how cleverly the householder 
is invited to look about for “any rough, bare spots 
that need retouching and beautifying.” 

In connection with its regular paint sales, the com- 
pany also employs coupons very advantageously and 
the type employed is also illustrated on this page. 
These must be filled out by the householder, who 
will then receive a full 45-cent can of finish in any 
color, providing a regular, suitable 25-cent quality 
brush is purchased with which to apply the material. 
In addition to stimulating sales, this coupon system 
has supplied the company with an invaluable mailing 
list, made up of the names of householders, all of 
whom are prospective paint customers. 
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has always been a consistent advertiser and a 

progressive hardware and tool merchandising 
organization. Until the present year much of the 
company’s advertising has been confined to window 
displays, newspapers, catalogs and circular letters. 
This year F. Alexander Chandler, president of the 
firm, decided to try some outdoor advertising, which 
will, as he expressed it, “work for Chandler & Far: 
quhar Co. 24 hours each day.” Two typical samples 
of this Boston hardware firm’s outdoor advertising 
are shown on this page. 

The public waste can is typical of a current move- 
ment in many cities. Peoplé are tired of having their 
public streets littered with papers, boxes, cigarette 
packages and the like, and so the corner waste can is 
becoming a familiar sight. Boston’s corner waste 
cans are of a higher grade. They look well and are 
located at strategic points. Chandler & Farquhar Co. 
plan to use several spaces on the corner cans. It is 
obvious that the cans will be placed in congested dis- 


(J) has atway & FARQUHAR CO., Boston, Mass., 
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Outdoor Advertising— 
Boston Firm's “‘T'wenty- 
Four Hour Salesman” 


Billboard and Corner Waste Can Advertising 
Make Name of Chandler & Farquhar Co. a 


Household Word in the “‘Hub” 


tricts and on corners with a heavy traffic, therefore 
advertising of this kind is sure to get adequate atten- 
tion. 

Commenting on the company’s new plan of outdoor 
advertising Mr. Chandler says: 

“For years our advertising program has consisted 
of the distribution of catalogs, use of our display 
windows and newspaper advertising. 

“We have felt that while these mediums have been 
of value that we needed a tie-up to them and a few 
months ago thought that we would try the use of some 
illuminated painted builetin displays in Metropolitan 
Boston. 

“The selection of painted bulletin displays is a par- 
ticularly important one because through the use of 
this valuable medium we are able to reach a big poten- 
tial list of customers on a twenty-four hour a day 
basis. 

“Our first display was an individual de luxe type 


(Continued on page 90) 
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Outdoor Advertising ™_ 
De Luxe! One of 
Chandler & Farqu- 
har’s billboard ads, 
located at the Cam- 
bridge end of the a 
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A Retailer Complains About 
Protit Margins 


By Hamp Williams 


hardware business is not the only business not 

yielding a fair and satisfactory profit to the 
dealers. Retail dry goods, clothing, shoes, drugs, 
groceries and many other retail lines are all in the 
same box. 

There are several contributing causes for this situa- 
tion but the one outstanding cause that applies to all 
lines of merchandise alike, so far as my knowledge 
and experience goes, and the one which affects us all 
alike is the margin of profit. 

Competition on practically all the standard nation- 
ally advertised goods in every line is so great that we 
cannot get a margin of profit sufficient to take care 
of our increased overhead expense and make a profit. 
As wholesale prices advance it is almost impossible 
to increase our retail prices in the same ratio or pro- 
portion. People become acquainted with the goods 
and prices in our small retail stores. They know us 
as neighbors and call us by our given names. They 
expect more of us than they do of the manufacturer. 

Here is what has happened to me in the thirty 
years of my experience in the retail hardware busi- 
ness. 


ara G statistics all over we find that the retail 


Personal Touch and Feeling 


The manufacturer comes along with something 
new; a good tool, a new line of cutlery—he comes to 
us with it, and gives us an exclusive agency on this 
line. He stands behind us with a guarantee and when 
we tell our neighbors, Jones, Smith and Johnson, as 
the case may be, that the goods are of excellent ma- 
terial and that we guarantee them personally, they 
at once have confidence in that article and buy on the 
faith they have in us—their neighbor and friend. 

There is a personal touch and feeling between the 
retailer and consumer that the manufacturer or whole- 
saler cannot get, so they use us to introduce and push 
their goods. After these goods are established, and 
after the retail merchants of this country have done 
the introductory work, we are informed by the manu- 
facturer that the call and demand for these goods has 
become universal, and that it is no longer an exclusive 
line. They give it to our competitors for a while and 
until it is further advertised and the demand becomes 
more general. Then they restrict the sales to spe- 
cialty dealers in that particular line. But when this 
source of introduction has been exhausted, they sell 
to everybody. 

The retail prices are cut so that the margin of 
profit is not sufficient to take care of our overhead; 
but what are we to do? Thow the line out and stop 
handling it? We can’t do that. If this situation 
were confined to one article we might do it, but I find 
my store filled with goods of that kind. 


Later, this same manufacturer announces prices 
designed to induce quantity buying. What does that 
do for me, a small retailer who introduced the line in 
my community? My big brother next door who, with 
much interest watched me introduce a certain line of 
merchandise, now buys the same line in such quan- 
tities as to enable him to sell the goods which I intro- 
duced in that community for so much less than I can 
that I am forced out of business or else must be satis- 
fied with a bare living. 

The small retail merchants in every line are com- 
plaining about nationally-advertised goods which they 
are handling and which are being sold upon the same 
basis. We don’t price our goods any more. The manu- 
facturer and consumer do that for us. 

Last week, for example, a customer called to see an 
article in my store. The salesman priced it to him 
for $2. The customer said it was too much. Finally, 
he went out and the salesman watched him. He went 
across the street to where his wife was waiting in a 
Ford car. They had a book from a catalog house 
which they were looking through. Finally, he came 
back and told the salesman that we were exactly 25 
cents too high and went away. Some tell us that the 
salesman was at fault. He should have talked quality. 
He did talk quality but the price was against him. 
We have preached quality against price until we are 
worn threadbare. 

If it is not price, then why is it that the Kress and 
Woolworth stores in my town are crowded with cus- 
tomers every day? Are they making money on quality 
goods? No, they have nothing to say about quality. 
It is the location, display, and price that sell their 
goods. We can’t compete with them. We must be 
content to handle the nationally-advertised lines—for 
which we have created a demand—at a margin of profit 
too small to cover our overhead. 


High and Dry 

Before the war, when goods were cheap, the whole- 
saler and manufacturer, urged greater variety. Now 
that goods are high, they urge us to buy in larger 
quantities. Let’s see how that works out: A stock of 
goods costing $10,000 (and there are more of that 
size than any other) before the war, will cost today 
from $12,000 to $15,000. Where is the additional 
capital coming from. We certainly have not made 
it out of our business. We did make some money dur- 
ing and right after the war, but we lost it all and then 
some, in the slump. After the slump was over, we 
found ourselves sitting high and dry, loaded with a 
lot of cheap goods, high rents, high salaries, high 
taxes, increased living expenses, and everything high 





(Continued on page 104) 


April 22, 1926 



















Es 
as 
he 
res 
ze 
ot 


Nr ong, 


SE 


ote 


April 22, 1926 


The Uhler & 
Kline Co., Leba- 
non, Pa., cashes 
in on the growing 
interest in better 
poultry raising 
equipment 
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Frequent window 

displays serve to 

bring back not 

only satisfied cus- 

tomers but also 

toattract new 
trade 


Cultivating the Poultry Raiser 


try products produced in the United States 

has more than doubled, and the tendency 
today is for more and better poultry. The salability 
of poultry depends to a great extent on the way they 
are raised and the kind of equipment used on the 
farm. 

The first item that a real poultry raiser needs is 
an incubator, in which he can place complete confi- 
dence. There are many kinds of incubators on the 
market. Those selling incubators should be well 
versed in their operation and able to discuss the type 
on the floor as compared with competitive brands 
offered elsewhere. The goal of every incubator 
should be the production of the largest possible num- 
ber of hatches of vigorous, healthy chickens with a 
minimum of labor and expense. The incubator the 
merchant handled should be easily cared for demand- 
ing but little attention. 


[) = the past few years, the value of poul- 


Attractive Demonstrations 


Brooders can be very attractively demonstrated by 
placing on the sales floor or in the window with a 
small flock of baby chicks. This is sure to attract 
attention and lead to many additional sales. Chicks 
are easily sold, and while selling brooders the hard- 
ware man can also sell chicks if the customer is inter- 
ested. Drinking fountains, feed hoppers, grinders, 
bone cutters, oats sprouters, trap nests, leg bands, 
etc., are also used in poultry farming and such equip- 
ment is now manufactured that it is distinctly to the 
poultry owners’ advantage to make full use of it. They 
are not only labor saving but also economize on feed. 


Making a Success of Poultry Supplies 


1. Direct by mail circularizing. 

2. Local newspaper advertising. 

3. Expert advice to customers. 

Here we have the three fundamentals responsible 
for the success of Uhler & Kline, Lebanon, Pa., in the 


sale of poultry supplies. The thriving city of 
Lebanon has a population of approximately 25,000, 
and the company draws its trade from within a twenty 
mile radius. 

“Our stock of poultry supplies,” James W. Adams, 
a member of the firm explained to the writer, 
“amounts to approximately $1,000 and our stock is 
turned three and a half times yearly. For the last 
three years we have handled baby chicks very success- 
fully, and these have not only greatly stimulated our 
sale of poultry supplies, but have enabled us to sell 
more than a carload of feeds yearly. 


Direct Mail Advertising 


“In respect to our direct by mail advertising,” Mr. 
Adams explained, “we have long made it a practice 
to use direct by mail circularizing, and to make use 
of the descriptive matter and other dealers’ helps 
issued by the manufacturers. Our letters are multi- 
graphed, but are worded so as to have a distinctly 
personal touch. 

“In addition to our local newspaper advertising, we 
attribute a large part of our success to the fact that 
our salesmen know poultry and are thus able to give 
prospective customers really worthwhile advice. 

“We have found it highly desirable to make use 
of the various dealer helps issued by the manufac- 
turers of poultry supplies, feeds and remedies. A 
poultry owner is always glad to receive gratis a 
manual of the ailments common to chickens, and we 
have long made it a practice of distributing these 
among prospective customers. In selling poultry 
supplies, feed, etc., it is always advisable to point 
out to the chicken owner that the value of his crop 
depends in a great measure upon the type of equip- 
ment used on the farm. Inadequate equipment 
means poorly nourished, scrawny chickens, and that 
it is, therefore, a matter of intelligence and economy 
to use the best equipment available.” 
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What is meant by the term, “choiling’”? This ex- 
pression appeared in HArpWARE AGE in an article 
on pocket knife manufacture.—J. C. 


After the blades have been shaped to the proper 
size by workmen, known as shapers, a notch is made 
in the shoulder of the blade to prevent obliteration 
of the blade kick during the subsequent process of 
grinding, and also to afford a starting point for the 
blade edge. This process is known as “choiling.” 


Are the various brushing lacquers now on the 
market difficult to apply?7—O. P. N. 

No, decidedly not. In applying brushing lacquer, 
however, the same precautions recommended for paint 
and varnish must be observed. The article to be 
finished should be dry and all dirt and grease should 
be removed with turps or benzine. A clean soft brush 
should be used, and this should be kept well filled. A 
feature of the new lacquers is their quick drying 
qualities, and the ease with which they may be applied 
by amateurs.—W. D. 


Please explain the meaning of the term, “hetero- 
dyne.” 

The heterodyne method of radio reception was dis- 
covered by de Forest and first applied in a multitube 
received by Armstrong. In radio frequency recep- 
tion, maximum efficiency is obtained when the incom- 
ing impulses have a low frequency, and the super- 
heterodyne receiver provides a means of converting 
the high broadcasting frequencies, or low wave 
lengths, into higher frequencies or lower wave 
lengths. After detection in the usual manner, the 
incoming impulses pass through an oscillating tube, 
or “frequency changer,” and thence through two or 
three stages of low frequency radio amplification. 
The frequency impressed on the grid of the first r.f. 
tube is the difference between the incoming frequency 
and that of oscillator.—C. O. 


How did the word, “bastard” come to designate 
a type of file7—R. H. 

This word is a relic of past days and was used to 
describe a file having neither a rough nor smooth cut. 
Being neither one nor the other an accurately descrip- 
tive name was applied. 
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How can the grain of wood be properly brought 
out? Should it be rubbed in raw or boiled linseed 
oil and the varnish then applied?—W. D. T. 


It is not necessary to apply the linseed oil; just see 
that the surface is clean and well sanded with fine 
sand paper, then build up with light colored varnish. 


What makes the best floor dressing for linoleum? 
—R. M. 

Never use an oil on new linoleum. As soon as it is 
laid give it two coats of a good floor varnish and then 
keep it clean by washing. When the varnish shows 
signs of wear apply another coat. By this method 
you are wearing out the varnish and not the linoleum. 


Can we use the same house paint for galvanized 
iron bay windows as on the wood work? 

Ordinary paint should never be used on galvanized 
iron. A red lead mixture should be employed as a 
first coater for tin or galvanized iron. All the good 
paint factories are making today a galvanized iron 
primer which should be first applied and then painted 
afterwards, with the other paint that you are using 
on the remainder of the house. 


What do you consider a good assortment of real 
punch blade knives for a small hardware store? 


This was discussed in the February 4 issue of 
Hardware Age. The assortment then given was as 
follows: 

Each 

Y™ doz., two-blade, stag handle, to retail for $1.00 

4 doz. two-blade, stag handle, large, to 


OU. ss 6 od au gad wae eae weed 1.50 
4 doz. three-blade, stag handle, small, to 
ED. sides 4 0h a Ode 6 den oneeess 1.75 
14 doz. three-blade, stag handle, large, to 
5.660 chen Saeeee ees debunks 1.75 
Y, doz. three or four-blade, stag handle, 
es Oh Ie Eg oo son db cweve 2.00 


Keep in mind this suggested assortment is for 
small stores, the larger stores can afford to increase 
quantity and variety. But to obtain full returns for 
your efforts as well as assuring satisfaction to your 
customers, be sure to handle and recommend real 
punch blade knives. 
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Muisnomers 


who at all times and under all conditions stead- 

fastly believes in and strictly adheres to the 
habit of “calling a spade a spade,” you will be 
tempted to read on and learn what, if anything, this 
is all about: 

Well, “once upon a time,” or, to be more exact, 
almost simultaneous with the advent of the twentieth 
century, there came into general use and to practically 
universal knowledge many articles of machinery, de- 
vices, instruments, and such like, which bore and 
became known under the magical adjective— 
“AUTOMATIC.” 

There were automatic thises and automatic thats, 
and the gullible and impressible public readily fell 
for and accepted the term automatic for exactly what 
Noah Webster defined it to mean; namely, “Having 
an inherent power of action; self-acting, or self- 
regulating ; not voluntary; not depending on the will.” 
The public was treated to exhibitions of automatic 
machines in operation, such demonstrations usually 
being conducted by an impresario who would have 
made a great success as a writer of billboard and 
barnside posters for “The World’s Greatest Circus” 
—so mystifying, marvelous, miraculous. In these 
days one could scarcely mention the purchase of a 
new coal hod without being asked if it was automatic. 

Out of the whirlpool of things automatic emerged 
the so-called “automatic” firearm, which was placed 
at the command of the aforesaid public in two dif- 
ferent types, to wit: The shoulder-arm, and the 


hand-gun. 


T you are one of that superb type of individuals 


Uses of Different Types 


The usages to which these different types are put 
are distinct: the shoulder-arm being used almost ex- 
clusively for sporting purposes; the hand-gun almost 
entirely for defense needs. In the case of the former, 
the appellation “automatic” lent a sort of attraction, 
especially to that class of sportsmen who were bound 
to get their quota of birds, or deer, or whatever their 
quarry, and who were willing to risk their very-all 
to attain that end. 

But to the class of individual who sought to pur- 
chase a hand-gun purely for the defense of his 
chicken coop, himself, or even his wife against 
marauding blackfaces, blackhands, “stick ’em up 
men,” or sheiks, the word “automatic” was ominous; 
it implied something that was dangerous; an infernal 
machine, so to speak; something that he was loath 
to touch. Ye gods! Wasn’t it an AUTOMATIC! 

And wouldn’t it be apt to “automatically” start to 
shoot and keep right on shooting, promiscuously, until 
all the “catteridges’”’ were gone if perhaps you looked 
at it a little crossly or did not stroke the matting on 
top of the slide just the right way? Not while he 
was endowed with consciousness would he possess, 
much less buy, any such diabolical machine as that! 
NO, SIR! No automatic for him! 

But, let’s see: How did he know it was an “auto- 


matic,” and what made him possessed of such a 
fear of it? 

Why, the label on the box it was in said it was an 
automatic; all the printed matter accompanying it 
said it was an automatic; the clerk who showed it 
to him said it was an automatic, and, besides, had 
he not seen an outline of it in Webster’s International 
and underneath, this cut the definition of an automatic 
pistol ? 

But, there is an old saying that you “mustn’t be- 
lieve anything you hear and only half that you see,” 
and in this instance it is very apt and applicable. 
The label on the box; the printed matter accompany- 
ing the pistol; the clerk, and even Webster’s New 
International Dictionary, insofar as the picture is 
concerned, are in error! 

Strange as it may seem, they’re all wrong, and here 
is the proof—reasonable proof, too, you will agree: 


Trigger Must Be Pulled 


An automatic firearm is just exactly what Webster’: 
New International Dictionary says it is, namely: 

“One in which the first shot is fired by operating 
the firing machine mechanism by hand, but in which 
the recoil caused by explosion of each cartridge suc- 
cessively and continuously while ammunition is 
supplied operates the mechanism which ejects the 
empty case, and loads and fires another cartridge.” 

But the “automatic” pistol at the command of the 
public does not do ali this; at least, so that you could 
notice it. What it does do, however, is just exactly 
what Webster’s says it does up to the point of firing 
another cartridge. In order to fire another cartridge, 
the trigger must again be pulled. THE TRIGGER 
MUST BE PULLED FOR EVERY SHOT. This 
makes the pistol autoloading, and auto-ejecting, but 
not auto-firing. Hence it is not an automatic pistol, 
but an autoloading and auto-ejecting pistol, but as 
it must eject the fired shell before it can load an 
unfired shell, we shall simply term it as it should 
be termed and as it should always have been termed 
and identified: AN AUTOLOADING PISTOL. 


A Spade 


To further substantiate the truth of this positive 
assertion that the automatic pistol is not an automatic 
pistol, shortly after the advent upon the commercial 
marts of the world of the so-called “automatic” shot- 
gun and ‘ automatic” rifle, the manufacturers, descrip- 
tive catalogue writers, and others interested in the 
production of these “automatic” arms and their 
merchandising realized that these shotguns and rifles 
were not automatics, and forthworth proceeded to 
designate them as they should be designated by re- 
ferring to them at all times as “autoloaders” or “self- 
loaders.” But the term “automatic” had evidently 
been so fixedly attached to the pistol that it still is 
and has been for all these years ever slandered and 
maligned by the title “automatic” pistol, and no ef- 
fort seems to have been made to “call a spade a 


spade.” 
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record in the war. 
He—F ines Never! It 
guard house every time. 





She—I am told that you had a fine 


was 


Sane 
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“During the three years 
we were on the island my wife saw only 


Missionary: 


one white face. That was mine.” 
Mrs. Guild: “How she must have suf- 
fered!”—Sidney Bulletin. 


* * * 


A book salesman was “making” the 
business district and happened into a 
Jewish establishment. After showing 
the disinterested proprietor several 
books, he extracted one from his kit, 
remarking enthusiastically: “Now, 
here’s a volume you _ should read. 
Everybody has it, a wonderful book, 
entitled ‘Who’s Who and Why’ by 
Jerome K. Jerome of New York.” 

The Jew replied: “Vell, I got a bet- 
ter book than that.” 

“What’s the name of it?” inquired 
the book agent. 

“*Who He Is and Vot He’s Got’ by 
Dun and Bradstreet.’-—National Lock 
News. 

* 7 * 

One actor to another: 

“You stole my wife, you darn horse 
thief.” —Selected. 


. * . 


First Chorus Girl—My mother and 
sister are coming here this afternoon 
from upstate, and I am going to take 
them over to see Grant’s Tomb. 

Second Chorus Girl—Why don’t you 
take them over to see Brooklyn. It’s 
bigger and deader.”—Lord Jeff. 

* * a 

Mrs. Isaacs: “Jacob vants someding 
oxciting to read—hairbreadth esgapes, 
marvelous resgues, and all dot!” 

Mr. Isaacs: “So! I will cut him out 
a lot of batent medicine advertisements 
at vunce!”—Judge. 

> . > 

“Yes,” said the girl, “it’s all off be- 
tween me and Jack. He was simply 
impossible. He criticised the way I 
dressed and objected to my friends, and 
was constantly breaking dates with 
me. Then on top of that he eloped 
with another girl, so I just made up 
my mind if he was going to act that 
way I wouldn’t have anything more to 
do with him.”—The Armour Oval. 





We got this one from Charlie the Cop 


“How long you in jail fo’, Mose?” 
“Two weeks.” 
“What am de ch’ge?” 
“No ch’ge; everything am free.” 
“Ah mean, what has you did?’ 
“Done shot my wife.” 
“You all killed yo’ wife and only in 
jail fo’ two weeks?” 
“Dat’s all—then I gits hung.”— 
Froth. 


x * * 


Mrs. New had called at the grocery 
store to register a complaint. “I or- 
dered a dozen oranges from you today,” 
she said sharply, “and you only sent 
me 11. How was that?” ' 

“Well, ma’am,” explained the grocer, 
“one of them was so bad that I took 
the liberty of throwing it away for 
you.” 





Harry Hahn was demonstrating an 
electric washing machine at the A. H. 
Marshall Co. store in Plattsburgh, N. Y. 
A timid old lady approached, looked 
into the cylinder, and in a somewhat 
disappointed manner remarked: 

“Huh! You use soap and water, and 
all the time I thought you said you 
washed the clothes with electricity.” 





You know what happened to Cohen, 
who visited Scotland and went out for 
a game of golf. A club member came 
out, and, as both were lone starters, a 
match was suggested. 

“My name’s McGregor,” 
Scot. 

“What do you go around in, Mc- 
Gregor?” Cohen asked. 

“Oh, around 112 or 114,” the Scot 
answered. “What’s your game?” 

“Just about the same,’ Cohen replied. 
“How about $1 a hole?” 

“And do you know,” said Cohen, 
“that dirty crook went around in 78 
and took $2 from me?” 


said the 


hd * * 


An old Scotch lady on her death bed 
was discussing the funeral arrange- 
ments with her husband. 

“Ye ken, Jock,” she said, “ye haven’t 
spoken to my sister Annie for twenty 
years, and my dying wish is that ye 
drive to my funeral in the same car- 
riage with Annie.” 

“T’ll do it,” replied Jock sadly, “but 
I’m telling ye it will entirely spoil the 
day for me!” 

+ * ~ 


Traveler (after a ride on a Pitts- 
burgh street car during a rush hour): 
“Thank heaven that’s the worst part of 
my trip over.” 

Chance Companion: 
you going?” 

Traveler: 
Puppet. 


“How far are 


“California.” — Carnegie 


* + * 


The professor was giving his pupils 
some pointers on short story writing. 

“To be successful,” he said, “the 
short story should have a touch of rev- 
erence, some reference to royalty, and 
just a little of the risque. See if you 
can write a little something for me to- 
morrow which will cover these points.” 

The next day the budding author 
handed in the following: 

“My God,” said the princess, “take 
your hand off my knee!” 
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Attorney August Flamman Addresses April 
Meeting of Brooklyn Hardware Association 





New President Edward F. Daily Conducts His First Meeting Like a 
Veteran—Legal Data Will Hereafter Be Included 


in Question Box Discussion 


regular monthly meeting of the Brooklyn Hardware Association 


L= a veteran chairman, President Edward F. Daily opened the 


Thursday night, April 8, in the organization’s meeting room in 


the Johnston Building, Brooklyn, 


N. Y. Secretary Robert Pearsall 


read the minutes of the previous meeting. Treasurer Henry F. Bond 
gave his report which found the association’s finances in healthy shape. 


For the first time in the organiza- 
tion’s history both H. A. Cornell, pres- 
ident Metropolitan Hardware Associa- 
tion, and R. J. Atkinson, director N. R. 
H. A., both past presidents of the 
Brooklyn Hardware Association, were 
absent at the same time. Those who 
have attended a Brooklyn meeting know 
that this double-header is a real loss 
to the meeting, as they have conducted 
the question box committee for many 
moons. 

In the absence of Messrs. Cornell and 
Atkinson, Edward Greshler, a member 
of that committee, conducted very ably 
the question box discussion. Fred Horn, 
director of the New York State Asso- 
ciation, offered a few suggestions on 
spring lines. 

August Flamman, member of the law 








firm, Brennan, Flamman & Simpson, at- 
torneys for the organization, have some 
very interesting and practical sugges- 
tions on the ordering of goods, return- 
ing of goods and read several recent 
interpretations affecting retailers and 
jobbers, and some affecting retailers 
and consumers. The value of Mr. 
Flamman’s remarks were so readily ap- 
preciated that President Daily officially 
invited Mr. Flamman or one of his part- 
ners to attend all meetings and to offer 
legal advice on any current or pertinent 
matter. 

Hereafter members will place their 
legal problems in the question box. 
These problems will be given to the as- 
sociation’s lawyers for solution or sug- 
gestions. 





E.. C. Edmundson President 
of Triangle Club 


E. C. Edmundson, Williams & Co., 
Inc., Pittsburgh, has been elected presi- 
dent of the Triangle Club, an organ- 
ization composed of Pittsburgh manu- 
facturers, jobbers and dealers of mill, 
mine, hardware, plumbing and ma- 
chinery supplies. Howard L. Keally, 
vice-president and general sales man- 
ager Pittsburgh Screw & Bolt Co., is 
vice-president and Ernest S. Cox, 
Pittsburgh representative Chicago 
Nipple Mfg. Co., is secretary-treas- 
urer. The board of governors com- 
prises Marcus Boyd, Boiler Tube Co. 
of America; H. J. Casper, Pittsburgh 
Gage & Supply Co.; George W. Jones, 
Pittsburgh Steel Co.; L. V. McCune, 
Jenkins Brothers; Frank A. Vance, 
Union Radiator Co. 


McCaskey Register Co. Opens 
New Buildings 


Occupancy of its new quarters, sales- 
book factory and power plant has fol- 
lowed the completion of a group of 
three modern industrial structures by 
the McCaskey Register Co., in Alliance, 
Ohio, on a million dollar building and 
expansion program being carried out 
by the firm. 

The home and general offices of the 
company are now housed in a magnifi- 
cent three-story, fireproof office build- 





ing, on a tract of several acres, re- 
cently acquired for the expansion pro- 
gram in the southern part of Alliance. 

In the rear of the office building is 
the company’s new and _ wmodernly 
equipped salesbook factory. By con- 
struction and interior finish the great 
press rooms, extending the full length 
of the building, and large storerooms 
and carbonizing quarters are given 
maximum lighting advantages. 

An up-to-date power plant, water 
tower and railroad siding have been 
constructed in the rear of the sales- 
book factory. Floor areas formerly 
given to office and salesbook factory 
needs have now been released for ex- 
pansion of the register department. 

The McCaskey company is closing its 
first quarter of a century in retail 
business system development. It is a 
large corporation and_ supports 
branches in Canada and England. At 
a recent meeting of the board of di- 
rectors E. A. Langenbach was named 
chairman; F. E. Henry, Jr., president; 
W. E. Dunning, vice-president; W. P. 
Arms, vice-president, and Ray Middle- 
ton, secretary. 





J. K. Borch Sails for Europe 


J. K. Borch, president of the Scan- 
dinavian Western Importing Co., New 
York City, sailed on March 27 for 
Sweden, Norway and Germany to visit 
his hardware factories in those coun- 
tries. 
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W. P. Ferris Now Sales Mer., 
Blackhawk Mfg. Co. 


W. P. Ferris, for the past four years 
director of sales for the Milwaukee 
Motor Products, Inc., Milwaukee, has 
been appointed sales manager of the 





W. P. Ferris 


Blackhawk Mfg. Co., manufacturer 
of socket wrenches, tool grinders and 
automobile equipment, Milwaukee, 
Wis., effective April 1. 

His fifteen years’ experience of 
specialty selling enables him to fit ad- 
mirably into the Blackhawk organiza- 
tion and his clean, intensive methods 
are well known to the jobbing trade. 





Peterson Bros. Organized as 
Manufacturers’ Sales Agents 


For the purpose of acting as manu- 
facturers’ sales agents, the firm of 
Peterson Bros., Inc., has recently been 
organized with offices at 33 Murray 
Street, New York City. All the mem- 
bers of the new concern have been 
identified with the hardware business 
for many years. Eugene E. Peterson is 
president; E. Hildenbrand, vice-presi- 
dent; H. E. Bedell, secretary, and Wil- 
liam A. Peterson, treasurer and gen- 
eral manager. 

W. N. Peal, for many years identified 
with the jewelry business, has joined 
the company as sales representative. 





Lutz Now Represents Clyde 
Castings Co. 


R. C. Lutz, 402 Garland Bldg., Chi- 
cago, Ill., is now representing The 
Clyde Castings Co., manufacturer of 
stainless and carbon steel kitchen cut- 
lery, Clyde, Ohio. Mr. Lutz will cover 
the Northwest territory. 


Charles L. Smith Dead 


Charles L. Smith, for a number of 
years editorial representative of HARD- 
WARE AGE at Cincinnati, Ohio, and 
prior to that time identified with the 
New York office of The Iron Age, died 
recently in El Paso, Tex. 

He had been in business in E] Paso 
for several years. 





————_—— 
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Two Big Stores in 


Louisville, Ky., Deal 


Stratton-Terstegge Co. Buys Out- 
right Business of Robinson Bros. 


& Co., Wholesalers 


Announcement was made in Louis- 
ville, Ky., April 12 of a deal whereby 
the Stratton & Terstegge Co., 1501- 
1527 West Main Street, has purchased 
outright the business of Robinson Bros. 
& Co., wholesale hardware dealers, of 
that city. The Stratton-Terstegge or- 
ganization purchased the entire capital 
stock of the Robinson Bros. company, 
totaling $750,000. This, along with the 
$1,250,000 in assets of the buying con- 
cern, brings together two big units in 
the Southern hardware field. 

The Stratton & Terstegge Co. han- 
dles hardware lines, manufacturers’ 
furnaces, metal sporting goods and 
other lines. The Robinson Bros. con- 
cern handles general hardware, paints, 
auto supplies, implements, etc. Both 
concerns are big ones and long estab- 
lished. 

The Stratton & Terstegge Co. plant 
occupies two city blocks, from Main to 
Rowan Street, and from Fifteenth to 
Sixteenth Streets. Robinson Bros, are 
located at 609-11 West Main Street. 
Nothing definite has been announced as 
yet regarding the matter of merging 
the companies, but it is understood that 
they will probably, for the time being, 
at least, operate as separate concerns, 
probably under one holding company. 

The combination brings forth one of 
the largest hardware organizations in 
the South. Over 100 salesmen are em- 
ployed in the two concerns in the States 
of Kentucky, Tennessee, Mississippi, 
Alabama, Georgia, Florida, Virginia, 
West Virginia, North Carolina, Indiana 
and Illinois. 

J. Temple Robinson, as president of 
Robinson Bros. & Co., and Wilton H. 
Terstegge, president of Stratton & Ter- 
stegge Co., represented their com- 
panies in closing the deal through 
Almstead Bros., stock brokers, and John 
W. Barr, attorney. Robinson Bros. & 
Co. was founded in 1878, when R. A. 
Robinson, grandfather of Temple Rob- 
inson, purchased a hardware business 
and turned it over to his sons, R. A. 
Robinson, Jr., and Charles H. Robin- 
son, the latter of whom is still con- 
nected with the business. 





Jersey Dealers Held Party 
April 5, at Newark 


April 5 was a gala night for the 
North Jersey Hardware & Supply As- 
sociation. The members and their 
wives assembled at the Shubert The- 
atre in Newark, N. J., and in a body 
attended the performance of Ed Wynn 
in “The Grab Bag.” After the show 
the party hurried over to the Elks’ 
Club for an after-the-theatre dinner- 
dance. A spread was served followed 
by dancing. All hands voted the affair 














new line of forged iron hardware. In 
addition to this work he will continue 
to do sales work in connection with the 











a genuine and outstanding success. 


company’s general lines. 
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Henry P. Chenoweth 








H. P. Chenoweth Dies 


Was President of H. P. Chenoweth 
Co., Jacksonville, Fla., and a 


Charter Member of Old Guard 


Henry P. Chenoweth, president of 
the H. P. Chenoweth Co., manufactur- 
ers’ agents, Jacksonville, Fla., and New 
Orleans, La., and a charter member of 
the Old Guard Southern Hardware 
Salemen’s Association, died at his home 
in Jacksonville April 14, following a 
short illness. 

The firm of H. P. Chenoweth Co., one 
of the pioneer manufacturers’ repre- 
sentatives in the South, will be con- 
tinued by B. D. Chenoweth and Win- 
fieid Partridge, who for several years 
have been identified with the company 
and the Southern trade. 


W. A. Scott Advanced by 
McKinney Mfg. Co. 

W. A. Scott of the sales force of the 

McKinney Mfg. Co., Pittsburgh, has 


been given an active part ,in both the 
sales and production of the company’s 








W.A. Scott 
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Merchandising at 
Stanford University 





California Retail Council Plans to 
Secure Department in Retail 
Merchandising 


The California Retail Council, 465 
California Street, San Francisco, is 
planning to secure a department of re- 
tail merchandising in the recently es- 
tablished Graduate School of Business 
at Stanford University, Palo Alto, Cal. 
This school has been launched with the 
support of the larger business inter- 
ests of the State, and under the leader- 
ship of eminent educators in the busi- 
ness field. It is hoped by its organ- 
izers and supporters that it will con- 
tribute as much to the advancement of 
sound business throughout the West as 
has the Harvard Graduate School of 
Business Administration in the East. 

Richard M. Neustadt, secretary- 
treasurer, California Retail Council, 
in a letter recently sent out to mem- 
bers of the Council in regard to the 
proposed establishment of a depart- 
ment of retail merchandising writes as 
follows: 

“We believe the establishment of this 
Department of Retail Merchandising is 
the greatest forward step that can be 
taken by the merchants of California 
and the Pacific Coast (1) to insure 
stabilization of business prosperity; 
(2) to enlist the interest of college 
and high school students in the oppor- 
tunities manifold in retail trade; (3) to 
develop increasingly effective methods 
of store operation and managerial con- 
trol; (4) to enlighten the public at 
large on the true functions of the mer- 
chant and the basic facts governing 
the costs of distribution; and (5) to 
promote finer standards of profession- 
alism among all engaged in merchan- 
dising so that the increasingly complex 
task of efficient distribution may gain 
the public recognition and cooperation 
it deserves as an essential economic 
service. 





Durst Mfg Co. to Move on 
May | 


The Durst Mfg. Co., manufacturer of 
brass and rubber goods for the plumb- 
ing, hardware and automotive trades, 
119 Chambers Street, New York City, 
announces that on and after May 1 it 
wlil move into larger and more com- 
modious quarters at 468 Broadway. 





Fire Destroys Large Philadel- 
phia Store 


Fire, April 9, destroyed the store and 
stock of Murta-Appleton & Co., hard- 
ware and sporting goods dealers, 
Philadelphia, Pa., with a loss reported 
in excess of $75,000. 

No plans for rebuilding have as yet 
been announced. 
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E... W. Christ Addresses 
Nutmeggers Meeting 


Regular Monthly Meeting Held at 
‘Hotel Burritt, New Britain, 
Conn., April 14—President 
Schwartz Presiding 


An intimate glimpse of European in- 
dustrial conditions was given to The 
Nutmeggers, April 14, by E. W. Christ, 
vice-president in charge of purchases, 
The Stanley Works, New Britain, Conn. 
Mr. Christ made an extensive trip 
through England, Germany, France and 
Belgium about one year ago investi- 
gating conditions. He commented on 
the low wages and on peculiar manu- 
facturing practices of European com- 
panies. His talk was one of those in- 
timate, interesting and conversational 
offerings which pleased the Nutmeg- 
gers very much. 

The meeting was the regular monthly 
get-together at the Hotel Burritt, New 
Britain, Conn. About twenty-five were 
present, with President Leon Schwartz, 
Patterson-Sargent Co., presiding. As is 
customary with The Nutmeggers, the 
business end of the session was held at 
the close of the talks. It is interesting 
to know that Mr. Christ has been with 
The Stanley Works for thirty-two years. 
At the close of his talk he was kind 
enough to say that he had learned more 
from his contact with salesmen and 
shop foremen than from any other 
available source. 

M. E. Johnson, assistant general 
sales manager, Pittsburgh Steel Co., 
Pittsburgh, was another guest of the 
evening. He expressed interest in the 
organization and said he was glad to 
be present. 

Nutmegger Mark Miller, The Yale & 
Towne Mfg. Co., was the member- 
speaker for the meeting. Mr. Miller 
gave a very instructive talk on the his- 
tory of his company and on the develop- 
ments of the lock industry. He had 
several cross cut view samples of pad- 
locks and explained how they were 
made, operated, opened with and with- 
out keys and told of the particular ad- 
vantages of different lock types. 

During the chicken supper music and 
singing was furnished by the Sullivan 
brothers, who are brothers of Cyril Sui- 
livan, with Rackliffe Bros., New Bri- 
tain, Conn. 

Following the usual routine of busi- 
ness President Leon Schwartz an- 
nounced committee appointments. J. 
T. McCulloch, Robeson-Rochester Co., 
is chairman of the entertainment com- 
mittee, and will be aided by Mark Mil- 
ler, Yale & Towne Mfg. Co.; Arthur H. 
Doonan, Pittsburgh Steel Co.; J. T. 
O’Neill, Patterson-Sargent Co., and 
_— Bessette, American Saw & Mfg. 

0. 

Ed. Swift, manufacturers’ agent, and 
Chas. S. Bradley, Corbin Cabinet Lock 
Co., comprise the audit committee. 

The publicity committee chairman is 
Charles J. Heale, managing editor, 
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HARDWARE AGE, assisted by Dan O’Con- 
nell, Hardware Retailer, and Stanton 
Jennings, Good Hardware. 

A membership drive is planned with 
three teams working in competition. 
Team captains are first vice-president 
Linford C. White, Standard Tool Co.; 
Homer Bessette, American Saw & Mfg. 
Co., and Mark Miller, Yale & Towne 
Mfg. Co. 

Nutmegger W. R. James, Hercules 
Powder Co., will give a talk, illustrated 
with motion picture film, at the May 12 
meeting. The June meeting will be 
dealers’ night, at which time special 
entertainment and speakers will be ar- 
ranged. Members of the Connecticut 
Hardware Association will be invited to 
attend. The date will be June 9, the 
scene as usual, the Hotel Burritt, New 
Britain, Conn. 


Greenberg Now Represents 
Hart-Parr Co. Washers 


Schafer Greenberg has been appoint- 
ed New England representative for 
Hart-Parr Co., Charles City, Iowa, 
manufacturers of electric washing ma- 
chines. Mr. Greenberg is an active 
member of The Nutmeggers and was 
formerly connected with the motor 
appliance division of Landers, Frary 
& Clark, New Britain, Conn. 

Mr. Greenberg’s headquarters are at 
303 Chestnut St., New Britain, Conn. 





New Hardware Store 
at Brewster, N. Y. 


The Brewster Hardware Co., Inc., 
Brewster, N. Y., has leased store space 
in the old Brewster House, that city, 
and upon completion of alterations will 
open a new and modern hardware 
store. 

William Johnson heads the new com- 
pany as president, and George Hill, a 
contractor of White Plains, is treas- 
urer. The store will be under the 
management of F. F. Shepard, formerly 
of Shepard & Sons, Yonkers; later with 
the Scarsdale Supply Co., Scarsdale, 
and previous to that, connected with the 
firm of Sickles-Loder Co., New York. 








Peter Boller Passes 
Away in Florida 





Was President of the Peter Boller 
Machine Works, Chicago—Had 


a Long Business Career 


Peter Boller, president of the Peter 
Boller Machine Works, Chicago, died 
recently at his winter home in Orlando, 
Fla. Mr. Boller was born May 28, 
1862, in Chicago, and at the age of 
eleven left school to go to work as a 
wagon driver for a leather concern. 
Later he entered the employ of the 
Crane Co., where he served for nearly 
20 years, working his way up from ma- 
chinist to superintendent. 

When the Crane Co. discontinued its 
elevator business, several employees 
started a new elevator company, among 
them Mr. Boller, who took the position 
of foreman over about 250 men. 

In 1887 he became a partner in a 
machine shop operated under the name 
of Boller and Bartels and in 1905 he 
bought out his partner’s interests and 
incorporated the business as the Peter 
Boller Machine Works. In 1911 the 
development of the city necessitated the 
moving of the company and property 
was purchased on Curtis Street and the 
present shop and factory was built. 

Mr. Boller in 1919, at the age of 57, 
retired from active management of the 
business, although retaining the presi- 
dency, and turned his affairs over to 
his two older sons, William P. and Ar- 
thur N., who are at the present time 
running the factory. Besides these two 
sons, Mr. Boller is survived by his 
widow, Mrs. Margaret Boller, a daugh- 
ter, Marguerite H. and a third son, 
Walter M. The deceased was a Mason 
and a member of the Chicago Hamilton 
Club and the Illinois Manufacturers 
Association. Interment was made in 
Chicago. 


New Bridgeport Catalog 


The Bridgeport Brass Co. of Bridge- 
port, Conn., has recently issued a new 
catalog descriptive of its line of pumps 
for use in connection with automobiles, 
motorcycles, bicycles also for footballs, 
basketballs and punching bags. In a 
section of the book are also featured 
pressure lamp pumps, oil and grease 
guns and hub caps. 

The catalog is attractively prepared 
and profusely illustrated. 


A. G. Heslam Dead 


Alvin G. Heslam, whom the older 
hardware salesmen will remember, 
conducted a retail hardware store in 
Fitchburg, Mass., from 1888 to 1916, 
died suddenly at his home in North 
Adams, Mass., March 23, at the age 
of fifty-eight. At the time of his death 
he was assistant manager of a large 
North Adams garage, a position he 
retained since giving up his hardware 
business. 
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Pittsburgh Sheet Metal. 
Jobbers Hear Luckhart | 


Meeting Held April 9 in Chamber 
of Commerce Bldg. Attracts 300 
Guests—Frank Demmler, as 
President, Presides 


“Jobbers’ Night,” the annual enter- 
tainment provided sheet metal contrac- 
tors and their employees by the sheet | 
metal jobbers of Pittsburgh held at the | 
Pittsburgh Chamber of Commerce, Fri- | 
day evening, April 9, brought together | 
more than 300 who thoroughly enjoyed 
a fine talk by Capt. Irving O’Hay, a 
participant in a great many wars and 
revolutions and a hero in the World 
War, in which he was severely wounded. | 
He carried his hearers to all parts of | 
the world in his talk and recounted so 
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A. G. Hatch, who is initiator of plan 





many humorous incidents that laugh 
succeeded laugh. 

Frank Demmler, Demmler Bros. Co., 
Pittsburgh, presided. Louis Luckhart 
gave a brief talk in which he stressed 
the advantages of membership in the 
Sheet Metal Contractors Association of 
Pittsburgh, and spoke favorably of the 
efforts of the Sheet Steel Trade Exten- 
sion Committee in the direction of sales 
stimulation and the improvement of the 
quality of galvanized sheets. A buffet 
lunch was served. 

The committee in charge comprised 
Davis S. Gaston, Follansbee Bros. Co.; 
O. H. Demmler, Demmler Bros. Co.; 
Herbert Jones, Steel City Sheet & Tin 
Plate Co., and George Johnston, Mc- 
Clure-Johnston Co. 





Hungerford Co. Opens 
Warehouse in St. Louis 


The U. T. Hungerford Brass & 
Copper Co., manufacturer of brass, 
copper, bronze, nickel, silver and other 
non-ferrous metals, Hungerford Bldg., 
New York City, announces the estab- 
lishing of a branch warehouse at 312- 
314 North Second St., St. Louis. 

The St. Louis branch will 
charge of William J. Conroy. 


Sesamee Co. to Make 
Keyless Locks 


in 


be 


An invention which promises to have 


an important bearing on the lock man- | 
ufacturing industry, backed by a group | 


of. prominent business men, is. the 
latest addition to the ranks of local 
industries at Hartford, Conn. 
enterprise is the Sesamee Co., 476 
Capitol Avenue, and was recently or- 
ganized with an authorized capital of 
$500,000. It will manufacture a new 
type of keyless lock. 

The officers 
known locally and identified with some 
of Hartford’s leading enterprises. 

Philip B. Gale, president of the 
Standard Screw Co. and a director of 
a number of local enterprises, will be 
chairman of the board of directors. 


The new | 


and directors are well | 


| for manufacturing the keyless lock, 


| will be president. 

L. ‘E. Zacher, vice-president of the 
Travelers Insurance Co., will be the 
new organization’s first vice-president. 
Major Meade Wildrick will be the other 
vice-president and is the inventor of 
the new type of lock. Major Wildrick 
was formerly a Hartford man, but 
entered the army after his graduation 
from West Point. Harry E. Houghton, 
who is well known in hardware circles, 
is sales manager. 

The other directors of the company 
are: Charles E. Chase, chairman of the 
board of directors of the Hartford Fire 
Insurance Co.; Thomas Hewes of 











_ Hewes, Phillips and Lindsey, attorneys | 


at law; Shiras Morris, president of the 

Hart & Hegeman Mfg. Co.; Charles 
_D. Rice, general works manager of the 
Underwood Typewriter Co.; Lucius 
Rossiter, vice-president and treasurer, 
Terry Steam Turbine Co.; Charles L. 
Taylor, president of the Taylor & Fenn 
Co. and Collins Co.; Douglas T. Thom- 
son, president of the Terry Steam 
Turbine Co. and member of Thomson, 
Fenn & Co. 


Franklin Kane Addresses 
Waite Hardware Ass'n 


At the April meeting of the Waite 
Hardware Associates, Waite Hardware 
Co., Worcester, Mass., Franklin Kane, 
district sales manager Rubberoid Co., 
gave a talk on the process of manufac- 
ture of roofing paper and composition 
| shingles. 

Roy Greenwood, manager of hard- 
ware sales, Simonds Saw Co., Fitch- 
burg, Mass., gave a talk on the manu- 
facture of files, hack saws and circular 
saws and the different uses of these 
products. 
| A. A. Parker, vice-president Waite 
_Hardware Co., recently elected a di- 
rector of the Independent Co-operate 
Bank, Worcester, talked on savings. 
D. R. Woodbury, president of the hard- 
ware company, presided at the meet- 

ing. 
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Stanley Works Promotes 
Rodman Chamberlain 


Succeeds the Late Allen C. 
McKinnie as Eastern Sales 
Manager, with Headquarters 

at Home Office 


Rodman W. Chamberlain has just 
been appointed Eastern sales manager 
of the Stanley Works, New Britain, 
Conn., succeeding Allen C. McKinnie, 
who, for many years prior to his re- 
cent death, supervised this work. 

Mr. Chamberlain has been with the 
Stanley Works for twelve years. In 
1914, following his graduation from 
Williams College, he entered the em- 
ploy of the Stanley Works in the sales 
department. He traveled for a time in 
Kansas and in New England and later 
worked in the company’s home office at 
New Britain. 

He was in the military service from 
1916 to 1919, serving on the Mexican 
border, and later for eighteen months 
in France with the 102d Infantry. 

Returning from the army service in 
1919, Mr. Chamberlain entered the ex- 
port sales department, traveling in 
Europe for two years. Since that time 
he has had charge of the missionary 
sales work as manager of the auxiliary 
sales department. His promotion to 
Eastern sales manager is considered a 
recognition of his success with sales 
promotion work. 








L. H. Kurtz Co. 
Celebrates Anniversary 


The 60th anniversary of the found- 
ing of the L. H. Kurtz Co. of 312 Wal- 
nut St., hardware dealers, Des Moines, 
Iowa, was celebrated April 8. A ban- 
/quet was held Wednesday night, April 

7, at the Des Moines Club for the em- 
ployees of the company. L. C. Kurtz 








founder of the company, presided. 
Walter Arant gave the principal ad- 
dress, a talk on retail merchandising. 

L. H. Kurtz, deceased, founded the 
company. He came here in 1861 from 
Keokuk and worked in several hard- 
ware stores. In 1866 he started in 
business for himself in the same block 
in which the company now has a 3- 
story retail store. 

The company has maintained its re- 
tail store in the same block on Walnut 
It 
gradually expanded until today it has 
two large warehouses and wholesale 
houses in addition to the retail store. 

From handling hardware the com- 
pany expanded its lines to include 
plumbing supplies, home equipment 
and sporting goods. | 

The company now has more than 50 | 
employees. L. C. Kurtz, son of the 
founder, is assisted in the management 
of the company, by his son, L. C., Jr., 
which makes it a 3-generation institu- 
tion. | 
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Pa., is one of the early birds who sent in a postal card story. The 
treasurer of HARDWARE AGE will send Mr. Metz one dollar. He 


has a check for you too, so send in your postal story. 


GPs, is Albert H. Metz, with Dye & Breese Hardware Co., Towanda, 


Use this sample as your guide. Write us a postal on any subject connected 
with hardware merchandising. Let it be an idea or a method, that has 
been or could be used successfully by a hardware merchant. Your story 
may be written with pen and ink or may be typewritten, but it must be 
complete on a post card. 

















Somebody once said that any short story ever told could be boiled down and 
completely written on a post card. Write your story on a post card. Send it to 
HARDWARE AGE and receive one dollar if it is published. 
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Oppose Legislation Calling for 


O 


of the United States. 


facturer of Philadelphia. 


change the brand. 


“The paint and varnish manufactur- 
ers of the United States are unanimous 
in not letting anything misbranded go 
to the public. We have an association 
of our own which puts on trial and con- 
demns those manufacturers who vio- 
late this code of ethics.” 

Competitors would be enabled to 
make the same product if formulas 
were put on paint cans, according to 
Bernard Baruch, a chemist of the H. P. 
Davis Co., Baltimore. Replying to a 
question by Senator Wheeler of Mon- 
tana as to whether a chemist from a 
competing company could not tell what 
was in the paint by analysis, Mr. 
Baruch replied in the negative, saying 
that his company had tried that on 
competitors’ products and found it 
could not be done with any degree of 
accuracy. 

Several letters from manufacturers, 
including one from the duPont works 
in Delaware, opposing the bill were read 
by William J. Pitt, promotion manager 
of the Paint Manufacturers’ Associa- 
tion of the United States. The letters, 
however, favored a “model paint bill.” 
Mr. Pitt objected to the bill on account 
of the “thoughtlessness with which it 
was drawn.” He asserted that it would 
set up a false standard and that for- 
mula labeling is useless to the con- 
sumer and imposes a burden on the 
manufacturer. He declared that the 
big manufacturers can do it but that 
the smaller ones cannot. Replying to 
a question by Senator Robert M. La- 
Follette, Jr., Mr. Pitt said that the 
small manufacturers do not have a 

chemist and asked that the committee 
consider the fact that small manufac- 
turers would be forced out of business 
if they had to go out and hire chemists. 
Horace E. Felton, Philadelphia manu- 
facturer, opposed the measure on the 
ground he believes labeling to be 
“wrong in principle.” 

Mr. Dewar declared that 17 States 


PPOSITION to legislation proposing that all manufacturers of 
paint be required to place the formula on the container was 
expressed before the Senate Committee on Manufacturers at a 
recent hearing by members of the Association of Paint Manufacturers 
Support of the bill was given by John Dewar, 
chairman of the legislative committee of the International Association 
of Master Painters and Decorators. 

A printed formula is useless because “a manufacturer who wants to 
can deceive the public with it,” said C. Dunning French, paint manu- 
“A formula can be very easily twisted around 
so that the consumer would not get what he thought he was getting. 
The best safeguard for the public is the ‘brand,’ as a manufacturer 
who has built up a reputation for his particular brand wouldn’t dare 
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and Porto Rico have laws similar to 
the proposed bill. 





Senator Robinson, Democrat, of Ar- 
kansas, has made public two separate 
minority reports on the linseed oil in- 
vestigation made by a second and third 
group of members of the Tariff Com- 
mission and sent to the President 
March 3, 1925, with recommendation 
for a proclamation to decrease the duty 
on linseed oil and cake. The reports 
were secured by subpoena in connection 
with the Senate investigation of the 
commission. The first report, signed 
by Commissioners Costigan and Cul- 
bertson, recommended a decrease in 
duty on linseed oil from 3.1c. to 2.44¢c. 
per pound. The report said that the 
flaxseed growers of the United States 
would not be adversely affected by the 
reduction. 





Alvin T. Simonds of the Simonds 
Saw & Steel Co., Fitchburg, Mass., has 
announced the fifth of a series of an- 
nual essay contests on economics for 
which he is offering prizes of $1,500. 
The topic for 1926 is “Saving and 
Spending as Factors in Prosperity— 
with Special Reference to the Effect of 
Simplified Practice and Elimination of 
Waste on the Standards of Living.” 
According to Ray M. Hudson, chief of 
the Division of Simplified Practice, De- 
partment of Commerce, this contest of 
Mr. Simonds is signal recognition of 
the importance of simplified practice as 
a factor in the economic life of the na- 
tion. Better knowledge of economic 
truth is so essential, in the opinion of 
Mr. Simonds, that for several years he 
has offered prizes for essays on eco- 
nomic subjects in order to induce people 
to learn more about the mechanics of 
the world in which they live and about 
thrift that increases individual and 


made it clear that the contest is open 
to “everybody, everywhere.” 





Under the provisions of a Rumanian 
Royal decree effective April 1, the auto- 
mobile duty rates will be increased ap- 
proximately 100 to 300 per cent, spare 
parts for automobiles will be approxi- 
mately doubled and motorcycles will be 
increased about 300 per cent, according 
to the Automotive Division, Depart- 
ment of Commerce. The new duties on 
automobiles will be as follows, ex- 
pressed in gold lei per 100 kilos: Autos, 
weighing less than 1000 gross kilos, 
27; from 1000 to 1700 gross kilos, 40; 





over 1700 gross kilos, 67. By the same 
decree one gold leu will be made equiv- 
alent, for customs purposes, to 30 paper 
lei, instead of 40 paper lei as has been 
the value. 





Representatives of more than 1400 
business organizations throughout the 
country have been invited to attend the 
three-day annual meeting of the Cham- 
ber of Commerce of the United States 
in Washington from May 11 to 13, in- 
clusive. The preliminary program 
shows that the questions to be consid- 
ered are of importance to all branches 
of industry, finance and commerce. The 
major subject, around which all the dis- 
cussions of the meeting will center, 
will be “Self-Regulation in Business.” 
Prominently featured on the program 
are two additional subjects, “Local and 
State Taxation and Budgetings,” and 
“Relations of the States to the Federal 
Government.” Speakers of national 
prominence will address the meeting. 





The Senate Committee on Commerce 
has favorably reported a bill introduced 
by Senator Jones of Washington to 
provide for the establishment of for- 
eign trade zones in ports of entry of 
the United States. The establishment 
of these zones is intended to expedite 
and encourage foreign commerce. The 
measure authorizes the Secretary of 
Commerce to grant to any corporation, 
making application under the terms of 
the act, to specify, establish and regu- 
late zones in any port of the United 
States where foreign and domestic 
merchandise may be brought, stored, 
repacked, etc., mixed with foreign or 
domestic merchandise, not manufac- 
tured, to be exported. The bill was 
passed by the Senate as an amendment 
to the Fordney-McCumber tariff act, 
but was killed in conference and for 
that reason Senator Jones has reintro- 
duced it. It has been the subject of 
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general welfare. Mr. Simonds has 


extensive hearings in the past. 
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Get This Screen—-FREE 
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It comes with the money-making Mirro merchandising plan described 
below. Beautifully lithographed in color: stands 3 ft. 10 in. high 
and 4 ft. 7 in. “wide. Removable panels permit changing pictures. 


Put this plan to work 


Increase your Mirro sales; build permanent, 
profitable business; make more attractive 
window displays with less effort —by letting 
this Mirro merchandising plan work for you. 


This is what you get: (1) A beautiful, 
practical, substantial display screen, as illus- 
trated, free; (2) Three sets of pictures—3 
to a set —for replacing original panels, 
making four complete changes to give your 
displays variety —also free; (3) 150 invita- 
tion letters and recipe booklets to mail to cus- 
tomers—also free; (4) the help of Mirro’s 


OMTRRO 


The Finest Aluminum 


great 1926 advertising campaign — also free! 


And (5) a trade-stimulating selection of best- 
selling Mirro utensils. And all you pay for 
is the Mirro Aluminum—at regular prices. 


Thousands of Mifro dealers have already 
adopted this plan. They’re enthusiastic 
about it. Let us give you full details. Just 
mail the coupon below. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


Makers of Everything in Aluminum 
Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


Gentlemen: This sounds interesting. Please send full de- 
tails—price, make-up, shipping weights, etc—of your 
Window Display Deal. 
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Weathells Slight Change Helps 


HARDWARE AGE 


General Market News 


~~ 


Hardware Sales, Say Jobbers— 


Prices Continue Firm 


ment than eastern trading centers. Wholesalers report 


\ N | ESTERN hardware markets are showing more improve- 


a definite, though not heavy, increase in sales during the 
last week. This has come with an improvement in weather con- 
ditions, according to information obtained in the important hard- 


ware markets. 


April business compares with the level of one 


year ago, but aggregate business this year is behind. With three 
weeks gone in the current month jobbers agree that the improve- 
ment over March business is marked. 


Prices continue strong. Retail hardware stocks are light, but * 


well assorted. Building prospects look encouraging and build- 
ers’ hardware and supplies are fairly active with an outlook for 
a heavier demand. Suburban retailers are more optimistic than 


dealers in city districts. 


Collections throughout the country are fair. 





—— ——______ 


Retail Sales Increasing in 
Cincinnati Territory 


There has been a perceptible im- 
provement in the hardware jobbing 
business in Cincinnati. Retail sales 
are trending upward and dealers are 
pressing distributors for prompt de- 
liveries of many commodities. Much 
spring stock remains unpurchased, but 
jobbers anticipate a heavy demand in 
the last ten days of April. Staple 





goods are moderately active. Prices, 
in general, are strong. There have 


been slight advances in roofing ma- | 
terial and turpentine, but these have | 


been offset by a decline in linseed oil 


and glass. 
of nails have been unsuccessful. 


| conditions. 


March Construction Largest | 
on Record 


March of this year showed the larg- 
est volume of construction contracts of 
any March on record, according to 
figures compiled by F. W. Dodge Cor- 
poration. With the exception of 
August, 1925, the March total was the 
highest for any month in our building 
history. The total in 37 States east 
of the Rocky Mountains was $597,879,- 


Attempts to raise the price | 


_ ments. 
of a foot in and around Chicago the 





000. The increase over February was 
53 per cent; over March of last year, 
22 per cent. Residential buildings at 


$262,644,000 accounted for 44 per cent | 


of the total. Commercial buildings 
were $108,812,000; public works and 
utilities, $100,603,000; industrial build- 
ings, $48,677,000, and _ educational 
buildings, $29,080,000. 

Total construction begun during the 





first quarter amounted to $1,444,938,- 
000, an increase of 30 per cent over 


| the first quarter of 1925, and corre- 


spondingly above the first quarter for 
1924. Except for New England and 


the Pittsburgh district, the gain has 


been general. It was particularly 
heavy in New York and northern New 
Jersey and in the southeastern States, 
especially Florida. Gains in both these 
cases, as compared with last year, were 
more than 70 per cent for the first 
three months. 


Pittsburgh Market Follows 
the Weather Trend 


The Pittsburgh hardware market is 
beginning to take on a livelier appear- 
ance, although business still is subject 
to fluctuation in keeping with weather 


A day of seasonal weather 
usually is followed by a good run of 
mail orders and a quickening of ship- 
Snow, which fell to the depth 


middle of last week, swept into this 
area last Wednesday night and was 
accompanied by a sharp drop in tem- 
perature. The winter dies hard, and 
it looks now as though considerable 
business in some lines would be lost 
for this year because of the shortening 
of the spring. In fence, for instance, 
permanently good weather will be fol- 
lowed by the farmers going into the 
fields, instead of having time for fence 
construction. No important price 
changes are noted. Collections are so 
slow that they are beginning to be a 
matter of some concern to local job- 
bers, who are beginning to believe they 
have been a little too lenient with re- 
tailers, especially as the week has 
brought a couple of failures that might 
possibly have been averted by a firmer 
stand on payments. 
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Trade Pace Slower, 


But Volume Is Good 


Col. L. P. Ayres of Cleveland Finds 


Sober Tone to Business 


Colonel Leonard P. Ayres, vice- 
president of the Cleveland Trust Co., 
in the April bulletin of that institution, 
says that “the most important develop- 
ment of the first quarter of the year 
has been the termination of the bull 
market for stocks and the beginning 
of a bear market.” 

“There is little foundation,” the bul- 
letin continues, “in the oft-repeated 
claim that serious reverses in the se- 
curity market need have no harmful 


‘implications for trade and industry, 
, and still less in the assertion that a 


decline in prices of stocks will tend to 
stabilize general business. Business 
sentiment is better, in truth, and con- 
structive initiative is more bravely ex- 
ercised when prices are rising. 

“The great decline in stock prices 
has affected a recession in the phe- 
nomenal real estate boom in Florida, 
and, as well, reports show that minor 
real estate booms, which have been 
noted in suburban sections of many 
large cities, are dwindling. Notwith- 
standing these facts, building opera- 
tions are more or less on the rise, and 
especially in Florida, where, despite a 
market decline in speculative land 
values, more building is actually in 
progress than was the case a year ago 
at this time. | 
_ “In the country as a whole the more 
important indicators of trade and in- 
dustrial activities show that general 
business has been going forward at 
prosperity levels during the first quar- 
ter of this year. Steel production, car 
loadings, automobile output, bank 
clearings and building construction 
have made new first quarter records. 
Employment totals have been well 
maintained. Failures have been a 
little more numerous than last year, 
and wholesale commodity prices, in 
continuing to decline, have constituted 
the one really serious weak spot in the 
general situation. The evidence be- 
gins to indicate that industry has been 
holding up better than wholesale and 
retail trade, and it may be that pro- 
duction is beginning to run somewhat 
ahead of consumption. 

“The slowing down of speculation in 
securities and in real estate has given 
a more sober tone to general business. 
Industry is very active, employment is 
good, agricultural prospects are prom- 
ising and trade is better than fair. In 
general it may be said that business 
during the first quarter has been good 
in most lines, and that it begins the 
second quarter at a pace that is dis- 
tinctly moderated from the high speed 
of the closing months of 1925, but 
which is, nevertheless, fairly satisfac- 
tory.” 


Reading matter continued on page 70 
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Largest 


shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
45 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 
ened shadow of good service.’ 


This doorway service is always at your command 
without cost or obligatian. 





ichards-Wilcox Mf 


‘A Hanevcer forany Door that Slides 
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Retail Sales Improving in New England— 


Jobbers’ Sales Increase—Prices Firm 


LTHOUGH an improvement in over-the-counter sales by a few 
A individual cases is reported, weather conditions in New En- 
gland are still holding back the movement of seasonable hard- 

ware out of retail stores in general. 
dicate that the wind of prosperity is changing into a new quarter; 
that at least some people, unwilling to put off longer work that must 
sooner or later be done, are going ahead with their plans. 
stance, country retailer dealers report slightly larger sales of plow 
points, chemical fertilizers, bolts, nuts and miscellaneous other items 
as a resut of plowing in certain localities. In addition, it is felt that 
many house owners will not put off much longer the preparation of 
gardens, the planting of shrubbery, grass seed and flowering bushes, 
and retailers intimate that people are sounding out paint prices pre- 
sumably with a view to dolling up the house within the near future. 
On the other hand, night temperatures the past week averaged 
below freezing, while the days did not warm up sufficiently to make 
The fishing fans, ih a great many cases, have 
had to chop holes in several inches of ice before they could angle for 


much land workable. 


trout and salmon. 


AUTOMOBILES (TOY).—The fairly 
recent reduction in prices by manufac- 
turers of toy automobiles has stimu- 
lated sales, say jobbers. Business could 
be much better, however. 


We quote from Boston jobbers’ 
stocks: 

Automobiles. — Toy, Dodge, $4. 50 
each net; Ace, $5.20; 
cong $8.80; Hudson, $8.50; 
arte 


$11.55; 
13.26; Oakland, 20.55; | Packard, 
28.05; Page sport, 34.39; Fire Cap- 
tain, $7.26; Hook and as $9.75; 


dump and auto tow, $21.1 
AXES.—Manufacturers of axes have 
come out with new season prices, which 
show no changes from those prevailing. 


dl quote from Boston jobbers’ 
stocks: 

Axes. —Without handles, single bit, 
$24.50 per doz. net; double bit, $19.50; 
flint edge with handle single bit, 
$18.75. Ship Slinger, unhandled, sin- 
gle bit, $15.10. Flint Edge, with han- 
dle boys’, No. 2, $12.50; house, 2%- 
Ib., $12.25. Jimdandy, with handle, 
No. 2, $17; house, 2%-lIb., $10.75. 


BARN DOOR HANGERS.—Although 
not large, sales of barn door hangers 
are steady and so far this month have 
run ahead of those for March. 

We quote from Boston jobbers’ 
stocks: 

Barn Door Hangers.—Topping line, 
Storm King, $9.60 per doz. pair net; 
World's ate $17.28; Safety, $12; 
Tandem, $17.76. 

SAnROWS. Carden barrows are mov- 
ing more freely out of jobbers’ stocks, 
both on new as well as old bookings. 
Jobbers assume retail stocks at the 
close of last season were practically 
nil. 

We quote from Boston jobbers’ 
stocks: 

Barrows. — Garden, from stock, 
steel wheel, No. 4, $5.50 each net; No. 

5, $6. Wood wheel, No. 4, $5.75; No. 
5, $6.25. From factory, steel wheel, 


No. 4, $5: No. 5, $5.50. Wood wheel, 
No. 4, $5.25; No. 5, $5.75. Toledo 


canal barrows, $5.40 each net. 


BASEBALL GOODS.—Since the official 
opening of the major league’s season 


(Boston office of HARDWARE AGE) 


Certain straws, however, in- 


For in- 





last week there has been somewhat 
more doing in baseball goods. Retail- 
ers are buying sparingly, however, in- 
dicating they carried stock over last 
season. 


We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 501, $4.50 per 
doz. net; No. 507C, $8. i No. + 
$10.75; No. 511, $16; No. 514, $18; 
$54" $22; other styles priced up = 


Catchers’ Mitts.—No. 569, $10 car, 
doz. net; o. 574R, $18; No. 

$24; No. 577, $28; No. 588, Seas No. 
592, $72. 


Baseman Mitts.—No. 603 16 on 


doz. net; No. 608, $27; No. re 
Masks.—Boys’ o. 25M, Ro 50 per 
doz. net; Youth’s No. $19; 
Men's, No. 41M 
Bats.—Crack-A-Jack, $2 —s doz., 
net. Junior League, 33 .60; ne 50 of 
Fields, $7.20; ayrae ofl qnish. 1 


Bing-Go, $12; uth’s assorted — 
ers, $7.20; ‘Lawisuille Slugger, Jr., 
£5.40; Louisville Sluggers (regular), 


Basebalis.—Per dozen net, Dandy, 


75¢c.; Boys’ Favorite, $4.50; Young 
American, $2; Junior League Special, 
$2; Junior League, $3.75: Boys’ 
League, $4; Dollar Lively, $6; Pro- 
fessional League, : ardwood 
ate $12.50; National League, 


BOQUET HOLDERS—Some of those 
retail dealers who have put off buying 
of boquet holders are now getting in 
under cover. The custom of decorating 
graves in New England throughout the 
spring and summer is growing, conse- 
quently retail boquet holder sales are 
not necessarily confined to pre-Memo- 
rial Day. 

bs quote from Boston jobbers’ 


stoc 
Boquet Holders.—Glass, No. 14, 
60c. each net; iron, tulip, No. 2, 


35c. each net; tin, No. 22, $1.40 per 


doz. net. 

BUILDERS’ HARDWARE.—Building 
is coming along well in many sections 
of New England, particularly in and 


south of Massachusetts. This increas- 


ment of builders’ hardware out of job- 
bing stocks. 


We quote from Boston Sutibers’ 
stocks: 

Lock Sets.—Steel, 
inside sets, $5.50 r doz.; steel bit 
front door sets, $1.50 each; bronze 
inside sets, $2@ per doz.; bronze bit, 
front door’ sets, $2.50 each; bronze, 
cylinder front door, $6.50 each. 


CAGES.—Some retail dealers are hav- 
ing good success with bird cages; oth- 
ers are not. A story is current of one 
Massachusetts hardware dealer who 
had a bunch of cages on hand for which 
he found no sale. He bought birds to 
put in the cages and made a good win- 
dow display. Within a comparatively 
few hours he was cleaned out of cages 
as well as birds. 


a SE quote from Boston jobbers’ 
stoc 

Bird Cages.—Brass assortment, 
three in assortment, $10 net; white 
enamel, six in assortment, $9.75; 
brass, No. 2, six in assortment, $16.50. 


CAMP STOVES.—Presumably because 
of the active advertising campaign be- 
ing carried on by some of the manu- 
facturers of camp stoves there is a bet- 
ter call for such merchandise. 

We quote from Boston jobbers’ 
— Stoves.—No. 2, $8.50 each 
net; No. 9, $6.25. 

CEMENTS.—Some kinds of cement, 
noticeably pipe joint, roofing, iron and 
crack filler, are enjoying a somewhat 
wider market. Prices are reported as 
firm and unchanged. 

sen quote from Boston jobbers’ 


ocks: 
“i a es Str No. 3, $2.16 


$6 per doz. net; 





per doz No. 16, $5.04. 
Patching Plaster.—No. 3, $1. 4 per 
doz. ; o. 6, ; No. 10, $4. 20; No. 


Crack Filler.—No. $1.80 per doz.; 
No. 2, $3; No. 3, $4. 20: No. 5, ‘ 

Furnace Cement. —Black, in 1-lb. 
— 9c. per Ilb.; in 5-lb. cans, 7c. 

r lb. 

Roofing Cement.—In 1-lb. cans, 15c. 
per lIb.; in 3-lb. cans, 13c. per Ib.; 
in 5-lb. cans, 12c. per Ib. 

iron Cement.—In 3%-o0z. packages, 
$14.40 per gross. 

Liquid Roof 
cousainare. $1.20. 

Pipe Joint Cement.—In 1-Ib. pack- 
ages, 20c. 


CEMENT WORKING TOOLS.—Retail 
dealers making a push on cement work- 
ing tools, in certain instances, at least, 
are getting results, for they are in the 
jobbing market from day to day for 
fresh supplies. 


We quote from Boston jobbers’ 
stocks: 

Cement Working Tools.—Edgers, 
70c. to $1.50 each net; Jointers, 72c. 
to $1.80: angles, 90c. to $1.20; curvers, 
$1.50; gutter tools, $1.20; pointers, 
te beaders, 72c.; brick jointers, 


Cement.—In_ gallon 


CLOCKS.—Additional sales of clocks 
are noted here. 
retail dealer is looking for a good as- 
sortment rather than quantity, although 
popular styles of alarm time pieces 
have been and are ordered in quanti- 
ties. 


It is said the average 


We quote from Boston- jobbers’ 
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ing activity is reflected in the move- 


ocks 
Siooke. —Alarm, New Haven styles, 
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How much money did you 
make on heaters last season? 
Did your capital invested earn 
a fair rate of profit? Does your 
experience with heaters en- 
courage you to look upon them 
as a profit-paying line—a 
line that deserves energetic 
selling effort? 

These are vital questions— 
questions that affect your 
business profits. 


customer preference 
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N the past radiant heater 
merchandising has been 





Balanced stocks 


the key to safer 
heater profits. 
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sa rofit Chart 


specific sales records 


of retail merchants who have in- 
creased their heater profits by con- 
centrating sales efforts on the quick 
moving numbers—the numbers that 
have proved their popularity bv 


Revo Sales © 
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The numbers indicated in circle 

represent the 3 most popular items 

and quick sellers in the Adams line 
of Cheerful Radiant Heaters 




























§ In an effort to overcome the evils 
and remove the risks that have sur- 
rounded heater merchandising the 
Adams Company studied the 
merchandising experiences of a 
number of typical hardware, furni- 
ture and other merchants selling 
radiant heaters. The plan developed 
from this study is based therefore 
on the bedrock of facts. It is out- 
lined in a book we have just pub- 
lished entitled “Charting a Safer 
Course to More Profits.” 


This book outlines a definite plan 








attended bymanyrisks. And 

chief among these risks was guess-work buying. 
No definite scale existed to help the retail 
merchant balance his heater stocks with the 
preference of his customers. He simply bought 
on speculation and trusted to fortune to move 
a number of the items stocked. 


In many cases the sad result was a miscellane- 
ous assortment of “‘left-overs” at the end of 
the selling season. Working capital frozen up 
in heavy inventories of slow movers. Or maybe 
a Closing out sale at a sacrifice of normal profit. 


AdamscHF ERFUL 


Radiant Heaters 








for balancing heater stocks with the 

references of your customers. It shows you 
in to limit your stock to quick selling items. 
How to avoid heavy inventories 1n carry-over 
stocks. How to keep your capital from being 
frozen. And how to get more net profits from 
radiant heater merchandising. A copy of this 
book will be sent on request. 
Mail the coupon today. 


ADAMS Brortu_ers Mee. 
Company, /nc. 
Pittsburgh, Pa. 





ApDAMS BroTHERs MANUFACTURING Co., INC. 
1500 Fayette Street, Pittsburgh, Pa. 
I am interested in making more profits from radiant heater merchandising. Send me 
a copy of your new book—“‘Charting a Safer Course to More Profits.” 
Name . 
Address . " ani 
City : State 
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black face, radium dial, 
Tom Tom, white aial, 
in cases of 24, $2.10; with radium 
dial, $2.75; Tidy Top, white dial in 
cases of 50, $2.10; with radium dial, 
Waterbury styles, Thrift, in 
of 50, 75c. each net; Relay, 
in cases of 25, $2.15; Vigilant, 
dial, in cases of 50, $1.29; 
radium dial, $2.13. Westclox 
styles, American, in cases of 48, 99c. 
each net; Sleepmeter, in cases of 48, 
$1.32; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98; Bluebird, in 
cases of 48, $1. 15; Blackbird, in cases 
of 48, $1. 65; Big ‘Ben, in cases of 24, 
$2.15; Baby Ben, 15. 
CROQUET SETS.—Sales of croquet 
sets have been rather backward so far 
this season, say jobbers. Bookings the 
past week, however, show a slight in- 
crease. Warmer weather is needed to 
get the retail dealer to work up a little 
enthusiasm. 
We quote 
stocks: 
Croquet Sets.—Standard makes, 5'z 
in. mallet, 4- ‘x No. 0, $2.38 per set 
net; No. H, $2.75; 8- ball, No. B, $3.38; 
§-in. mallet, 8- ball, No. N, $4; 8-in. 
mallet, 4-ball, No. AA‘, $4. 50; No. 
AA, 5.75. 


DRAIN PIPE CLEANERS.—tThere is 
steady yet not large call for all kinds 
and makgs of drain pipe cleaners. This 
is the time of the year for people to 
clean out their drains, and the retail 
dealer should remind them of the fact. 


We quote from Boston jobbers’ 
stocks: 
Drain Pipe 


Tell Tale, 
$1.90 each net; 


> 75 


$2.75. 
cases 
alarm, 
white 
with 


from Boston jobbers’ 


Cleaner. — Economy 
Plumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.; in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz.; $4.75 per doz. 

Hercules tile and porcelain 
cleaner, in 1 Ib. net weight cans, $2 
per doz. in lots of 2 doz 

Hercules a ae a 1 qt. cans, 
$3 each; in &% d lots, $2.50 each: 
in 1 doz. lots, $2. 35 each. 

Same, in iy gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 


$9 each. 
DRYERS.—It appears that clothes 
dryers are more popular than ever. At 
least sales made by jobbers so far this 
year strongly suggest so. 
We quote from Boston jobbers’ 


stocks: 
Clothes Dryers.—Four-line, $5.50 


each net; five line, 

FENCING, GUARD, GATES.—Busi- 
ness is holding up well, but a goodly 
percentage of stock being moved out of 
jobbing houses today was purchdsed 
some time ago by the retail trade. 
Gates have sold particularly well so 
far this year. 


We quote from Boston jobbers’ 
stocks: 

Fencing.—Cyclone fencing, 
bed guard, etc., from store, 
cent discount. Direct shi 
55 per cent discount, f.o.b. 
gan, 

Gates.—Cyclone, 
per cent discount. 
53 per cent discount, 
gan, Ill. 

Guard.—Flower bed guard, 45 per 
cent discount; trellis, 45 per cent dis- 
count. 


FILES.—There apparently has been a 
fresh lease of life in the file market. 
Sales, which earlier in the month gave 
signs of lagging, are inereasing. Best 
of all, buyers are taking a wide variety 
of styles. 


We quote from Boston jobbers’ 
stocks: 

Files.—Nicholson line, 50 per cent 
discount: Arcade, 60 and 10 per cent. 


FISHING TACKLE.—With the official 
opening of the trout and salmon fishing 


flower 
45 per 
ments, 
auke- 


from store, 40 
Direct shipments, 
f.o.b. Wauke- 





| orders. 
_bers to date are somewhat behind those 
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season there has been a somewhat bet- 
ter movement of fishing tackle out of 
retail stores. Thick ice has failed to 
dampen the ardor of tishermen, who 
in many cases have been obliged to 
chop holes through 12-in. of it or more 
before getting a chance to put a hook 
in the water. Every fisherman should 
have a vacuum bottle this kind of 
weather with something hot to drink 
in it. 
FREEZERS.—tThings are moving along 
quite satisfactorily in the freezer mar- 
ket. Jobbers’ bookings to date are 
somewhat in excess of those for 1925, 
and each day finds new orders in their 
hands. 
We quote 
stocks: 
Freezers.—White Mountain, 
$4.85 list; 2-qt., $5.65; 3-qt., 
: 8.25; 6-at., $10. 45; 


10-qt., $18: 12-qt., 
$25; 20-qt., $33.20; 


$4 list; 2-qt., $4.60; 
$6.80; 6-qt., $8.66; 
S-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., $30. 

Jobbers’ discount, 50 per cent from 
store or factory. 


from Boston jobbers’ 
1-qt., 
$6.75; 
$-qt., 
$21.50; 
25-qt., 


Arctic, 1-qt., 
5-qt., $5.55; 4-qt., 


‘$2. 95 list; 2-qt., 
., $4.10; 4-qt., $5; 6-qt., $6.3 0; 
qt., $8.20; 10-qt., $10.75; 12-qt., $14; 
15-qt., $17. Discount, 20 and 10 per 
cent. 
Auto Vacuum, l1-qt., $5 list; 2-qt., 
$6: 3-qt., $8; 4-qt., $10. Discount, 
33% per cent. 


GARDEN SETS.—There is, perhaps, 
slightly more activity in garden sets. 


It will take several days of real spring 
| weather to liven things up, however. 


jobbers’ 


112, $1.50 per 
No. 125, $4: 
$12.80; No. 


We from Boston 
stocks: 
Garden Sets. — No. 
doz. net; No. 120, $2; 
$9; No. '3FSX, 


| GARDEN TOOLS.—Garden tools are 
‘moving into retail stores on old and new 
Aggregate bookings by job- 


quote 


of last year, nevertheless. 


We quote from Boston 
stocks: 

Garden Tools.—Trowels, 6-in., gar- 
den, $1.32 per doz. net; A toed $2.25; 
transplanting, $1.50 and $2.50. Forks, 
No. 300, .50; No. 40, $1.75. 
garden No. 83, $6; 
$1.50 No. 120, 
HF, "$9: No. 3 Sx, 
$4.32: weeders, $2. 


GUNS AND AMMUNITION.—Drop 
shot has been reduced 1Uc. a bag as a 
result of a lower pig lead market. Job- 
bers continue to take orders for guns 
to be delivered later in the year. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Air rifle, B and 7. 
$2.95 a bag net: Boy Scout, $4.5 

Guns.—Shot, Single es 
with ejector, 12 gage and 16 gage, 
in lots of 10, $6.85 each net, in 
Stevens, No. 107, 


Guns.—Rifles, Stevens, No. 70, 
$10.20 each net: No. 27, $7.40: No. 
12, $6.10: No. 14%, $3.85 : No. 17, $7: 
No. 26, $4.60: No. 11, $3.20. 

IRON AND STEEL.—The movement 
of iron and steel out of jobbers’ stocks 
is increasing. The average order placed 
by the retail dealer and consumer, how- 
ever, is small, but weekly shipments 
foot up well. Prices remain as they 
have been for months. 

We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.25% per 
100-Ib. base; flats, $4.15: plain con- 
crete bars, $3.26%: deformed con- 
crete bars, $3.26%: tire steel, $4.50 to 


$4.75: open- -heatth spring steel, $5 
d $19: crucible spring steel, $12: 


jobbers’ 


$12. '30. , Rakes, 


smaller lots, $7. 25. 
$8.05. 
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bands, $4.01% to $5; hoops, $5.50 to 
$6; half rounds, 94.90; ovals, $4.90; 
hexagons, $3.264; cold rolled steel, 
$3.95 to $4.45; toe calk steel, $6; 
Structurals, angles and beams, 
$3.36144; plates, $3.36% to $3.59. 
lron.—Refined, iron bars, 
best refined, $4. 60; Wayne, 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 

Differentials. —Quality, lots of less 
than 1000 lb. of a size, 50c. per 100 
a lots of 1000 to 1999 lb., 20c. 
extra. 


KEGS.—Next season’s prices on kegs 
are out. They show a reduction of ap- 
proximately 10 per cent. New prices 
follow: 


We 
stocks 

ene. Po a line, varnished and 
sealed, 5-gal., $1.35 each net; 10-gal., 
$1.80; 15- gal., $2.05; 20- gal., $2.30; 
25-gal., $2.80; 30-gal., $3; 50-gal., 


LAWN ACCESSORIES.—tThose retail 
dealers who have not covered their 
lawn accessories requirements are be- 
ginning to show signs of life. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18- in., $8.13. Im- 
perial, $14; 16-in., $15; 18-in., 

20- -in., $17. Competitive makes, 
$5.50; 16-in., 

Mowers. —Townsend line, 

Victory, 12-in., $11.16 each net; 14- 

in., mo * in., $13.64; 18-in. - 

88; $16. 12; 22-in., .36; 

Spider, 12- in. oi 
9.40; 16-in., $10.34 

.28; 20-in., $12.22. Derby, ‘ 
$7.20; 14-in., $8; 16-in., $8.80; 18-in., 
$9.60; 20-in., $10.40. Red Bird, 12-in., 
$6.66; 14-in., $7.40; $8.14; 
18- in., $8.88; 20-in., $9.62. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

_ Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 eaeh 
net; 24-in. diameter x 24 in. long, 


quote from Boston jobbers’ 


16-in., 


.34. 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Lawn Rakes.—Wood,  three-bow, 
$8.75 per doz. net: steel, $9. Two- 
bow wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 

Hose.—%-in. stock: Commercial, 
8%c. per ft.; Pointer, 7%c.; Leader, 
9c.; Vickson, 10c. ; Olympia, 10%c. ; 
Good Luck, 10%c.; Bull Dog, l4c.; 


Milo, 12c. 
MASONS’ TOOLS.—Retailers keep 
picking at masons’ tools. The weekly 
turnover is moderately large, according 
to jobbers. 
We quote from Boston jobbers’ 


stocks: 
Tools.— Bags, 18-in., 


Masons’ 
per doz. net; 20-in., $27; Py in., $30; 
x 3/32-in., 


24-in., $33: Hawks, i3 x 
$20 per doz.; darbies, i x 42 x 
3/32-in., $22; flats, 5 x 12-in., $12. 


SANDPAPER.—The new method of 
sandpaper merchandising is proving 
very popular with the New England 
retail trade. Most everybody is now 
acquainted with the fact that paper is 
handled in boxes containing varying 
amounts of stock, instead of being sold 
by the ream and quire as heretofore. 


We quote from Boston jobbers’ 
stocks: 
Sandpaper.—Imperial, sheets 8% x 
10%-in., per package: 
Grit Sheets 
No. in Box 
2/0 100 
1/0 
1% 


1 
1% 
2 
2% 
3 25 
Diseount 30 per cent. 
Cabinet, containing .300 sheets of 


paper, for display and counter sales, 
$4.60 each net. 
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N. Y. Wholesale Demand 
Shows Some Improvement 
—Prices Continue Firm 


I | EW York hardware jobbers report a definite improvement 


in sales. 


This increase is not heavy, but is sufficient to 


compare favorably with last April and is of course con- 
siderably ahead of last month, which was a light business period 


in this market. 


The weather has shown some improvement, a fact 


which is considered largely responsible for the improvement in 


business. 


The trade feels that continued good weather will show 


better buying. Retailers are not as optimistic on sales in the city 
districts, but in the suburban territories retailers find a substantial, 


though not heavy, increase. 


Prices have been holding very firm. Collections have been only 


fair. 


In reporting improvement, wholesalers state that there are 


more individual orders and that these each show a heavier demand. 





Rubber Hose Sales Good; 
Contractors Big Buyers 


The demand for rubber garden hose by 
building and road repairing contractors 
continues to be fairly heavy. The house 
owner who wishes a hose to water his 
lawn and garden is beginning to buy 
in fair quantities, but this phase of the 
hose market has been held back by un- 
seasonal weather. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Rubber rden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 50 ft. 
lengths, 12c. per ft. Good Luck, in 
e25 ft. lengths, 11%c., in 50 ft, lengths, 

10%c. Bull Dog, in 20 ft. 

lengths, per ft., in 60 ft. 

lengths, l14c. per ft. Molded, high 
wo in 25 ft. lengths, 10%c. per 
t., in 50 ft. lengths, 10c. per ft. 

Nozzles, Standard, heavy, $6 per 
doz., less per cent. Competitive 
grade, 41%c. each, less 5 per cent 
in dozen lots. 





Growing Demand for Lawn 


Rollers in N. Y. 


Some activity in waterweight lawn 
rollers is reported by certain of the 
New York wholesalers. As reported 
last week, spring prices are as follows: 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 

Waterweight lawn rollers, No. 2, 
9 each: No. 4, $10.70 each; No. 5, 
13.35 each; No. 7, $15.35 each; No. 
9, $17.35 each. 





Battery Requirements Good 
for Radio Use 


The heavy demand for “B” batteries, 
storage batteries and No. 6 dry cells 
for radio use continues. Along the 
waterfront dealers report a good sale 
of hot shot, sparkers, and regular dry 
cells for use on motor boat engines. 
Prices have continued, and quotations 
printed herewith are representative of 
local offerings. Stocks are adequate. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 

nco Av 
amips., $9.35 each; 


each. 
Batteries, No. 6, dry cells, ignition 
type, 28c. tp 32c. each in standard 
package. 
Radio “B” batteries, unit package 
quantities. No. 766, $1.30 each: No. 
764, $1.14 each; No. 767, $2.44 each; 


storage battery, 90 
120 amps., $10.65 





No. 772, $2.44 each; No. 770, $3.09 
each; ‘“‘C’’ batteries, No. 771, 39c. 





Wire Cloth Is Selling in 
Metropolitan Area 


In spite of the continued unseasonal 
weather which has affected local sales 
on spring lines, the demand for wire 
cloth has been very good. Prices con- 
tinue firm, and orders placed show a 
good assortment. The sale is not, 
however, heavy but is considered good 
in view of the weather. Stocks are 
adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 

Wire cloth, copper 14 mesh, $5 to 
50 to $5.75 


$5.25; 16 mesh, $5.75. 
Bronze, 14 mesh, $5.50 to $5.75; 16 
mesh, $6 to $6.25. 
Galvanized, 12 mesh, $2.30; 14 mesh, 
$2.50 to $2.60, and 16 mesh, $3.15 
These prices are per 100 


sizes 22 in. to 48 in. For smaller 
sizes add lic. per 100 sq. ft. 


sq. ft. on 





Staple Lines Are Moving in 
Fair Volume 


The demand for staple items such as 
bolts, nuts, and screws continues to be 
very fair. There has been a consistent 
demand for these items, as their uses 
are not dependent upon weather condi- 
tions. Prices have been maintained in 
this district, and wholesale stocks are 
considered satisfactory. Prices quoted 
herewith are typical of local offerings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Bolts and Nuts 


Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list, larger and 
longer, 40 off list. 

Stove bolts, 50 and 7% off list. 

Lag screws, 50 and 7% off list. 


Screws 


Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 
“eo cent. 

ese discounts apply to revised 
list of June 24, 1922. 
EX TRAS—20-10-10 per cent. 
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Rope Decline for 
May 1 


Lower Prices on Fiber One Factor 
Which Will Bring Lower Rope 
Prices for May-June Period, 
Say Local Distributors 


Metropolitan distributors freely pre- 
dict that rope prices for the May-June 
period will show a decline. One of the 
main reasons for the lower price is said 
to be the recent reduction on fiber. 
Current sales of rope are fair. It is 
believed that there may be a flurry of 
business the last few days of April and 
the first week of May, as a reaction 
to the probable announcement of lower 
prices. March-April prices on Manila 
rope, first grade, is 27 cents, and on 
second grade 25 cents. Local stocks are 
apparently adequate. Twine sales are 
light. Prices on standard wrapping 
twine at New York is 22 cents to deal- 
ers. 


Roller Skate Sales Good with 
N. Y. Trade 


Although there has not been much 
warm weather, the roller skating has 
been very popular with the young folks 
this spring. Sales in New York terri- 
tory have been fairly heavy, and cur- 
rent sales today are considered good. 
Prices have been firm, and stocks ap- 
pear satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 

No. 5, boys, $1.42; 








Roller skates, 
No. 6, girls, $1.52 per pair. 


Nail Prices Unchanged; 
Advance Freely Predicted 


_ Although there has been no change 
in wire nail prices an advance of 10c. 
per keg is freely predicted by leading 
distributors in the Metropolitan market. 
Current offerings are from $3.33 to 
$3.45 but the majority of jobbers are 
selling at the lower figure. When the 
advance comes through in the local 
wholesale market the price will prob- 
ably be $3.45. Two or three houses 
have already announced the $3.45 price 
but the majority of business is being 
placed at ten cents lower per keg. 

No change is expected on wire brads 
in packages which are quoted at 70 and 
5 to 70 and 10 off list. 








Slight Decline Announced on 
Linseed Oil 


On the pound basis, which is the 
present method of quoting linseed oil, 
prices for this product show a decline 
of 1/10 cent per pound. Current of- 
ferings on linseed oil, f.o.b. New York, 
are as follows: In lots of less than 
5 bbls., 11.4c. per pound; in lots of 5 
bbl. or more, 11.0c. per pound. Cal- 
cutta linseed oil in bbl., 16.1c. per 
pound. 

Boiled oil is 4/10 cents extra per 
pound. Double boiled oil is 5/10 cents 
extra per pound, and oil in half-barrel 
lots is 7/10 cents per pound additional. 
There are 7% Ib. per gallon. 


Reading matter continued on page 76 
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Elwel Breast Chains —single 


You ought to have a good supply 
in stock for spring business 


Check up now—you cannot afford to fall short of the 
inquiries you will get. 


This is only one of many popular items in the complete 
line of ACCO farm chain specialties. See that you are 
well supplied with El- Wel-Tra Trace Chains, Ajax Breast — 
Chains, harness chain and harness hardware. You can 
develop chain profits by stocking and pushing the ACCO 
Line. Your jobber’s salesman knows the possibilities in : 
chain—make a note to discuss chain the next time he calls. : 


AMERICAN CHAIN COMPANY, Incorporated | 





BRIDGEPORT, CONNECTICUT ; 

IN CANADA: DISTRICT SALES OFFICES: 

Dominion Chain Company, Limited p= Boston NewYork Philadelphia 
Niagara Falls, Ont. CHAIN /ocenenal a Pittsburgh San Francisco 


in business : 
- for your safety . | 





World’s Largest Manufacturers of Welded and Weldless Chains for All Purposes 


ACCO’ CHAIN SPECIALTIES 


Made by the makers of the famous | 


WEED TIRE CHAINS 
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Seasonal Lines More Active in Cincinnati 
Territory— Prices Holding on Most Lines 


(Cincinnati office of HARDWARE AGB) 


ITH moderation of the weather as a stimulant and hard- 
ware jobbing business in Cincinnati has shown perceptible 


improvement in the past two weeks. 


While mild tempera- 


tures have prevailed only for a few days, already retail sales are 
increasing and consequently there is a demand upon jobbers for 


quick delivery of many commodities. 


Present indications point to 


a big volume of both retail and wholesale trade in the latter part of 


this month and throughout May. 


Seasonal merchandise still is moving slowly, but is gradually ac- 
quiring increased momentum. Much spring stock is yet to be pur- 
chased by the retail trade and jobbers expect to dispose of a con- 


siderable portion of it within the next ten days. 


Staple goods are 


in moderate demand and retailers are carrying well diversified 


stocks. 


Prices, in general, are strong. There have been slight advances 
in roofing material and turpentine, but these have been offset by a 


decline in linseed oil and glass. 


10c. a keg have been unsuccessful. 

While there has been a betterment in retail hardware circles, slow 
business in March and the early days of April retarded sales, espe- 
cially in the suburban sections of the larger cities as well as in the 


small towns and rural districts. 


AUTOMOBILE ACCESS ORIES.— 
There has been a fair demand from the 
retail trade, although the first half of 
April has been below normal because 
of adverse weather conditions. How- 
ever, the mild temperature which has 
prevailed during the past few days has 
greatly stimulated business in all 
items. The movement of tires and 
tubes shows considerable improvement. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3 Beaver fabric casings, 
$6.75 each; 30 x 3 Badger fabric cas- 
ings, $8.50; 30 x 3 Beaver cord cas- 
ings, $7.50; 30 x 3% Beaver cord cas- 
ings, $9.75: 30 x 3% Badger standard 

cord casings, $10.75; 30 x 3% Badger 
commercial cord casings, $16; 31 x 4 
Beaver cord casings, $15.40; 31 x 4 
Badger standard cord casings, $19.25; 
33 x 4 Beaver cord casings, $17.60; 33 
x 4 Badger standard cord casings, 
$22: 32 x 4%, Beaver cord casings, 
$22.40; 32 x 4% Badger standard cord 
casings, $28: 29 x 4.40 Badger stand- 
ard balloon cord casings, $13.85: 29 x 
4.40 Beaver balloon cord casings, 
$20.50: 31 x 5.25 Badger standard bal- 
loon cord casings, $24.15. 

Tubes.—30 x 3 Badger standard, 
$1.80 each; 30 x 3% Badger standard, 
$2.05: 31 x 4 Badger standard, $3; 
33 x 4 Badger standard, $3.25: 32 x 
4% Badger extra heavy, $4.30; 29 x 
4.40 Badger extra heavy for balloon 
tires, $2.95. 

Jacks.—No. 10 Ajax, 85c. each; No. 
9 — $1.05 each; No. 60 Ajax, $2.50 

ow each 

Pumps.—No. 11, 55c. each; Big Boy, 
$1.55 each: Arvin, $1.85 each. 

Bumpers.—Marquette Ford front 
bumper in black, $3.32 each; Mar- 
quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards, 
for Fords, $6.12 a pair. 

Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 

Luggage Carriers. —Luggage car- 
eee, 90c. each; 80c. in quantities of 


Attempts to raise the price of nails 


Collections are only fair at best. 








ee EE ™ 





AGRICULTURAL HANDLES.—Job- 
bers report that fresh orders have been 
moderate in volume. Quotations are 
steady and unchanged. 

We quote from Cincinnati. jobbers’ 
stocks: 

Hay Fork. — 5%-ft., $2.85; 5%-ft. 
bent hay fork, $3.30; long manure 
fork, $2.45; cotton hoe handles, $1.85; 
wood D shovel handle, $4.80. 

BASEBALL GOODS.—With the open- 
ing of the professional baseball season 
interest in baseball equipment has been 
aroused. The new prices for this year 
are given below. 

We quote from Cincingati jobbers’ 
stocks: 


Fielders’ Gloves.—No. 34, ate 50 each; 
No. 70, $2.50 each; No. y, $4.35 
each; No. BL, $6. 50 each. 


Catchers’ Mitts.—No. 188, $2.67 
each; No. 210, $4.60 each; No. 234, 
$5.50. each. 

Catchers’ Masks.—No. 254, $1.33 
each; No. 261, $1.95 each; No. 267 
$3.33 each. 


Bats.—No. 13, $7.20 per doz.; 
16, $10.80 per doz.; No. 40 ER 
per doz.; No. 250, $21 per doz. 

Baseballs. — Harwood, $13.20 per 
doz.;: Goldsmith No. 45, °$2 per doz.; 


16. 26 


Goldsmith No. 47, $4 per doz.; Gold- 
smith No. 70, $7.80 per doz.; Gold- 
smith No. 97, $15 per doz. 


BOLTS AND NUTS.—Retailers are 
carrying a liberal amount of stock for 
their spring trade and jobbers state 
that shipments are holding up well. 
Prices are stronger than they have 
been for several months and no shading 
of quotations is prevalent. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 


Reading matter continued on page 78 











BUILDERS’ HARDWARE.—Building 
operations are beginning to open up, 
now that the weather is favorable for 
outdoor activities. Many sizable proj- 
ects, involving apartment buildings, 
schools, office buildings and industrial 
plants, are rapidly materializing, and 
residential construction work is ex- 
pected to be carried on rather exten- 
sively in the next few months. Sales 
this year run considerably behind the 
corresponding period last year, but job- 
bers are encouraged by the upward 
trend of business. Prices are steady. 


We quote from Cincinnati jobbers’ 


stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps.— Common hinges, 70 off; 
safety hasps, 3-in., 95c.; single per 
doz. 4%-in., $1.25; 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3 
18c. per pair net; 4 x 4, 28c. . less 
than case lots, 3% x 3%, 21c.; 4 x 4, 


30c. 
Sash Weights.—Sash weights, 1.85c. 
Inside Sets.—Square bevel inside 
sets ih case lots, $5.10 a dozen. 


CARPET SWEEPERS. — Bookings 
have been remarkably good in the past 
few weeks. Retailers are well supplied 
with a diversified stock to meet current 
demands. Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Ranids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 

CROQUET SETS.—The market for 
this product has been unusually quiet, 
but a sharp pickup is anticipated the 
latter part of this month. 


We quote from Cincinnati jobbers’ 


stocks: 
No. 5, four-ball Fate Sg .50; No. 10, 


six-ball set, $1.8 oO. , eight- 

ball set, $2.15; No. 3, eight-ball set, 

$4.20; No. Se eight-ball set, $3.15. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Business has opened up some- 
what recently, but a further increase in 
volume of sales is looked for by the end 
of this month. The handicap of unfa- 
vorable weather has retarded activities 
this spring. Prices remain unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3-in. corru- 
ated conductor pipe, $5.50 per 100 
t.; 28-gage, 3-in., corrugated con- 
ductor elbows, $1.94 per doz.; 29-gage, 
8-in. corrugated conductor elbows, 
$1.51 per doz. 
FILES.—tThere is a normal flow of or- 
ders into local jobbing houses and re- 
tailers are buying only in small quan- 
tities at the moment. Prices are the 
same. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—Jobbers _re- 
port that they are well satisfied with 
the way in which this commodity is 
selling. Retailers are calling for a 
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Why the Revere Dealer Can Count on a 
Bigger Tire Business this Year 


ROM the day that a hardware 
dealer announces to his com- 
munity that he sells Revere, he 
knows that he is in a growing 
business. 
He enjoys all the advantages of 
a line of tires that has been high 
in public favor for years. And 
those customers who buy Revere 
Tires on his personal recommen- 
dation will not only come back 
for more but will pass the good 
word aroundamong their friends. 


That is not an imaginary situa- 
tion. It is a real picture of what 


Revere Tires are 
Distributed by 
the Leading 
Hardware Jobbers 


REVERE CORDS 
(FULL PRESSURE) 


REVERE HEAVY | 
SERVICE CORDS 
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REVERE 
BALLOON CORDS 
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REVERE RUBBER COMPANY 


is happening to Revere dealers all 
over the country. Revere business 
is a growing, prosperous business. 


The reason is not hard to find. 
Revere quality, Revere manufac- 
turing efficiency, Revere economy 
of distribution and Revere re- 
sources—all contribute to put the 
Revere dealer in a position of ad. 
vantage in the tire business. 


Furthermore, the Revere line is 
a full line—the right tire for each 
type of service and at a price that 
is right. | 


There is a Revere 
Tire exactly 
suited to every 
need today 


REVERE “R” TREAD 
CLINCHER CORDS 
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90 Broadway, New York City 
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moderate amount of fresh stock. Quota- 
tions have not changed. 
We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10-qt., $2. —* per 
-qt., 


doz.; 12-qt., $2. 55 per doz. : 
$2.90 per doz.; 16-qt., $3.40 per doz.; 
galvanized tubes, No. 1, $656 per doz. 


GARDEN HOSE.—Retailers are be- 
ginning to order material at a better 
rate, but much of the normal business 
has not yet been placed. It is likely 
that there will be heavy bookings in 
the next few weeks. Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks: 
Rubber Hose.—5i-ply, %-in., 8c. 


per ft. in 50-ft. lengths; 6-ply, ™%-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
144-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500 ft. coils, 
10c. per ft. 


GARDEN TOOLS.—Retailers report 
that they are doing a fair business on 
garden tools. Shipments by jobbers 
are much ahead of those of last month 
and present indications point to a good 
spring trade. 

We quote from Cincinnati jobbers’ 


stocks: 

Forks.—035% Iowa hay forks, 
$12.25 doz.; 044% lowa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $19.80 ’ doz. 

Rakes. —14SM rakes, $5.64 doz.; 
No. 314 Peerless rakes, $9. 84 doz. 


GLASS.—Despite the fact that busi- 
ness has picked up, prices have been 
decreased locally. Jobbers anticipate a 
marked improvement in sales in the 
next month, when a number of building 
projects will get under way. 


We quote from Cincinnati jobbers’ 
stocks. Single strength first 
bracket, 87 per cent discount; single 
stre neth B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; sin- 
gle strength B first three brackets, 89 
per cent discount; single strength A 
over the third bracket, 85 per cent 
discount; single strength B over the 
third bracket, per cent discount; 
double strength A, 86 per cent dis- 
count,; double strength B up to 54- 
in., 89 per cent discount; double 
strength B over 54-in., 88 per cent 
discount. 


HAMMERS AND HATCHETS.—tThe 
movement of goods has been normal 
for this time of the year. Retailers 
are confining their purchases to small 
lots for immediate delivery. Prices are 
unchanged. 

We quote from Cincinnati jobbers’. 


stocks: Hatchets, No. 2961, $12.50 
doz.; hammers, No. 81, $12 doz.; Boy 
Scout, $11 doz. 


HOSE REELS.—A perceptible im- 
provement has been made in the past 
ten days. Jobbers are starting to move 
a small amount of the spring stock. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Wooden hose reels, $14.75 a 
doz.; Victor iron hose reels, $2 each. 


ICE CREAM FREEZERS.—Real buy- 
ing for the spring and summer hA&s not 
opened up, although there has been a 
noticeable increase in demand. 

We quote from Cincinnati jobbers’ 


stocks: 

Peerless.—2-qt., =. ~ 8-qt., $4.10; 
4-ft., $5; 6-qt., $6. 8-qt., $8.20. 
Peerless dealers’ se is 25 and 


10 per cent off above list. 
White Mountain.—2-qat., $5.65; 3-qat., 


$6.75; 4-qt., $8.25; 6-qt., $10.45; 8- 


$13.50. White Mountain dealers’ dis- 
count is 50 per cent off above list. 


LADDERS.—Jobbers declare that their 
sales have attained fairly satisfactory 
proportions in the past few weeks. 
Quotations are firm and unchanged. 
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We quote from Cincinnati jobbers’ 
stocks: 

Rodded ladders, 24c. a ft.; single lad- 
ders, 20c. a ft. up to 16 ft.; extension 
ladders, 30c. a ft. up to 32 ft.; best 
grade ladders, 50c. a ft 


LAWN MOWERS.—wWhile there has 
been an improvement in weather condi- 
tions in the last few days, the tempera- 
ture has remained sufficiently low to 
discourage all thoughts of purchases 
for spring and summer. Consequently, 
the market for lawn mowers has been 
sluggish. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap grade with plain bearings, 
12-in., $5 each; 14-in., $5.25 each; 16- 
n., $5.50 each. 

Better grade with peti peat ee 
12-in., $6; 14-in., $6.2 16-in 6.50. 

Cheap grade with ball tas Tig 14- 
in., $7.25; 16-in., $7.75. 

Medium grade with ball bearings, 
14-in., $8.25; 16-in., $8.85; 18-in., 


- _ 
grade with ball bearings, 14- 
Be mA Fe “16- -in., $11.50; 18-in., $12; 20- 


in., 

LAWN ROLLERS.—tThe situation in 
this commodity is the same as that in 
lawn mowers. Sunshine and warm 
weather are needed to bring out good 
business. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 2 plain bearing rollers, $8.40 
each; No. 4 plain bearing rollers, $10 
h; No. 5 roller bearing rollers, 
$12.40 each; No. 7 roller bearing 
rollers, $14.20 each. 


LAWN SPRINKLERS.—Here again 
trade is lagging, because of the late 
spring season. 


We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
z.; Rain King sprinklers, $28.20 doz. 


MOPS.—Orders are coming in at a 

fairly good rate and jobbers are ship- 

ping a sizable amount of merchandise. 
We quote from Cincinnati jobbers’ 


neg 0’ — line with handles, 
No $12; No. 4, $8; No. 5, $10; No. 
8, $13: No. 15, $6. 


NAILS.—Interest in the local market 
has centered upon an attempt of sev- 
eral jobbers to raise the price of com- 
mon wire nails to $3.05 per keg, f.o.b. 
local warehouse, which represents an 
advance of 10c. a keg. The refusal of 
one of the important distributors to 
disturb the old quotations evidently has 
resulted in the restoration of the 
schedule of $2.95 a keg. It is reported 
that Louisville jobbers are selling nails 
as low as $2.70. 
We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
Se coated nails, $3.15 per 100 Ib. 
PAINT.—Ready mixed house paints 
are now bringing $2.75 a gallon. Tur- 
pentine has increased 6c. a gallon, but 
linseed oil has dropped 5c. a gallon. 
Jobbers believe that business this 
month will measure up to that in the 

same month in 19265. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rels, 84c. per gal.; oo in 2- 
barrel lots, $1.01 xe ; white and 
red lead in 500-1 = 154%4c. per 
Ib. less 10 per cent 


POULTRY AND WIRE NETTING.— 
Business has held up to a fair level, but 
has not been as heavy as anticipated. 
Good sales are expected through the 


remainder of this month. 
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We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 100 12 mesh o 
wire netting, 1.05 per 100 sq. ft.; 
14 mesh opal wire netting, $2.45 per 
100 sq. ft.; poe? netting galvanized 
after, 57% 0 ff list; poultry nettin 
hie bebere, 57% and 10 o 

st 


RADIO BATTERIES.—A few (fill-in 
orders are being placed with local job- 
bers. Prices remain unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 22% volt radio battery, 
$1.30 each; two cell tubular flashlight 
battery, 19\4c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 


small monocells. 8%c. each; large 
monocells, 9%c. each. 
A battery, 35c. each; ignitor dry- 


cell battery, 32c. each. 


REFRIGERATORS.—A slight improve- 
ment in sales is noted, but the bulk of 
this year’s merchandise remains to be 
sold. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 264 white enameled refrig- 
erator, $33.25 each; No. 764 porcelain 
refrigerator, $52 each: No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 


ROOFING MATERIAL.—With some 
moderation in the weather a pronounced 
demand for this commodity has ap- 
peared. Jobbers are anticipating a 
big business in the latter part of April 
and throughout May. There has been a 
slight advance in red and green slate 
surface roofing paper. Otherwise 
prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.— Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $2.10. 

Roof Coating.—Coal tar, refined, in 
barrel lots, 25c. per gal.; in half bar- 
rel lots, 28e. per gal.; coal tar, crude, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic 
Ib., 12c.; in 5 Ib. cans, 9'%c. per 1 ib. 
in "10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ib.: Certain- teed cement, 
36 Ib. to the case, $4.25 per case; in 
5 Ib. cans, 12 cans to the box, 816 c., 
per Ib.; in 10 Ib. cans, 6 cans to the 
box, Thc. per Ib 


ROLLER SK ATES.—The call for roller 
skates this spring has been unusually 
good. Prices are the same. 


We quote from Cincinnati jobbers’ 
— Nos. 4 and 5, $1.45; No. 6, 
1. 


SAWS.—The retail trade is taking a 
moderate amount of stock. 


We quote from Cincinnati jobbers’ 
stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., $29. 50: 
Atkins junior Mechanic, 20-in., $19 


SCREWS.—Demand is fair, prices are 
unchanged and retailers are carrying 
well diversified stocks. 


Rh quote from Cincinnati jobbers’ 
stcoks: 

Flat head bright screws, 85 and 20 
off list; flat head blue screws, ~ 0 
and 2% off list; flat head brass 
screws, 80 and 15 off list; round head 
blue screws, 80 and 20 off list; round 
head brass screws, 80 and 7% off list; 
round head nickeled-plated screws, 
75, 10 and 5 off list. 


WIRE CLOTH.—A slight increase in 
sales has been noted. Prices are 
steady. 


We quote from Cincinnati jobbers’ 

stocks: Copper bronze, 14 mesh, $6.25; 

6.75. Galvanized wire 

cloth, 12 mesh, $2.05; 14 mesh, $2.45 
to $2.50; 16 mesh, $2.90 to $3.15. 

















or ere 


| 





Profits for You in he Moth Season 


The moth season is on! Thousands of dealers are reaping 


_ the benefit by displaying Flit now. Your share of this profit- 


able business is ready for you. Are you getting it? 
Moths, bed bugs and roaches are here—flies and mosquitoes 


‘*~ are coming. The demand is big and is getting bigger. This 
4s due to the high quality of Flit, the extensive advertising — 


practically double that of last year—and the reputation of 


- its makers, the Standard Oil Co. (New Jersey). 
The time to start getting Flit business is now during house- 


time. Let people know you have Flit. Put it in 


‘your Windows. Display it on your counters. Just give Fit 


a chance and you won’t have to worry about its selling. 
We advise your carrying a good stock of Flit. It isa rapid 
repeat-seller. ; 


_ lit is the highest quality insecticide that is made by the 
STAN DARD OIL CO. (NEW JERSEY) 


26 Broadway, New York 


| 


® 


































AGAIN 


Flit Advertising Dominates! 


In 1925 the Flit advertising campaign was the largest ever 
run on a household insecticide. In 1926 the Flit campaign 
will be practically double that of last year. Again Flit 
advertising will lead. 


Over 4500 newspapers will advertise Flit to more 
than 19,000,000 families. 


Double-spread color pages in the Saturday 
Evening Post; full pages in colorinthe# Ladin ———~"/ 
Home Journal, Good Housekeeping and | 


















Liberty Magazine—tread in more than 7,000,000 
homes. 







Give Flit good display in your windows and on 
your counters. Flit reputation and Flit advertising 
will do the selling. 


STANDARD OIL CO. g¢& 
(NEW JERSEY) om a 


26 Broadway, New York cummemne” | 


IN FOUR SIZES 
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Improving Demand in Pittsburgh Territory— 
Favorable Outlook for Spring, Sales 


tory, but the gain is not so great as to occasion real satisfac- 

tion and the winter dies so hard that there is not the con- 
stancy to the demand there would be with settled spring conditions. 
There was a touch of winter as late as last Wednesday and Thurs- 
day,,with snow and low temperatures. 
ness, because the shorter the spring, the less chance there is to do 
work involving purchases of some items of hardware and business 
lost this way is lost for the year. Specifically, much is heard of the 
loss of fence business, because weather conditions have not favored 
construction and it now looks as though the farmers would have to 
gets promptly into the fields, once favorable weather appears and for- 
get about the fences they thought of building. No important price 
changes have been reported lately, and if there are any immediately 
ahead, the common belief is that they are more likely to be down 
than up. Collections in this area have been slow for some time and 
they still are, with the matter now getting attention, due to the 
fact that a couple of failures have occurred in the past week. Job- 


B tos, but is somewhat improved in hardware in this terri- 


(Pittsburgh office of HARDWARE AGB) 


bers’ bills receivable have been rather unwieldy for some time and 


the idea is crystallizing that there has been a little too much giving 


of credit. 


AUTOMOBILE ACCESSORIES.—The 
common report of jobbers here is that 
business could be a whole lot better and 
still be no tax upon their ability to 
supply tLe demands. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of*10 to 
49, 58c.; lots of 50 to 99, 55c.; lots of. 
100 to 200, 57c.; lots of 300 or more, 

; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.— Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.— Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Repeat and fill-in orders are reported 
to be fairly large. Dealers’ prices on 
tires and tubes handled by hardware 
dealers follow: 

Fabric Tires 


These conditions cost busi- 





Heavy 
Regular Duty Grey Tan 


Size Cord Cord Tubes Tubes 
34x 4% S.S. 99.55 4.60 
35x4%S.8S 30.40 4.65 
36x4% 58.8 31.20 4.85 
33 x5S.S 37.60 5.65 
35x 5S.S 39.00 6.05 

Truck Cords 

Size Tan Tubes 
32x4% $35.50 $4.30 

x 36.25 4.40 
34x4% 37.15 4.60 
30x 5 42.00 5.15 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 
35 x 5 47.60 6.05 
32x 6 71.85 9.65 
36 x 6 79.85 10.90 
34x 7 106.05 13.25 
38 x7 118.00 14.75 
40x 8 152.50 17.75 


Balloon Tires 
To fit 20 in., 21 in., 22 in., 23 in. amy 


Gre 
Ply oo Tubes 
$13 5 


29 x 4.40-21 in 4 .85 $2.9 

29 x 4.75-20 in 4 17.90 3.55 
30 x 4.75-21 in 4 18.65 3.70 
29 x 4.95-20 in 4 20.50 3.70 
30 x 4.95-21 in 4 21.15 3.75 
31 x 4.95-22 in 4 21.80 3.80 
30 x 5,25-20 in 4 23.45 4.00 
31 x.5.25-21 in 4 24.15 4.10 
30 x 5.77-20 in 6 30.85 4.70 
32 x 5.77-22 in 6 32.80 4.85 
33 x 5.77-23 in 6 34.85 4.90 
33 x 6.00-21 in 6 32.80 70 
32 x 6.20-20 in 6 35.50 6.25 
33 x 6.20-21 in. 6 37.05 6.55 
33 x 6.75-21 in. 6 40.85 6.70 
34 x 7.30-20 in. 6 46.25 7.60 


BARROWS.—Weather conditions this 
spring have been against the outdoor 
activities involving the use of wheel- 
barrows, and while retailers have been 
fairly good buyers they do not appear 
to be moving them promptly and new 
orders are light. Jobbers quote: 


Tubular, $6.25 to $9.50; Concrete or 
mortar, $5. 75 to $6.75; steel tray, $4 
40 Bw 25; railroad, $2; garden, $4 to 


BATTERIES.—Fairly good demand 
still is noted, but the volume of sales is 





Non-Skid Grey 
Size Fabric Tubes 
30x 3Cl $7.80 $1.80 
30 x 3% Cl 8.90 2.05 
Cord Tires 
Heavy 
Regular Duty Grey Tan 
Size Cord Cord Tubes Tubes 
30x 3 Cl $9.75 $1.80 $2.35 
30x 3% Cl $9.95 12.65 2.05 2.50 
30x3%S.S. 11.85 15.75 
32x3%S.S. 17.30 2.45 00 
31x4S8.S 15.50 18.70 3.00 3.70 
32x 4S.S 17.15 21.40 3.20 3.75 
33x4S8S.S 17.75 22.05 3.25 3.80 
34x48S.8 18.50 22.75 3.30 4.00 
32x4%S.8S 28.10 4.30 
33 x 4%4S.S 28.90 4.40 


smaller. than recently. 





Jobbers’ quotations retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 

Each Each 

rae $1.05 $0.97 
Se  <heceewmeeais 1.2 1.14 
De Dt tétateonesans 1.32 1.22 
EL ee 1.40 1.30 
7 I 2.62 2.44 
cS 2 2.62 2.44 
ie Ti xsnaeweedba be 3.33 3.00 
Fe ne 42 .39 
DE. hee dceneeeee .40 .35 


o.. 7711 

No. 6 dry cells, igntiion type, unit 

cKkages, 32c. each; broken, 36c. 

eg — No. 935, 916c., each; 
No. 950, 10%6c.; No. 790, 22c.; No. 
oe 2116c.: No. 750, 18¢.; No. 761, 


Y Shot.—No. 1461, $1.70; No. 1662, 


BOLTS, NUTS AND RIVETS.—No 
special change is observed in these 
items, either as to prices or demand. 
Buying from jobbers is steady enough, 
but not in very large lots. Manufac- 
turers report a demand that is quite 
satisfactory. March was the best month 
the makers throughout the country 
have had in more than two years, and 
the report here is that April is main- 
taining the March gait. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
ao square, tapped, in 5-Ib. boxes, 

A-in $16 , maf ite: 5/16-in., $14; %- 

sa: ein -in., > &-in., "s10. % in., 
in., $7. doe ge hm small wagon 
pon tinners, 60 per cent off list. 


CHAIN (TRACE).—Fair business is 
reported at the recently announced 
prices. These prices are low, because 
the market has narrowed in recent 
years and there are rather too many 
makers. Jobbers quote: 


7-8-2, 75c. per pair; 7-10-2, 80c.; 
7-8-1, “90e.: q- 10-1, $1. 


CLOTHES LINE AND POSTS.—tThese 
lines are getting a rather good amount 
of attention and sales are increasing. 
Jobbers quote: 


No. 9, galvanized steel wire clothes 
line, $4 per doz. rolls of 100 ft.; cop- 
per weld, $16; steel clothes posts, No. 
1, $2.50 each. 


CONDUCTOR PIPE.—Business is bet- 
ter than it has been, but the common 
report is that there is room for im- 
provement. Jobbers quote: 


Galvanized, 3-in., No. 28 gage, $5.35 
per 100 ft.; copper, 16-oz., 3-in., $23.75 
per 100 ft. in lots of 100 "ft. or more; 
small lots higher. 


GALVANIZED HARDWARE CLOTH. 
—This line needs better weather than 
has favored this part of the country to 
sell well. Jobbers quote: 


24 to 48 in. widths, 1%-in. mesh, 
4.25 per 100 sq. ft.; %-in. mesh, 
4.50; %-in. mesh, $4.75 ; 


GALVANIZED WARE.—Very steady 
demand is reported for these items by 
jobbers here, with prices holding at re- 
cent levels. Jobbers quote: 





Washtubs. —With wringer attach- 
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ment, No. 22, $8.50 per doz.; No. 23, 
$10; without ee attachments, 
No. 2, $7.75; No. 
Pails.— Water, 12- -qt. : 8, 65 per doz.; 
4: 


14-qt., $3; fire, 12-qt. cement, 
14-qt., $10; chamber, " 10- -qt., $7.20; 
12-qt., $8; well buckets, 10-at., $4.50. 

Refrigerator Pans.—No. 2, $4.50 per 


doz.; No. 3, $6; No. 4, $7.50. 

Garbage Cans.—Cans with lids, Se- 
curity, No. 1, $3 each; No. 2, $3.50: 
No. 3, $4; Hercules, No. 171, $3; No. 
181, $3. 25; No. 191, $3.60. 

GARDEN IMPLEMENTS.—There has 
not been much weather suitable for 
garden work, but sales of implements, 
nevertheless, have been reasonably 
good. Jobbers quote: 

Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz.; 
spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
$12.75 per German hoes, No. 
3-0, $7.20 per doz. 

Hose.—In 250-ft. 
per ft; %-in., 10%éc.; 
50-ft. lengths, %c. per ft. higher; 
Gem spray nozzles, $6 a doz. 

Sa Cans.—4-qt., $6 per doz.; 

, $6.60; 8-qt., $7.50; 10-qt., $8.10: 

, $10; 16-qt., $12.60. 
Reels.—Victor, $1.75 

No. 2, $2.60: Reeleasy, $1.35. 


ELECTRIC FANS.—tThe approach of 
the summer is causing some call for 
electric fans. Jobbers quote: 


Polar Cub, black, 6-in., $3 each, in 
lots of 12, $2.85: 8&-in., $3.20, in lots 


reels, ™%-in., 10c. 
%-in., lle.; in 


each; 


of 12, $3; 10-in. stationary, $4.60, in 
lots of 6, $4.35, oscillating, $7, in lots 
of 6, $6.64. 


GRIN DSTONES.—tThis line is season- 
ally active. Jobbers quote: 

Unmounted stones, $3 per 100 Ib.; 
mounted, $5.40 to $7.50 each; extra 
stones, $3. 25 to $3.75; fixtures, 15-in., 
$6.50; 17-in., $7. 

HOUSECLEANING SUPPLIES.— 
There is the usual activity for this time 
of year in these lines, and it is rare to 
find a retailers’ window that does not 
contain a display. Jobbers quote: 


Mops.—O-Cedar, 334 per cent off 
list; Star cotton, 20-oz., = per doz.; 
24-oz., $8.40: 30-o0z.. $10 

Chamois Skins.—12 x 14 a $3.50 Bt 
doz.; 13 x 17 in., $6; 14 x 18 ‘in., $7.5 


15 x 20, $9.20. 
Waxes.—Johnson paste wan. 1-Ib. 
cans, 85c.;: 2-lb. cans, $1.70 4-Ib. 


cans, $3; g- Ib. cans, $6; Old English, 
1-lb. cans, 85c.; 2-Ib. cans, $1.70; 4- 


lb. cans, $3; liquid wax, Johnson, 
pints, 75c : quarts, $1.40; Old English, 
pints, 75c.: quarts, $1.40. Dealers’ 
discount, 33% per cent. 


Sponges. — According to size and 


quality, $2 to $9 per doz. 
Wall Cleaners.—Smoky City and 
Climax, $1 per doz. — Perfect 


paint cleaner, $3 per do 
Step Ladders. tal mene full rodded 
ladders, 28c. per ft., extra 46c. per ft. 


ICE CREAM FREEZERS.—Real activ- 
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ity in freezers is yet to develop in this 
market. 


Alaska Freezers.—1l1-qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each; 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-at., 
$3.35 each; 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2-at., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each: 8-aqt., 
$13.50 each, and 10-qt., $18 each. 


These are list prices and are sub- 
ject to a dealers’ discount of 50 per 


cent. 
re —Il-qt., $4.65 each; 2 -qt., 
4-qt., $8: 6-qt., 


$5. 3-qt. sh 50; 

$30. °%- -qt., $13: 10- at., $17; subject to 

a discount of 55 and 7% per cent. 
Lightning.—l-qt., $4.65 each; 2-qt., 

_- 50; 3-qt., $5.60; 4-qt., $8; 6- -qt., $10; 
8-qt., $13; 10- -qt., "$17; 12- qt., $21; sub- 

ject toa discount of 55 per cent. 


Arctic.—1l-qt., $4 each; 2-qt., $4.60; 
3-qt., $5.55 4-qt., $6.80; 6-qt., $8.60; 
8S-qt., $11.10; subject to a discount of 


50 per cent. 
LAWN SUPPLIES.—tThere is a fair, 
but hardly a satisfactory, movement of 
these lines, but there has been little fa- 
vorable weather so far this spring for 
lawn work. Rollers are doing better 
than recently. Jobbers quote: 


Mowers. — Plain bearing, §8-in. 
wheels, 12-in., $5 each; 14-in., $5.25; 
ball bearing, 9-in. wheels, 14-In. 
$7.75; 16-in., $8; supreme ball bearing, 
10-in. wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 
per doz. 

Rollers. —No. 2 size, $8.50 each; No. 

15 


4, B wat No. 5, $12.50; No. 7, . 
Hedge Shears. — Western, §8-in., 
$1.25 per pair; 9-in., $1.40; 10-in., 


$1.60; Disston, 8-in., $1.75; 9-in., $1.90; 
10-in., $2: ladies’ shears, Western, 
85e. Disston, $1.10. 


ORNAMENTAL FENCE.—tThere is a 
fairly good call for this item, but many 
jobbers recall a livelier interest in it. 
They quote: 


Cyclone lawn fence, LX, 36-in., 
$7.20 per 100 lineal ft.; 42-in., $8.25; 


gate, 36-in., $2.75 each. 
PAINTING SUPPLIES.— There has 
been a good movement against spring 
orders, but retailers report q rather 
sluggish movement into consumption, 
due to unfavorable weather. 


Prices to retailers: 
Ready mixed paints, best ore te: 
$3.10 per gal.; lower grades, $2.5 
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white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 2 per cent 
less in lots of a ton or more; turpen- 
tine, $1.17 per gal. in barrel lots; 
Rag linseed oil, 12.1c. per lb. in barrel 
ots. 


POULTRY NETTING.—Business is 
good rather than satisfactory. Prices 
are steady and galvanized netting re- 
mains at 50, 10 and 10 per cent off list 
before and 50 and 10 per cent off list 
after weaving from jobbers’ stocks. 


SCREEN DOORS.—Fairly good de- 
mand is reported here, but it is not up 
to the average of a year ago. Jobbers 
quote: 


Standard makes, 2 ft. 8 in. x 6 ft. § 
in., plain walnut satin, $18 1s doz. ; 
varnished natural colors, $24 


SCREEN WIRE CLOTH.—Very steady 
demand is reported, but it is no strain 


on the ability of either makers or job- 


bers to supply it. Jobbers quote: 
Black, 12 mesh, $1.80 to $1.90 per 
100 sq. ft. Galvanized, 12 mesh, $2.25. 
Bronze, 14 mesh, $5.75. 
TREE GUARDS.—tThere is a fair call 
for tree guards. Jobbers quote: 
* en wire, $2 each; flat steel, 


WIRE PRODUCTS.—On the _ whole, 
there is a fairly good movement of the 
items under this heading, but it is com- 
mented upon that retailers generally 
are conservative about forward pur- 
chases. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 


(per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
in TP cccecunencaentdd 3.05 3.50 
i sseasseteenndee 3.10 3.55 
-n scdestwtsteoed - 3.16 3.65 
a i exnéeonesdasaens 3.25 3.80 
nh: St cdunacsaneesees 3.35 4.00 
ah 2). sacavsdeuanaeds 3.55 4.30 
De EE. 4.460668 6%ebeaes 3.75 4.50 

Barbed wire (per 80-rod spool): 
Pe Se ¢ovcécbsededevéesen $2.93 
EE it Ck va cn decd wedlete é 3.14 
MED 6s dedkb-406deueeeéene 3.13 
= 2S ey 3.34 
2-point cattle (special)........... .23 

Field: Woven wire fence (per 100 
rods): 

Dt annus onde benih dhve~weeeoa $39.00 
EET CO Ere 54.75 

Poultry 
 _} er ee $35.60 
ee ere ae 43.00 
SC Es cctacenhaneteduskcoxes 48.50 

Steel Fence Posts 
DG. nes $e 6acéukediawetueene 50c. each 
Dt tidedecatchudete caneeeut 55c. each 
SE cethvenesnndanens deed bal 65c. each 


Bright nails base per keg, $2.90 to 








Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlanta- Biltmore 
Hotel, Atlanta, Ga., May 4, 5, 6, 7, 1926 
F. D. Mitchell, secretary-treasurer, 1819 
Broadway, New York City. 


AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION CONVENTION, Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 
1926. B. R. Sackett, secretary, 503 
Arch Street, Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May 
20, 21, 1926. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
SONVENTION AND EXHIBITION. Raleigh, N. C., 
June 8, 9, 10, 1926. A. R. Craig, secretary, 





N. 


717 Commercial Bank Building, Charlotte, 
ad 


Louisiana RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Lake 
Charles, May 24, 25, 26, 1926. S. H. Sale, 
secretary, 208 Texas Street, Shreveport. 

MISSISSIPPI iano HARDWARE & IMPLE- 
MENT ASSOCIA ONVENTION, Biloxi, 
Miss., June 21, 22, ‘93. 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 


NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24. 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 


NortH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 





Forks, Feb. 8, 9, 10, 1927. C. N. Barnes, 
secretary, Grand Forks. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Tex., 
May 10, 11, 12, 1926. Headquarters, Ama- 
rillo Hotel. C. L. Thompson, secretary- 
treasurer, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXPOSITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
retary, 701 Grand Theater Building, Atlan- 
ta, Ga. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Atlanta-Biltmore Hotel, 
Atlanta, Ga., May 4, 5, 6, 7, 1926. John 
Donnan, secretary-treasurer, Richmond, Va. 
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Machine Screws 
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Stove Bolts, 
Tire Bolts 
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erican Screw Co. 
PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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April 22, 1926 


Hardware Sales Increase in Chicago— 
Retailer Stocks Sufficient—Prices Firm 


(Chicago office of HARDWARE AGE) 


HE return of more seasonable weather has had the expected 


result of stimulating buying 


to some extent. Items of spring 


merchandise made a noticeable pick up, although the current 


demand is still rather slight. 


The predictions are, however, for 


a good spring season and the slow movement at present can be ac- 
counted for in a large measure by the exceptionally heavy.placing 
of future orders last fall, shipment of which is now going forward. 
While the call for staple goods also suffered from the recent bad 
weather, the demand is now steady again and very satisfactory. 


Prices remained at a dead level 


this week, although the situation 


is described as “firm to strong,” especially on the more staple lines. 

Even the steel mills in this district were affected by the adverse 
weather and the steel sheet mills were forced to temporarily reduce 
their operating capacity, but have gone back to full capacity again 


within the past few days. 


The industry as a whole is entering the 


second quarter with a good supply of orders on hand. 





AUTOMOBILE ACCESSORIES.) 


—There is a good demand. Prices are 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Plugs. —Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each: A. C. Titan, 58c. each; lots of 
100, 56c. A. C. Special Ford, 44c. 


each. 
Spot Light.—Anderson, No. 3280, 


Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 

—_— 1%-in. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 3%, oversize 
cord tires, $12.55 each; regular cord, 
$00 each; oy! inner tubes, 30 x 

ch; red inner tubes, 30 x 
3" $2.25 each 


BOLTS AND N UTS.—There is a satis- 
factory volume of business. Prices are 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; ‘small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Orders 
are being placed in excellent volume. 
Prices remain unchanged. 


We quote from 4 ge stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull Seoum finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
: heavy steel bevel in- 
side sets, .; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


CHAINS.—Prices are firm and the de- 


a is steady. 

— from jobbers” stocks, 
mh og hicago: *-in. proof. coil 
chains, $8.50 per 100- Ib.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 


cylinder, 








Orders are being placed in a satis- 


factory volume. No _ recent price 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—There is no change in prices 
and _— are reasonably good. 


mote from jobbers’ stocks, 
my Chicago: 28 gage single bead 
lap seine gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $4.00 per 100 ft.; corrugated 
conductor elbows, 3-in., "$1.51 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Electrical sales are fair- 
ly good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical ‘Merchandise.—No. 


ft.; in 1000-ft. 
lamp cords, $14.25 
1000-ft. lots, $13. 
brass key sockets, 
way plugs, 45c. each; in lots/’of 10, 
40c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
+5 32c. each; less than case lots, 
co. 


eac 
Radio Supplles.—Radio B batteries 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 ; No. 772, 
$2.62 each; No. 486, 

Battery Chargers. —Apco line, lots 
of less than 10, $13.50 each, net. 

Loud §$ peakers. —Western Electric, 
No. Nata P39. 50 list. Discount, 30 per 
cen 


FIELD FENCE.—The demand is 
heavy and is steadily increasing as 
warm weather approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
+) rods; 184-6-14%, $43.62 per 100 
rods. 


FILES.—The demand 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diafond files, 
40-10-5 per cent off list. 

FISHING TACKLE.—Dealers who did 
not buy last fall are placing orders 
for immediate shipment and everyone 


is preparing for a good season. 


$7.25; ‘ 
er 1000 ft.; 
; %-in. brush 
18c. each; two- 


is normal and 





GALVANIZED WARE.—Although 
manufacturer’s prices are uniformly 
firm, jobbers are offering “specials.” 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 6.40; No. 2, 
$7.20; No. 3, 40; 10- -qt. galvanized 
after made "pail, $2.25; 12-qt., $2.45; 
l4-qt., $2.75; 5-gal. galvanized oil 
cans, ga vanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—tThere is a noticeable picking 
up in sales. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12\4c. 
per ft.; %-in., 14%c. per ft.; 5-ply, 
good quality, ’ wrapped, %-in., 9%. 
per ft.; %-in., ll¥%ec. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—tThere is a 
slight increase in the number of orders 
placed. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent 
discount; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb. commercial, 
$3.40 per 100 Ib. 


HATCHETS.—tThere is a satisfactory 
demand and the new advanced prices 
are well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16. ce nd 


medium uality hatchets, 
shingling, $8.00 doz.; medium quality 
hatchets, o. 2, broad, $12.50 doz 


HANDLED HAMMERS.—There is a 
good active demand and prices are firm — 
on the new higher basis. 


We quote from jobbers’ 
f.o.b. Chicago. First quality, 16-o0z. 
nail hammers, $12.00 doz.; iaydole, 
$12.60 doz.; 16-oz. machinist ham- 
mers, first quality, $9.20 doz.; Com- 
etitive 00" 16-oz. nail hammers, 
6.00 to ‘ 


HANDLES, AGRICULTURAL.—There 
is a heavy demand and prices are firm. 


We ee 6 aes jobbers’ stocks, 
f.o.b. Chica 

Hay Fork. ‘Handles. — Straight, 
checked and bored, best grade, a 
ft.; $4.50 doz.; b-ft. $5.50 doz.; . 
.. $4 doz.; 5-ft., $4.80 doz.: x, 

2.40 doz.; 5-ft. $2.80 doz. 

ork Handles —Bent chucked 


stocks, 


with strap, 


a" red, best — 
doz. ; 


E 
ferrule and cap, -ft., $7.50 
5-ft., $8.50 doz.; xX nt, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4 





ft., $5.75 doz.; bent 4 -ft., $4.5 50 
doz.; 5-ft.; $5:50 doz.; X, ent, 4i%- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4% -ft., $5.10 
doz.: XX, bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz. pent, 4-ft., $2.60  doz.: 
4%- ft., $2.95 doz. 


Garden Hoe Handles. —XX, 4%-ft., 
$3.45 doz.;: 4%-ft., $2.40 doz. 
Garden Rake Handles.— XX, 5% - 


ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 
Shovel Handles. —Regular pattern, 
: 4%-ft.. $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, $7. 95 
doz.: X grade, $6 doz 
Spade Mendiee—_D handles best 
grade, $7.75 doz.: grade, $6 doz. 


HANDLES, TOOL.—There is a good 


Reading matter continued on page 86 
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A new lawn and 












Low in Price 


Be Prepared for the Spring Demand 


Here's a new Western product—a new and better lawn and 
garden sprinkler made by the manufacturers of Western 
the World’s Champion Ammunition. The Spray-Maker re- 
tails for only 75 cents, which is 100% to 500% lower in 
price than sprinklers of corresponding efficiency. 





Operating on the principle of a jet of water directed against 
a spreader of scientific design, it sends out a fine, misty spray 
over a large area. A larger area than that covered by any 
but the most expensive sprinklers, with the additional ad- 
vantage of being rectangular in shape instead of round. 


Can be moved while in use without drenching the user or 
shifted from place to place without overlapping the sprinkled 
area of the lawn or skipping séctions. 


It distributes the water evenly, and economically. Has no 
moving parts to wear out. Is constructed of solid brass with 





sarden sprinkler 


Many Improvements 








bright lacquered finish. No iron or steel to rust. No castings 
to break. Nearly impossible to upset, overcoming one of the 
chief objections to the smaller sprinkler heads. 


Every Spray-Maker is individually packed in an attractive 
blue, white and gold carton—one dozen individual cartons 
arranged in a colorful Counter Display Box that’s a real 
sales‘maker. Order your supply at once from your jobber, 
or direct and be prepared for the big Spring and Summer 
demand. 


WESTERN CARTRIDGE COMPANY 
East Alton, Il. 


450 Broadway 








Y SZ 
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demand and prices are steady and 
strong. 


We quote 
f.o.b, Chicago: 


from jobbers’ stocks, 

xe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales are active and prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pairs; e xtra heavy = hinges, 
in bundles, 4-in., $1.56; 5-in., .- 66 ; 
6-in., $2.08: 8- in. $3. 56 : 10-in., $5. 10 


per doz. pairs. 


ICE CREAM FREEZERS.—tThere is a 
slight increase in the volume of busi- 


ness. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b Chicago: White Mountain, 
1 qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.2 >» list; 6-qt., 
$10.45 list; S-qt., $13.50 list; 10-qt., 
$18 list 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list, 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count, Alaska, 1-qt., $2.95 list; 2-qt., 
$3.45 list: 3-qt., $4. 10 list; 4-qt., $3 
list; 6-qt., $6.30 list; 8-qt., $8.20 list: 
10-qt., $10.75 list; 12-qt., $14 list: 
15-qt., $17 list; 20-qt., $21.50 list. <A 


discount of 20 ‘and 10 per cent on all 
above prices 


LAWN MOWERS.—Sales are still 
rather slight although there has been 
a little betterment during the past 
week. 


We quote 
f.o.b. Chicago: 

Lawn Mowers.—16-in. 
h-knife, 1l1l-in. wheels, $12.35 : 
1§-in. ball Wearing, 4-knife, 10%-in. 
wheels, $10 each: 16-n., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife. 
8-in. wheels, $8 each: 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Sales are somewhat back- 
ward and prices are unchanged. 


We 
f.o.b. 


from jobbers’ stocks, 
ball bearing, 
5 each 


quote from jobbers’ stocks, 

Chicago: Common wire nails, 

$3.15 per keg base; cement coated. 

$2.20 per keg base. The extra for 

galvanized nails is now $2 for 1-in. 

— longer, $2.25 for shorter than 
in. 


OIL STOVES. 





There is only a small 


demand as yet, current orders not 
having started. 
Oil Cook Stoves 
PERFECTION— 
A $17.50 
a, a a a, - . cen eccawen 22 50 
TS BD OC 
No. 7% 6 burmers.............-. 89.50 


Perfection dealers’ discount. 20 and 











5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 

ee. GS B DOWOOR. .cccccvceeccee $17.50 

J RR ee ney 22.50 

No. 44 4 burmers..............- 28.50 
Puritan discounts same as Perfec- 

tion. 

NESCO— 

a See ©, ee ccs cécéaces $9.50 

No. 212 2 burmers.............- 17.35 

UO. She BS DWUPMORB. .. ccc cccccccs 22.00 

No. 214 4 burmers.............. 28.00 

No. 215 & burmerB.....ccccccccc 39.50 

No. 1102 high shelf only........ 5.25 

No. 1103 high shelf only........ 6.50 

No. 1194 high shelf only........ 8.00 

No. 1105 high shelf only........ 9.75 
With Vitreous Enameled Soves 

Tons and Splash Backs: 

No. 233 3 burners.............. $25.50 

Wo. 244 4 burners.............. 44.50 


HARDWARE AGE 


Nesco dealers’ discount, 30 and 5 


per cent. : 
Oil Ranges 
Nesco Rolo, 5 burners & Oven. .$90.00 


Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
os ty et 
No. 2 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
PS RR Se ert 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
ner cent. 
PURITAN— 
No. 4£u 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 
ao) a, a: Bere $40.00 
Perfection No. 21 ....csecsese 80.00 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more; less than 


10, 30 per cent. 


Wicks, Etc. 


wicks, 25c. each 


Rockweave ‘ 
$4 per doz. 


Perfection and Puritan, 
and $48 per gross. 

Discounts same as on 
stoves, ovens and heaters. 


oil cook 


PAINTS AND OILS.—Prices remain 
stationary. Sales are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, S89c. per gal. 

Linseed Oi!l.—Boiled, barrel lots, 
%5c. per gal.; 5-barrel lots, 92c. per 
al. 

Turpentine.—Barrel lots, $1.20 per 
al. 

Denatured Alicohol.—Barre! lots, 
45c. per gal.; steel drums extra, $6, 
returnable. 

White Lead.—100 Ib. kegs, $15.25: 
500-1b. lots less 10 per cent; 50-Ib. 
kegs, 7. - 25-lb. kegs, $3.90; 
12-lb. keg 


‘$2. 
Shellac. wan of lb. cuts) white, $2.90 
per gal.: orange, $2.60 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 ner 100-Ib. 4 
ilec. 


wr Paste.—Barrel lots, per 


PYREX WARE.—Sales are only fair. 


There is no change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles —Round 
No. 622, $12 doz.: No. 623, $14 doz.: 
Oval No. 632, $12 doz. ; No. 633, $14 
Aoz. “gry? = No. 642, $12 doz.; 


No. 643. $14 d 
208, $6 doz.: No. 
209. $7.20 doz. 


stocks, 





Tea Pots.—2-cun, $20 doz.: 4-cup, 
$24 doz.: 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.: No. 
232, $14 doz. 
ROLLER SKATES.—Sales_ are 
creasingly heavy. Prices are firm. 
We auote from jobbers’ stocks, 
fob. Chicago: Union roller skates 
for boys, $1.40 ver pair, for girls, 


$1.50 per pair. Chicago roller skates 
for bovs, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Business is 
showing a seasonal picking up. Prices 


are unchanged and firm. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade tale surfaced, 
$2.65 per square: medium tale sur- 
faced, $2 ner square: light talc sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Prices show no change, and 
'the demand is satisfactory good. 





in- 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
brands, 25%c. per lb.; No. 2 Manila, 
24%c. per lb.; No. 1 Sisal, 174%c. per 
lb.; No. 2 Sisal, 16%c. per Ib. 


SASH 


drop. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 
per doz. hanks. 


SASH PULLEYS.—Prices 
and the demand is fairly active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS. 
up early buying in this line. 
We quote from jobbers’ eon 
f.o.b. Chicago: Screen Doors: 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2- "8 
x 6-8, $24.55 doz.; No. 311, 2-8 x 6-8, 


$29.20 doz. Window Screens: No. 1833, 
$4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—There 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 
screws, 77%-20-10 per cent new list; 


round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%-20-10 per cent new list. Jap- 
anned 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are good and prices are very 


steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $44 per 100 lpo.; medium 45-55 
solder, $43 per 100-lb.; tinner’s 40-60 
solder, $42 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
= No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—Orders 


satisfactory volume and prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 


sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 


WIRE GOODS.—There is a 


prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 Ib.; No. gal- 
vanized plain wire, $3. 50 per 100 ‘b.: 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.: 80-rod 
spool galvanized hog wire, $3. 34 per 


spool. Polished fence staples, $3.50 
per 100 1b.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.: 12-mesh galva- 


nized wire cloth, $2.00 per 100 sq 
ft.; 14-mesh bronze wire cloth, $5. 75 
per 100 sq. ft. 

Galvanized Wire Cloth.—Black, 12- 
mesh, $1.75 per 100 sq. ft.; galvanized, 
12- mesh, $2.15 per 100 sq. ft. ; 14-mesh, 
$2.55 per 100 sq. ft.: bronze, 14-mesh, 
$6 per 190 sq. ft.; 16- mesh, $6.60 per 
100 sq. ft. 

Galvanized Poultry Netting.—57™%-5 
per cent discount: galvanized after 
made poultry netting, 52%-5 per cent 
discount. 


WRENCHES.—tThere is a normal de- 


mand and prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount: Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25: No. 202 Heavy Set, 
$8.80: No. 303 Ford Master Service 


Set, $14.85: No. 404 Universal Socket 
Set, $8.75: No. 505B Screw Driver 
Set, $3.40; No. 900 Square Socket 


‘ $3.70. All Snap-On Wrenches 
less 40 per cent. 


Reading matter continued on page 88 
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—fncluding American beauty 


Another washing machine equipped with 
Timken Tapered Roller Bearings is the 
‘“‘American Beauty,” produced by Getz 
Power Washer Co., of Morton, Illinois. 


To millions of Americans the American 
Beauty is better mechanically because it is 
Timken-equipped—as are most of the motor 
cars and so many other mechanical devices. 
Millions of pages of advertising add Tim- 


ken prestige to all other American Beauty 
selling features. Timkens are making 
American Beauty washers easier to sell, 
easier to service, and easier on the meter. 


There is extra value for both the dealer 
and the customer in all Timken-equipped 
household appliances. That is why the 
list of manufacturers adopting Timken 
Bearings grows so rapidly. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN ::::- BEARINGS 
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Mild Weather Stimulates Sales in 
Northwest—Spring Goods Moving Freely 


(Minneapolis office of HARDWARE AGE) 


feeling the improvement which has come with milder weather 


it HE hardware business, as well as all other lines of trade, is 


conditions. 


While the past three weeks have been very quiet, 


there is now shown a tendency on the part of the public to consider 


spring merchandise. 


In the Northwest tributary to the Twin Cities, 


people are starting to plan their gardens, clean up their premises and 
get into the spring work generally. In the larger centers lawn rakes, 
grass seed and other similar articles are in demand, and outside 


paints are beginning to move. 

Prices are still very quiet. 
change, With trade quiet. 
to improve. 
Northwest. 
AXES.—Call is normal for the season, 
with stocks well filled. Prices show no 


changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 


stocks, 


net. 
BOLTS.—Call is slightly better. Stocks 
are well filled and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 


BRADS.—Sales are gradually speeding 
up, with stocks in readiness for the 
— call. Prices have not changed. 


quote from jobbers’ stocks, 
f.o. wg Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE. — Dealers 
are beginning to feel the call for fin- 
ishing hardware, although so far the 
greater part of the demand comes from 
those who did not complete residences 
and .commercial buildings last fall. 
There is a fair amount of new work 
in the larger cities, although the per- 
mit totals are not as promising as net 
year at this time. 

CARPET SWEEPERS.—Call is fair, 
with ample stocks on hand. Prices 
have not changed. 

Carpet sweepers, American Queen, 


$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz.; 
Princes, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 


Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.7 er doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. eartons, $16 per doz.; Little 
Helper, $2 per doz. 


CHURNS.—Sales are still light, with 
stocks in readiness for the spring 
trade. Prices are unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—tTrade in this line is 
showing considerable improvement, 
with the home owner putting his home 
in shape for the spring storms. Prices 
have not changed. 


stocks, 
type 


There has been little inducement to 
Collections are fair and with a tendency 
General business conditions are improving over the 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe 
at $5.40 per 100 ft.; 3 in. elbows, 
$1.73 per dozen, net. 


FIELD FENCE.—Call is showing some 
increase in a retail way. Stocks are 
in readiness for the spring sales, with 
prices steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga., top 
and bottom 12% ga. intermediate 
type of fence at $30, 04 per 100 rods 
with other sizes and weights in pro- 


portion. 
FILES.—Demand is improving to some 
extent. Stocks are well filled and 


prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 

GALVANIZED WARE.—‘Sales are 
looking up in this line. There is a de- 
mand for tubs and baskets, as well as 
pails. Stocks are well filled, with 


prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
“ea -y tubs at $7.50; No. 2; $8.25; 
3 Arh pony tubs, eg 1, $12.60; 
No. 3, 3, $15; standard 
10-at. "atin 33. 10. 12-qt., $3.05; 14-at., 
y 40; stock pails, 16-qt., $5, and 18- 

qt., $5 5.50 per dozen, net. 


GLASS AND PUTTY.—tThe spring de- 
mand is here for this line of goods. 
Dealers are selling more glass and 
putty, for repairs, than at any time 
during the winter. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and gir! 
pure putty in 50-Ib. drums at $4.8 
cwt., net. 


HAMMERS AND HATCHETS.—Call 
for small tool is showing some improve- 
ment, as carpenters and contractors 
start their season. Stocks are well 
filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ao No. 11% 
nail Plu: No. 
HF81, $12; broad 
hatchets, $16.4 No. 2 net 

0; No. 2 aie, $13. 25; No. 611 
$12 per dozen, 


ee) 
oC 





Riverside hammers, 
net. 
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HOSE.—Demand for garden and lawn 
hose has started. Stocks are in place 
for spring call, and prices are steady 


and strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, %4 
in., 3-ply, $8.25; Leader, 

in., 5-ply 
sok, 5 in., 6-ply, $11.25; Bull Dog, 
5 in., i-ply, $14.50; Riverside, . in., 
black, $14; % in., black, $12.5 4 
in., red, -?% and % in., red, $1 
per 100 ft., net. 


ICE CREAM FREEZERS.—tThe heav- 
ier demand for the season has not yet 
started, but dealers are prepared for 
it. Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each; 
; = $3.45 each; 3 qt., $4.10 each; 

, $5 each; A qt., $6.30 each; 8 at., 

38, Vo" ory ge a $10. 75 each; 12 q 
$14 each $17 7 each; and 20 at, 
$21.50 Bog Troe are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 


3.35 each; at., $3.90 each; 3 aqt., 
4.65 each; 4 qt., $5.70 each; 6 aqt., 
7.25 each; 8 qt., $9.35 each; 10 at., 


$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2 at., 


5.65 each; 3 sag $6.75 each; 4 qt., 
8.25 each; 6 — 45 each; 8 aqt., 
13.50 each; =a at., $18 each. 


There are list oat and are sub- 
ject to a dealer’s discount of 50 per 
cent. 
LANTERNS.—Call is fair, but show- 
ing the effects of longer daylight hours. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
= tubular lanterns, $13 per dozen, 
net. 


LAWN MOWERS.—Retail sales have 
not yet started, but dealers are placing 
their stocks on display. Prices show 
no ——— 


~~ from jobbers’ stocks, 

Lob Cities: Philadelphia 

Styles A and C lawn mowers at 35-5 

ad om and Style K at 53 per cent 
om lists. 


MILK CANS.—Demand is normal for 
the season. Stocks are well filled, with 
on — 


ae ote from jobbers’ stocks, 
f.o. _ in roy gain tnit 5 gal. 
a cans, $2.60; , $3.10 and 10 


, $3.20 each, AF 
mena. dan for nails shows improve- 
ment, both in a retail way and from the 
dealer to jobber. Stocks are being 
gradually filled in for the building sea- 
son, bes prices showing no changes. 


qecte from jobbers’ stocks, 
cone win Cities: Standard wire 
nails at $3.25 keg, base, and cement 


coated wire nails at $2.40 keg, base. 


PAINTS AND WHITE LEAD.—Call is 
improving quite rapidly, as the outside 
work gets under way for the season. 
Stocks are filled for the first rush, with 
-— on and strong. 


quote from jobbers’ stocks, 
oan Twin Cities: Best erate house 
aints at $2.80 per “ry in 1 gal- 
on cans, and white lead in 100 Ib. 


kegs at $14. 29 cwt., net. 
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Five Reasons for Selling 


the NEW Hygrade Lamps 


frosted on the Inside 


1. The six lamps illustrated above 3. Outside of the bulb is smooth; does 


replace 45 types in the commonly not collect dust and is easy to clean. 
used sizes, including clear, bowl 
frosted and all frosted. 4. Inside frosting reduces the glare, 
, , unlike th tside frosting, lets 
2. Prices are as low as those of the old ra lieht ine aaa, me 


clear lamps, and lower than those 
of the old frosted lamps. If the 5. A lustrous grey color, which blends 


mihatistististis tie ee UMehehistizhicLielh: Dea 


line is universally adopted still with any background and looks well 

lower prices will be made possible . fj } 
“Shana in any fixture. 

by the reduction in manufacturing | 

costs due to standardization and A uniform and more symmetrical 

simplification. shape of bulb. 


A Complete Line. More Frequent Turnover 
Smaller Stock. Smaller Investment 
Easier Selling 


Licensed under 
General Electric 
Companys incandes 
cent lamp patents 


HYGRADE LAMP CO 
GENERAL OFFICE W SALEM MASS 














AND FACTORY 
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PAPER.—Sales are _ slightly better, sandpaper at $6.65 per ream, second out of winter storage and put into op- 
with stocks well filled. Prices have not Gras S660" por ‘ream. eine eration. Stocks are full for the first 
changed. SASH CORD AND WEIGHTS.—Sales | call. Prices are steady as quoted. 

Ph A R agg — Se are slightly better, though the real We quote from jobbers’ 4g tock 

ing paper in 20, 25 and 30 Ib. rolls spring trade is yet to start. Prices an gd Sox 3%, ‘averaine anee, 

at $3.25 cwt., and tarred felt at $3.35 have not changed. heavy duty, $12.65 each; Mansfield 

cwt., net. : ; regular, $9.95; Liberty clincher, $8.50; 
PLANTERS.—Retail demand has not | fo}, Twin "shee: Get arate cam my pe ee EN — 
yet started, but dealers have their first cord, 77c.; second grade, 41c.; cast | TORCHES.—Demand for torches shows 


stocks bought. Prices show no changes. 





iron sash weights at $2.10 cwt., 


SCREEN DOORS AND WINDOWS.— 


net. 
some improvement, but the real trade 





We quote from jobbers’ stocks. : om 2 
f.o.b. Twin Cities: Acme corn plant- Retail sales are still in the future, but has not yet ‘started. Stocks are well 
— < a plant- | dealers have bought their spring re- | filled and prices firm. 
PUMPS ' pra aaa 8 .|quirements. Prices are steady as We quote from jobbers’ stocks, 
| Call is beginning to im- | quoted f.o.b, Twin Cities: Turner Master 
prove for well pumps. Stocks are in , Line, No. 43, at., $5.76; No. 45, dt., 
fai endnes ‘th : h d. We quote from jobbers’ stocks, $6.53; No. 47, qt., $7.08; No. 48, qt., 
air condition, with prices unchanged. f.o.b. Twin Cities: Common screen edd nee oe $8.54; gg 
We quote from bber: tocks, doors, 2-8 x 6-8, $1.63 each; fancy, (flat each. turner Standar 
f.0.b. Twin Cities: nn wil No. 440, | 2-8 X 6-8, $2.44 each; Sherwood ad- | line, No. 8, pt., $5.33; No. 14 pt., 
plain spout windmill force pumps, | justable window screens, 24 in., $6.40, | $5.76; No. 22, qt., 78. = 
6-in. stroke, $6.85: adjustable stroke and Wabash extension, 24 in., $5.20 | $6.91; No. 38, qt., $5.76; No. 39, qt., 
7 Fh. NI fr Pen ‘Thaw alt ‘ per dozen, net. $6.05; No. 92, qt, $6.79; No. 93, qt., 
$7.50; No. 495, underground dischargs« ’ $7.42: No. 105 pt., $4. 88: No. 205 qt., 
is . a : ; . oes a . . | (.26 4 ° Vv, , . ’ 
$14.35; No. 415, $14.65 No. 403, hand | 5~®EWS.—Call is fair and shows some | — §5'25'each. ‘Turner Fire pote, No, 53, 
lift, 6-in. stroke, $4.25: No. 182, hand Improvement. Stocks are well as- $7.20; No. 68, 97, No. 66, $10.18; 
lift, 6-in. stroke, 6-ft. set length sorted, with prices steady. No. 76, $7. 13; No. 34, $8.67 each, net. 
$5.25 each, net. ~WHEELBARROWS.—Retail demand is 
~VvDU , . We quote from jobbers’ stocks, | 
PYREX  OVENWARE.— Sales are f.o.b. Twin Cities: Flat head bright improving very much, with the begin- 
. » . , ([7Yre : “ _ es : : 
steady and fair. Stocks are well as- eT eee aaah ar age: ning of spring cleanup work. Dealers 
sorted, with prices showing no changes. round none blued, 7/%-10 per cent; | are ready for the call. Prices are firm. 
, ; - flat head brass, 77%-10 per cent, and 
We quote from jobbers’ stocks, < ‘ a an ae ve We quote from jobbers’ stocks, 
rob. Twin Cities: No. 1123 came- a head brass, 75-10 per cent from f.o.b. Twin Cities: Barrel tray fully 
roles at $1.17; No. 197 casseroles, ists. bolted wheelbarrows, $36.50 dozen; 
$1.17; No. 3 202 pie plates, 50c.; No. SOLDER.—Sales are fair, with stocks No. 2 tubular, $7.33 each, and No. 1, 
210 > ¢ 67 19 af . rarde > 25 > 2 
ag Me — 231, a be o* well filled. Prices have not changed. | — eet eee . 
No. 12 tea pots, $1.67; No. 24 tea | We quote from jobbers’ stocks. _WIRE.—Sales show some _ improve- 
pots, $2, and No. 36 tea pots, $2.33 f.o.b. Twin Cities: Warranted half ment, but still are rather light. Prices 


each, net. 
REGISTERS.—Demand is slightly bet- 
ter, with stocks well filled. Prices have 
not changed. 


and half solder, 


ly half and half solder, 41%c. 
STEEL SHEETS.—tTrade in this line 
is improving. Outside work is possi- 
ble now, and sheet metal men are find- 


lb. and strict- 


Ib. net. 


914 
42lec. have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 


hog wire at $3.22 per $0-rod~ spool; 





We quote from jobbers’ stocks, - A 2 : galvanized cattle wire at $3.21 per 
ae. Twin Litles: Wrought steel ing business increasing. Stocks are — s0-rod spool; galvanized hog wire at 
registers at 40 per cent from lists. w ] : $3.43 per 80-rod spool smooth black 

ROPE.—Demand is no lf this | el filled and prices steady. wire No. 9, $3.25 ewt.; and galvanized 

, ie ae . rma " or r ; wi e win from jobbers’ stocks. smooth wire No. 9, $3.70 ecwt. 

time o ear. Stocks are well assorted | .0O.b. Twin Cities: Black steel sheets . 

and he ae stead | at $4.25 ecwt., base, and galvanized WIRE CLOTH.—Retail sales are start- 

a. . ae . | alae Boars ts at $5.35 cwt., base. ing to show some activity. Stocks are 
tae reine eam, Jobbers,, stocks. | TIN-—-Call is improving and stocks are | well filled, with assortments in good 
rope at 27l%ec. Ib. base and best ws © rices show no changes. condition. Prices show no changes. 
grade sisal rope at 1944 ¢ lb. base. We uote from iobbers’ stc cks, , ’ 

SANDPAPER f.o.b. Twin Cities: 1 20 x 28 S-Ib We quote from jobbers’ stocks, 
I — Stocks are well filled a : ee a ee me f.o.b. Twin Cities: Black painted 

. , . . ’ coating roofing tin at $15.25 per box, wire cloth, 12 x 12 mesh, $1.90 per 
with sales at a fair point. Prices have | and furnace coke tin ICL, 20 x 28, 100 sq. ft., base: alumina, 12 x 12 
not changed. coment, box, net. mesh, $2.35 per 100 sq o, _ nae: 
° — i icki id- ralvanized, 14 x 14 mech. 0 per 

We quote from jobbers’ stocks, , emand = picking ~~ rapid 100 sq. ft.. base, and 16 x 73 nb + of 
f.o.b. Twin Cities: Best grade No. i | ly in a retail way, as cars are brought base. 


$3.10 per 100 sq. ft., 





Boston Firm’s Outdoor Advertising 


(Continued from page 55) 


of painted bulletin located at the Cambridge end of 
the Harvard Square Subway Bridge. This display 
painted with beautiful copy and colors, is not only 
readable from the subway trains but shows to Charles 
River Parkway and for our particular business this 
display is placed at a most strategic point. 

“We find that the use of painted outdoor adver- 
tising bulletins serve as a creator of good will and 
place the name of Chandler & Farquhar Company 
before the public whom we are in a position to serve 
in a most forcible, dominant and dignified manner. 

“We feel that painted outdoor advertising offers no 
waste circulation. Its dominance and color creates 
in the minds of the public a feeling that Chandler 
& Farquhar Company is a well established business 
institution. 

“Outdoor advertising creates a lasting impression 
through its continuity and repetition so that some 


time when a prospective buyer is in need of hardware 
the name of Chandler and Farquhar Co. is recalled, 
through dominance, color and repetition of our bulle- 
tins which had registered a favorable impression 
sometime prior. 

“It is our belief that the painted bulletin display 
and outdoor advertising in general offers a very 
valuable medium for the hardware industry. We 
propose to use painted outdoor displays as a part of 
our advertising program and increase our displays as 
opportunity is presented which offer coverage of the 
circulation in which we are interested. Supplement- 
ing our painted bulletin display advertising we have 
also arranged for displays of enamel signs on the 
corner of Boston streets. This is another branch of 
outdoor advertising and ties in with our illuminated 


painted display advertising.” 


Reading matter continued on page 92 
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igo” Steel Bar 


Carpenters Clamp 






E C.STEARNS £CO 
SYRACUSE,NY.USA 








Most practical of all Carpenter’s Clamps. Notches 


o 
are cut on lower edge of bar, instead of upper Carriage 
edge, affording much greater holding power to the ) Makers Clamp 
sliding jaw. The steel screw has deep and power- 
ful holding thread. Bar is special steel, very With Steel Screw 
rigid and the “T” shape gives added strength. 
, , A thoroughly dependable clamp, proportioned 
; yA » | 
Regular size: 3/16 x 1% in. bar, 5% in. screw. to give the greatest strength possible for the 
Extra heavy: 4 x 13% 1m. bar, 3% in. screw. weight of material used. a 
A special feature is the Steel Screw, which is 
much stronger than a malleable screw. The 
adjustable washer conforms to_a bevel sur face. 
Ten sizes: 24% in. to 12 in. Extra heavy pat- 
tern with very best steel screws; sizes: 4 to 10 
in. Send for Catalog and Discounts. 


Manufactured by 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


SALES REPRESENTATIVES: 
W. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, (50-152 Chambers St., New York, N. Y. 
GEO. J. B. RAMSDEN, Canadian representative, St. Thomas, Ont. 


Send for Catalog and Trade-prices. 


Style No. 1 
The Original 


Notched Bar 













: 


FOR COUNTER. WINDOW 
hy OR OUTSIDE DISPLAY 













THE MYERS 
HOUSE PUMP DISPLAY 






































For your customers who call for house pumps—there is a 
Myers House Pump of suitable design and finish, and of the 
right size and capacity, for their individual requirements. 


Here is the line for every service—single or double-acting 
styles, with brass, brass-lined or polished cylinders—with 
glass or brass seats—with easy-operating cog gear or plain 
head—with interchangeable plain or cock spout. Quality pre- 
dominates throughout the entire line and “better service” 
steps in to satisfy the most discriminating where a Myers 
House Pump has been installed. 





Spring and summer usher in house pump business—it pays 
to sell a line like the MYERS that has continued to ‘‘make 
good” down through the years. Your inquiry will bring cat- 
alog and prices by return mail. 


THe FLEMMYERS & BRO.co: 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN,FACTORY and 
GARAGE DOOR HANGERS: STORE LADDERS. Etc. 
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From One 
Hardware Man 


to Another 


No. Il 


Dear Jim: 


I'm sorry, Jim, but 
there's nothing doing. I 
spoke to the boss about you 
and tried hard to get you in 
here with me because the 
Blake Hardware Co. is my 
idea of a good place to 
work. They appreciate a 
good man, too. However, 
Boss has all the help he 
needs at present. 


the 


Say, Old Man, why don't 
you watch the Classified 
Opportunities Section of 
Hardware Age? Put in an ad 
of your own, too, it will 
cost you only a dollar and a 
half. You know, it was a 
little half-inch ad that put 
me in this job and, believe 
me, Jim--I'm going to stick 
because it's a real job. 


You know, hardware mer- 
chants are talking about the 
scarcity of good hardware 
clerks and salesmen. If 
they would advertise for men 
in the Classified Section, 
which is read by the type of 
men they want to hire, the 
kicks would subside. 


Try it, Jim; I'm sure 
you'll land with a good con- 
cern. Let me know how you 
make out. 


Your friend, 
Tom. 


A Word to the Wise Is Sufficient 


Classified Opportunities Section 
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Signals— 
By Saunders Norvell 
(Continued from page 50) 





hardware trade of the country is that somebody in the 
hardware business is profiteering. 
* * . 


As a result of this state of mind on the part of the 
retail merchants, they are buying goods only as ab- 
solutely needed. They will not buy futures as they 
did in the old days when they had confidence in prices. 
Does any sane student of the hardware business believe 
that this condition will change as long as prices re- 
main as high as they are at present? Personally, I 
do not think so. 

* * % 

Recently a hardware manufacturer called on me 
and told me about the great improvements he had 
made in manufacturing since I went through his plant 
a number of years ago. He told me of machines that 
he had put into use that did the work of many expert 
and high-priced men he formerly employed. He said 
it had been his policy during the recent years of 
great prosperity to put his manufacturing and distri- 
bution on such a low basis of cost that he could meet 
any competition with which he might be faced in 
the future, either domestic or foreign. I congratulated 
this gentleman upon his improvements and foresight. 
Afterward I took occasion to inquire about the present 
prices of his goods and found he is selling them at 
prices just three times what they were in 1914. 


* * * 


In the year 1920, almost every leading line of busi- 
ness in the United States went through a drastic 
period of liquidation. Prices declined. Both manu- 
facturers and jobbers were compelled to take 
enormous losses. The result of this liquidation, how- 
ever, was that these lines ef business got down to 
hard pan and since then business has been gradually 
improving. On account of the readjusted prices, mer- 
chants in these lines are not afraid to buy. 

- * * 


In 1920, however, when other lines were being 
liquidated, an enormous building boom started in all 
parts of this country and as a result of this boom, 
the hardware business was good and profits were large 
when other merchants were having a hard time. The 
building boom has continued until the present time. 
Manufacturers of builders’ hardware, of tools and of 
hardware lines generally have had an unprecedented 


era of prosperity. 
* * * 

Nevertheless, the thoughtful student, when he ob- 
serves the drift of events in building; when he con- 
siders some of the principles laid down in this 
article; especially when he compares hardware prices 
of today on many lines of goods with prices prevail- 
ing before the War, is.led to think that the hardware 
trade will be very fortunate indeed if, in the near 
future, it is not forced into a period of liquidation 
that, on account of abnormal and unusual conditions, 
has long been delayed. : 








HARDWARE AGE 93 


A reade Crystal (( offee Mill 


April 22, 1926 


“Three Musketeers’’ 
of Lewiston, Maine 




















H. C. Whitman, E. L. Coombs and Albert W. Chase, 
known as the “Three Musketeers” of the J. H. Stetson 
Co., Lewiston, Me. 











of J. H. Stetson Co., Lewiston, Me. They are 
Horace C. Whitman, born in Turner, Me., on March 30, 
1850; Elbridge L. Coombs, born in Bowdoin, Me., on 
Nov. 1, 1856; and Albert W. Chase, born in Law- 


rence, Mass., on Dec. 30, 1866. 
Look ’em over. All three are quiet living men is the attractive finish; furnished in either white, blue or 
black enamel, to harmonize with other kitchen furnish- 


without any real hobby except work; all three church ings. The Crystal is truly a part of the modern kitchen. 
members. If we remember the story of the Three 
Musketeers correctly, there seems little connection 
with the daily lives and characters of the original and 
twentieth century, Lewiston, Me., brand. The nick- 
name “Three Musketeers” was bestowed because of 
the friendship and good fellowship which has existed 
between them for many years, and because it seemed 
to convey to co-workers the influence these men have 


EREWITH are presented the “Three Musketeers” 





Neat appearance, combined with long and satisfactory 
service, has gained for the Arcade Crystal Coffee Mill, 
the approval of thousands of housewives who are using 
them constantly. Among its many distinctive features, 


Coffee, once ground, quickly 
loses its flavor and freshness. 
It should be used immediately. 
The Crystal is the means by 
which this can be most easily 
accomplished. The air tight 
glass container holds a pound 
of whole coffee beans. Then 
, a turn of the handle—ground 

coffee; coarse or pulverized as 
you wish, to be used immedi- 
ately and thus obtain the full 








over the Maine establishment. grinding y tt ee 
neness. 


The three are employed in the tinsmith department 
Ground coffee should be ac- 





of J. H. Stetson Co. Whitman has been with the 
concern for thirty-nine years, Chase for forty years, 
and Coombs for forty-six years. It is doubtful if 
many New England hardware concerns can boast of 
three men, of equal type, who have served so long 
and faithfully. 

As might be surmised, the J. H. Stetson Co. is no 
overnight mushroom affair. It was founded back in 
Civil War days, in 1863, by Joseph H. Stetson, and 
is carrying on in its original location with Edward 
S. Stetson, son of Joseph H., and his two sons, Edward 
S., Jr., and Harvey L. Stetson forming the company. 
The business was incorporated in 1900. 


Selling Paint Uses 


You have probably noticed that many of the houses 
in your town are badly in need of paint, and you have 
probably figured that if even a small percentage of 
the householders were to give their property the at- 
tention it needs, your paint sales would take a sudden 
jump. The value of this property is rapidly depre- 
ciating through the lack of paint, why not take an 
ciating through the lack of paint, why not bring this 
fact to the attention of householders? 





curately measured. Read the 
scale on the graduated re- 
ceiving glass, and the proper 
amount will be obtainéd. 
The Crystal Mill can be at- 
tached to wall or kitchen 
cabinet in any convenient 
place. 


Coffee.” 





ment 


ARCADE MFG. CO., 


ARCADE 


HARDWARE 
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Write us for a quantity of our free 
booklets—‘‘6 Rules for Making Good 
They contain information 
about good coffee making, of interest 


to your customers. Address Depart- 


Freeport, Ill. 
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Machine Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On % inch bolts, 2 inches in length, let us assume you buy at a 60 per cent discount, and that you 
wish to sell at 33% off list. You would find the 2 inch column and run along it until you were under the 33% off list 
discount, which in this case would be 267—your selling price. Should you on the same number have a quantity 
order, you could quote 40 or 50 off list by the same method. In this case the quotations would be 240 and 200 
respectively. List prices are per 100. 
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SINK BOLTS—‘ Ane inch sibeneanintild 
pee ci oe ~ ned: enemas | ELEVATOR BOLTS—('4 inch diameter) 
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Tl oat oor | ane | aan | gaol ten) teal tae || Editor’s Note.—Additional charts on machine bolt sizes 
sl a = . % inch, % inch, etc., will appear in subsequent issues. 
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This is the second installment of a complete series of machine bolt prices, to be published weekly. 


Reading matter continued on page 96 
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“ANCHOR BRAND” 
CLOTHES WRINGERS 













770B Bicycle 10” 
Rolls Ball Bearing. 
771B Bicycle 11” 
Rolls Ball Bearing. 
Warranted for 3 
years for family 








use. 
| | prCHOp 
Have been true friends to housewives for over a BRAND 
generation. 
The satisfaction they give makes more sales and wins 
more friends. TRADE) MARK 
Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 
Best on Earth. Every One Warranted. 
L.M. CO. 
ERIE. PA. 


Lovell Manufacturing Co 
ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 




















BALL BEARING CASTERS menage 
“ACME” casters are ball bearing casters. They have taken Machine Screws 


the place of the old-fashioned rigid, hard-to-move caster 


which our forefathers used. Rolls easily and quietly in 
pi Gasslion. , for the 
Acme Hardware Trade 


From Your Jobber. Send for Catalogue. 
THE SCHATZ MBG. CO. 


et ggg NEW YORK 
GENTS: J. C. MeCasty & Co., 
= Murray St., New York City 





HARVEY HUBBELILZ 


MACHINE SCREWS 
BRIWGEPORT CONN. U.S.a 


SEW VORK. Vv. 
es inet sem ey 


Ww __W 




















Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "7." 


Selling Agents 
- Wiebusch & Hilger, Ltd. 
No. 1111—6 inches Wide Heel Cut Back ee 
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Don J. Foss 
first vice-president 
and general 
manager 


Clg P. Foss, 
treasurer a 
sales manager 


Adam Foss, 
founder, 
in 1851 








AGE April 22, 1926 





Walter D. Foss, 
president seco 
vice-president and 
manager of ad- 
vertising and 
sales promotion 


Walt R. Foss, Oscar H. Foss 
nd ‘ Director 


Wooster Brush Co. Celebrates Its Seventy-Fifth 
Anniversary 


N 1851, in the little Ohio village of Wooster, Adam 
| Foss started making paint brushes. The business 
which he started became the Wooster Brush Co., to- 
day well known and celebrating, in 1926, its seventy- 
fifth anniversary in the paint brush manufacturing 
business. Mr. Foss had but one idea in mind and that 
was to make a brush which was a little better than 
those in common use in 1851. He used only the best 
materials, the handles and ferrules were hand made. 
What he lacked in material Adam Foss made up for 
in ability and imagination and soon he was buying ma- 
terials from such distant points as Cincinnati and 
Cleveland. 

The third generation of the Foss family is now in 


control of the business, buying materials all over and 
enjoying a sale of paint brushes through hardware 
dealers and to painters everywhere. 

The spirit of the founder passed on to succeeding 
generations. His successors have carried on the 
ideals and aims of Adam Foss and are still operating 
at Wooster, Ohio, with a business which has increased 
a thousandfold since 1851. 

Walter D. Foss, grandson of the founder is the 
president today. With him are his four sons: Don J. 
Foss, first vice-president and general manager; Cliff 
P. Foss, treasurer and sales manager; Walt R. Foss, 
second vice-president and manager of advertising and 
sales promotion, and Oscar H. Foss, director. 
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Bath Room Fixtures 





So great is the demand for these popular Bath 
Room Fixtures that we are compelled to make 
nearly three hundred different patterns to meet 
requirements. 


This large and constantly increasing demand can 
be traced .solely to the original and distinctive 
designs of RINGCO Bath Room Fixtures and the 
fact that being made of SOLID BRASS, highly 
polished and heavily nickel-plated, they never 
rust and wear out. ; 


Send for latest Catalog and investigate the sales and 
profit possibilities of the RJNGCO line. 


AMERICAN ‘RING COMPANY 
Waterbury Connecticut 


Branch Offices: 


Boston—1!70 Summer St. New York—2 Hudson St. 
San Francisco—!!16 New Montgomery St. 
Chicago—29 E. Madison St. 



























No more 
CRANKING 
lots more / 




















_ ie ici 














People want 
Home-Made 
ice cream. 














But they 
—— Cranking days are going ... fast! Hundreds of 
| hardware merchants are making more money with 


Auto Vacuum Auto Vacuum, year after year. 











is the only 

* ee ngmaal This season, with stronger selling, with redoubled 

nee advertising, with the momentum of PROVEN 

sonaion” ats success— Auto Vacuum swings into its biggest year. 

the work... The “NO CRANK” freezer is definitely past the 

— ” trial stage. Today it is a nationally-accepted house- 

etter. ; : ; 
hold necessity. Are you displaying it well? Are you 
¥ — = | featuring it? Profits come from pushing WINNERS! 

Auto Vacuum Freezer Co., Inc. oo Auto SULT 
220 West 42nd St., New York. pose 


ONEROUS Ra 


Auto keeps things cold, 
| crisp, fresh, for 48 
( : hours. Ideal for car 


~ the NO CRANK freezer 
~ the portable refrigerator 














Vacuum 
Freezer 





Fav. vuMtit 


Freezer 


Auto 


Vacuum 


=|  dhe-Easiest oF ALL FREEZERS 40 Sell 


“Take it along | E"Vety Customer you have who likes ice cream, 
in the car’’ can yield an Auto Vacuum profit. Nobody 


Auto Vacuum is the 


one freezer that likes to crank! Every customer who owns a 
lL Leta cnt cat, can well use the freezer, or the new 


spill. Load it in the 


car when you start portable refrigerator, or both. And every CuSs- 
.. enjoy delicious ice 


creamwheneveryou tomer who ever has the camping habit, needs 
stop. . 
Auto Vacuum ... as a refrigerator. 





























No other freezer, scarcely any item in your 





Used as a portable 


























Vacuur . ° = 
of sfigaeaaal ij store, gives you so wide a market to sell—so 
< peels ; 7 steady a profit—on so small an investment. 
: é O n veeps YY . m 
a salads, sea foods, i ee Put your efforts where the field is richest. The 
os? and fresh for 48 ad first step is to clip the coupon below NOW. 
Kita rs _— To put it off is simply to put profits off! 
; fm LL) 
» : 4 = ——- | Putice and salt in one end, pour 
> cream mixture in the other end 


and let it freeze. Who wouldn’t 
. ° °49 

Nationally advertised — guar- ee makeice cream when it’s as easy 

. — as that? Do your customers 





Avio 'Y anteed—endorsed by Good bade : 
Vacuum Housekeeping and New York - know how easy it is? It’s up 
Freezer, Tribune Institutes, Priscilla | to you. 

= Proving Plant, and other sim- | 

Auto ilar authorities ‘ ‘ 2 
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Auto 
Vacuum 
ifcatal 








Auto 


Vacuum 


> dcuum 
m The NO CRANK freezer 
The ideal summer special 

















This striking window display is 
ready for hardware merchants 
who really WANT to make 
their windows WORK! 











Auto Vacuum Freezer Co., Inc. H 
220 West 42nd Street, New York. A 


[ ] We're selling Auto Vacuum now. 
Send details of window display. 


[_] Send outline of profit-possibilities in featuring 
Auto Vacuum. 




















Name 








Firm 











Address 











Preferred jobber 














April 22, 1926 


HARDWARE AGE 99 


Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not in 
all instances been verified by us. 


Hawkins & Miller, Inc., in the hardware business at Aroyo 
Grande, Cal., has established a branch retail store at Pisno 
Beach—a modern and well equipped retail establishment. 


Robert Fulton and N. W. Roger have acquired the retail 
hardware business formerly conducted by L. O. Wertenberger, 
at Laketon, Ind. 

The firm of Perry & Perry has succeeded to the hardware 
business of L. E. Price at 3112 North 27th Street, Birmingham, 
Ala. 

Kasimer Kolomyski, in the retail hardware and paint business 
at 623 West 119th Street, Chicago, IIl., is reported as having final 
plans under advisement for the construction of a new two 
story store building at Lowe and 119th Street. An addition to 
the present store will also be erected. 


Shurtleff & Jarbe have acquired the hardware and stove 
business of the late Harry Dalby, at Grayville, Ill. The new 
owners will shortly move to a new location and greatly enlarge 
its present stock, installing modern fixtures. 

W. C. Sloan, operating a retail hardware store at Verdon, 
Neb., recently suffered a severe fire loss when his store building 
burned to the ground. Plans are underway for rebuilding. The 
new store will be a one story brick and steel structure. 

The Lewisville Hardware Co. has been organized and in- 
corporated at Lewisville, Ark., with a capital of $15,000, by 
H. H. Clayton and associates. It is planned to establish a local 
retail store. 

Edward Bilker has purchased the hardware business of Joseph 
Keiserman, 1826 Ridge Avenue, Philadelphia, Pa., and will 
continue the business under the firm name of the Girard Hard- 
ware Co. 

F. T. Perry & Sons Hardware Co. has been incorporated at 
Cushing, Okla. It is an old concern, with an established busi- 
ness. 
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Rivets 


Roofing Nails 







Paul W. Newton and Paul Buchman have recently estab- 
lished a retail hardware store at 501 Queen Avenue, S., Seattle, 
Wash. 

Herman Nochonson is now operating a retail hardware and 
paint store at 351 Bloomfield Avenue, Caldwell, N. J. 


E. Kamelin and associates, Cleveland, Ohio, have organized 
and incorporated the Western Hardware Co., in that city, with 
a capital of $10,000. A new store will be opened at 627 East 
99th Street within a short time. 

The Bernard Wilke Hardware Co. has been incorporated at 
North Olmstead, Ohio, by Otto Wilke and associates. It is 
capitalized at $25,000 and it is also planned to establish a 
retail hardware and paint store in that village. 

The Avon Hardware Corp., Avon, N. Y., a recently organized 
concern, with C. E. Mookin as president, will conduct a local 
hardware and auto supplies store. 

Weaver & Hovis, in the building supply business at Cochran- 
ton, Pa., have opened a new hardware and housefurnishings 
establishment in that town. 

Boulevard Hardware Supply Co., Hollywood, Fla., incorporated 
with a capital of $10,000, is now located in a modern retail 
store in that city. 

The Barrette Hardware is now established in its new location 
at 282-4 South Main Street, Fall River, Mass., having moved 
from 278 S. Main Street, that city. 

The Kellett Hardware & Electrical Co., recently incorporated 
at Alexandria Bay, N. Y., will open a new retail store in the 
Transportation Bldg., that city, within the next month. 

A. F. Lebo has succeeded to the hardware business of Earl 
E. Wilhelm at Myerstown, Pa., and will assume possession 
June 1. 

The Pioneer Mercantile Co. at Bakersfield, Cal., in the hard- 
ware and implement business in that -— has plans under way 
for a two-story addition, 100 x 125 feet in size, at 20th and N 
Streets. Gus Schamblis is president. 


T. E. Fuller is discontinuing business at Cadillac, Mich. 
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Pipe Couplings 
Scratch Brush Wire 








2. 
BRIDGEPORT, CONN. 
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THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 


SSS SPAS S WMI IMO SEMI MEME MEMEO IE MMMM EMME MOE MEME EERE MEE REE AEE MEME AE AEG 


Trade Mark 


RTO IE NOREEN NE IOHEOREERC EERE EEE EC ECAC ETS 


SSS 


» SB. BB DD DD De Sede 


eee ow 





| 
| 
| 
| 
) 
| 
) 
| 
) 
| 
| 
| 
| 
| 
| 
| 
| 
} 
| 
| 
) 
| 
! 
| 
/ 


100 


Pyrofax Gas Service for 
Suburbanites 


The Pyrofax Division of the Carbide 
& Carbon Chemical Corp., 30 East 
Forty-second Street, New York City, 
has announced the placing on the mar- 
ket of its new product, known in the 














~~ 





trade as Pyrofax, a gas with a greater 
heating value than city gas. It is sup- 
plied in steel cylinders in such a highly 
condensed form that the equivalent of 
about 5000 cubic feet of city gas is | 
discharged from a single cylinder. 


It has been developed especially to | 


meet the needs of suburban and coun- 


try homes for economical, efficient and | 
It is easily in- | Tear. axles and is a very simple and 
: | handy tool for this purpose. 


dependable gas service. 


stalled in the home. 


HARDWARE AGE 


A radical improvement in the design 
and function of the bulb assembly is 
noted. It is locked in place by a quar- 
ter turn, permitting bulb to slip into 
perfect alignment through opening in 
reflector base. Shock absorber  pro- 
tects bulb against accidental jolts and 
possible breakage. 





New Ford Sleeve 
Pulling Device 


Among the products now being 


'manufactured by the Bear Mfg. Co., 


| 
| 
| 
| 
| 


manufacturer of automobile accessories, 











| Rock Island, Ill., is the Bear Sleeve 
| Puller, illustrated herewith. 

It is especially designed for pulling 
sleeves on Ford and Ford ton truck 


New Model Johnson Gas 
Furnace 


Designed with a fire box heavily 
lined with fire brick and with a bal- 
"anced door that makes opening and 
_closing easy as well as _ rapid, the 


The equipment | 


consists of a handsome and substantial | 
enameled steel cabinet containing the | 


necessary controlling equipment and a 


duplicate supply of Pyrofax, confined | 


in steel cylinders. It can be installed 


in any convenient spot adjacent to the | 
The product is conveyed from | 
the cylinder to the kitchen range or 


house. 


water heater by means of a small iron 
pipe. Te use it one simply turns on 
the gas as in the city and lights it. 


New Yale Flashlight 


The Yale Electric Corp., Brooklyn, 
N. Y., has brought out its new Yale 
Focusing Electric Searchlight, desig- 
nated as No. 3205. 


It will throw a clear, penetrating 
beam of light over 600 feet and has a 
perfect parabola reflector, combined 
with an accurate focusing device, with 
especially selected bulbs. 





Johnson Gas Appliance Co., manufac- | 
Cedar Rapids, | 
Iowa, has recently placed on the mar- | 


turer of gas appliances, 


ket its No. 700 Johnson Oven Furnace. 
The approximate shipping weight of 


this new furnace is 725 pounds; it has 
a gas connection for a 1%-inch pipe | 
-and its maximum gas consumption is 


240 cubic feet per hour. It occupies a 
floor space of twenty-seven square 
inches and is forty-eight inches in 
height. 

The furnace is especially designed 
for carbonizing, hardening and anneal- 
ing service and eliminates the use of 
_motors, blowers or air pressure of any 
| kind. 
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Bear Steel Fingers 
and Pick-Up Pliers 


The Bear Mfg. Co., manufacturer 
of automobile accessories, Rock Island, 
Ill., is now marketing what is known 
to the trade as the Bear Steel Fingers 
and Pick-Up Pliers. 

This new device will get into the 
corners and tight places and can be 


used to pick up any articles that may 
have dropped into the transmission, 
pan or any other inaccessible place. In 
general, it is designed as a handy tool 
for use in tight places. 

It is a convenient tool for use around 
punch presses and other dangerous 
machinery, where the use of human 
fingers is unwarranted. 


Mossberg Announces New 


Socket Wrench Set 


Designed for service work on all 
makes of automobiles, the Frank Moss- 
berg Corp., Lamb Street, Attleboro, 
Mass., has recently brought out what 


is known in the trade as its No. 82 


Heavy Duty Socket Set. 
This set features interchangeable 


sockets complete with standard Moss- 
berg ratchet handles, making the set 
‘ideal for garage repair work. 


The set contains eighteen sizes of 


tee handles, speed brace wrenches, off- 


set wrenches, as well as other combi- 
nations, and weighs’ twenty - four 


pounds. 


It is furnished in brown enamel steel 


and the kit is 4% by 11% by 20% 


inches in size. 


Brown Fence & Mfg. Co. 


Issues New Catalog 


The H. L. Brown Fence and Mfg. Co., 
Cincinnati, Ohio, has announced the 


| publication of a convenient new twen- 
'ty-three page and covers catalog and 


price list. 

The book is of a handy size, com- 
pletely describing and illustrating the 
company’s line of Norwood fence 
products. 

A copy is available to anyone in the 
trade by addressing the firm. 


Reading matter continued on page 102 
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WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


Service 





Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 
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We Give an Absolute Two-Year Guarantee 
Covering This Check 
Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 
Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 





101 








They Keep 


Turning 


A tool stock is profitable 
only when the demand 
keeps the stock turning. 


Dealers who sell Genuine 
Coes Wrenches never 
worry about “Dead stock.” 


Both Knife-Handle and 
Steel-Handle models come 
in seven sizes to meet every 
requirement. Range 6” to 


21”. And they SELL. 


Keep supplied through 
your Jobber. 





COES WRENCH CO. 


“In Business Since 1841’’ 


Worcester Mass. 
SELLING AGENTS 
.. poe i PPP ere 29 Murray Street, New York 
JOIN GRAHAM & CO..... 113 Chambers St., New York 


FENWICK se 8 Rue de Rocroy, Paris, France 














DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Ques 


yy” Diam. with Eye 7%” Inside 
Ye 1, 
ee a 
i ”™ 


Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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Automatic Milk Bottle Cap 


Designed to fit any standard-size 
milk or cream bottle, The Phillips-Laf- 
fitte Co., Pennsylvania Building, Phila- 
delphia, Pa.; has placed on the market 
what is known to the trade as the 
Magic Sanitary Milk Bottle Cap. The 
cover opens as the bottle is tipped in 








pouring and closes again when the bot- 
tle is set upright. 

It is made entirely of pure aluminum 
and block tin, and will not corrode or 
turn dark. A special feature of this 
new item is that it can be taken apart 
in a jiffy and washed as easily as a 
cup or saucer. There are only three 
parts, strongly made and of simple 
construction. 





A New Company with a New 
Product 


There has recently been organized a 
new company manufacturing a new 
product which will be handled through 
the hardware stores. The company, 
The National Powder Paint Co., Min- 
neapolis, Minn., is placing on the mar- 
ket Creokote, a _ disinfectant white 
paint. The paint is put up in powder 
form and is ready for application when 
mixed with water. 

It is intended principally for rural 
use, by poultrymen, dairymen, stock 
raisers and farmers for disinfecting 
purposes, and is said to have the ad- 
vantage over ordinary disinfectants of 
producing a high quality paint surface 
and a thorough disinfectant job at the 
same operation. It can also be used in 
dry form effectively against insects on 
garden plants and shrubbery and as a 
spray for trees. 

Creokote is sold in five, ten and fifty 
pound packages. 





Aluminum French 
Fryer 


The Aluminum Goods Mfg. Co., Mani- 
tewoc, Wis., has added a deep fat or 





French fryer to its lines of cooking 
utensils. The pan is twin lipped and 
has a capacity of 3% quarts. 
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The wire basket is rust proof. It is 
provided with supporting arms which 
rest on the edge of the pan when 
draining—this is an exclusive feature 
with patent rights pending. 

The fryer, in addition to being ideal 
for making French fried potatoes, 
doughnuts, corn fritters, potato chips, 
etc., has many other uses. Individually, 
the pan can be used for a sauce or 
stew pan, and the wire basket for col- 
ander purposes. 





Special Sawset Now Special 
No. 95 


Charles Morrill, Inc., 100 Lafayette 
Street, New York City, has changed the 
name of its Special Sawset to Special 
No. 95, as it has been found to be gen- 
erally so known throughout the trade. 

This set takes its name from the fact 





that it was patented in 1895 and differed 
from its predecessors in that it had 
an adjustable, rotatable anvil eccentri- 
cally beveled so as to give the proper 
depth of set to any hand saw, and fully 
indexed so that any person could use it 
regardless of whether or not he was 
skilled in setting a saw. 

The anvil has been improved recently 
by being beveled both for angle and 
depth of set so that at one setting of 
the anvil the saw tooth is given both 
the correct angle and depth of the set. 


Hodell Chain Rack 


Here is an entirely new and useful 
rack built to help hardware dealers 
merchandise coil chain. It provides a 
very efficient means of selling coil 
chain, because it can be easily hung on 
a post or a wall. To sell chain from 
this rack it is only necessary to pull off 
the amount of chain needed and cut it 





off. 
The display pictures on the rack 
suggest several uses for chain around 


- ° 





the home and for repair purposes. 
Displayed in a place in the store where 
customers can see it, it will increase the 
sale of coil chain very materially. The 
Chain Products Co., Cleveland, Ohio, is 
furnishing these chain racks to all of 
their dealers in order to help them build 
their volume on coil chain. 
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New “Parallel”? Valve Lifter 


Among the recent items placed on 
the market by the Frank Mossberg 
Corp., manufacturer of wrenches and 
tools, Lamb Street, Attleboro, Mass., 
is its No. 654 “Parallel” Valve Lifter 
for Ford cars. 

It is designed especially as a valve 
spring lifter for Fords and combines 





the desirable features gathered from 
experiences of study of this important 
work. 

The swinging bucket on the top end 
allows the springs to rise in the proper 
plane without binding them and then 
the pins are easily removed. The 
double leverage lifting feature makes 
it an easily operated device. 

The lifter is furnished in burnished 
nickel and made of steel. It is seven 
inches in length and packed six to a 
carton. 


Clothes Basket with Folding 
Legs 


Made of a fine quality maple woven 
veneer and designated to the trade as 
the Paragon Basket, the clothes bas- 
ket with the folding legs, the Paragon 
Basket Co., Ionia and Fulton Streets, 








recently 


has 
placed on the market a clothes basket 
of this type, as illustrated herewith. 
It is securely bound at the top and 
bottom is more than usually substan- 


Grand Rapids, Mich., 


tial. 

basket is furnished with 
smoothly finished, easy grip handles. 
The under structure is built light but 
is so strong that the basket will hold 
200 pounds. Adjusted coil springs and 
only first class hardware are used in 
its construction. 


-——————— 


New Reach Athletic Catalog 


A. J. Reach Co., Philadelphia, Pa., 
has recently issued a catalog and price 
list featuring its line of athletic equip- 
ment. The catalog contains 50 pages 
and is profusely illustrated. It is of 
handy size and conveniently arranged 
to expeditite reference. 


Reading matter continued on page 104 
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No. 231, 3% In. 





Ne. 234, 1% In. Special Washer 


SLOTTED SCREW TIPS G35 


This slotted screw Tip has been made principally to satisfy a demand for a Gale" of 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent a@talog 
the rubber head from pulling off. Write for full information. ee Pee 18 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


| Buraloyy (PF: 


~A BETTER WIRE CLOTH" 


Blows Itsel | 
“Buffalo” standard hardware 


The Champion No. 30 g “Buffalo” stand dwar 
” = grade wire cloth is quick sell- 
Automatic Blow Torch 2 ing because it is superior 
= 




































value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 

BUFFALO WIRE WORKS CO., INC. 

518 Terrace (Formerly, SCHEELER'S Buffalo, N. Y. 






Built to last a lifetime. Will give a 
flame of 1700° for three hours on one 
filling. Equipped with a detachable 
shield for outdoor work. 


This handy torch sells. 


The Lenk Mfg. Co. 


36 Merrimac St. Boston, Mass. 


a IVER JOHNSON 


NATIONAL SHOW 


CARD WRITER 
paid for itself the BICYCLE — VELOCIPEDES 





















first week in “Mak- 
ing Signs that Made || | SHOTGUNS — SAFE REVOLVERS 


We will gladly send ALL BIG SELLERS 


you an _ Illustrated 
Folder which shows 
38 different SIGNS 
made ¥ ith a NA- 














TIONAL 9 

Your youngest Iver Johnson’s Arms & Cycle Works 
erk can do 

the work. The 332 River St., Fitchburg, Mass. 

Write! New York, 151 Chambers S8t.; Chicago, 108 W. Lake St.; 

1602 Uni i A San Francisco, 717 Market St.; New Orleans, La., 625 Pine &.; 
National Sign Stencil Co. Paul epeeeeed Minn, Ogden, Utah, 2827 Grant Ave. 
Pacific Coast Office—206 Chotiner Bldg., ~ = Angeles, Cal. . 











| Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 


ROME N. Y. 
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HOWES YANKEE HOT AIR DAMPERS | 






Steel—so 


unbreakable 


For furnace 
and ventilator 


Samples for 
installers. Reg. 


Make hot air 
U. S. Pat. Of. 


flow to cold 
rooms. 








THE 8S. M. HOWES CO., 507 Medford St... Charlestown, Mass. 
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HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





- 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales."" Send Coupon 
TODAY for your copy. ’ 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 


Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 


Se eee ee ee ee ee 
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Hamp Williams on Profit Margin 


(Continued from pages 56) 





but our merchandise. Everybody advised us to mark 
our prices down and take our losses, which we did. 

Retailers and farmers get more free advice than 
any other class of business men in the world and 1 
guess we need it. We are certainly not setting the 
world afire making money; but of the two, the farm- 
ers have it on us. I contend that when goods are 
sold on a small margin we must sell volume and develop 
a rapid turnover if we are to make any money, and 
here is the proof that quantity buying, turnover, and 
volume produce big dividends: 

In 1924, department stores selling $250,000 turned 
their stocks upon an average of two times, and made 
no profit. Department stores selling $10,000,000 or 
more, turned their stock four and one-half times and 
made a profit of more than 4 per cent on their sales. 
Was it quality that we hear so much about that makes 
the big difference in turnover and net profits in these 
two cases? I should say not. The explanation is that 
large department stores can sell at our cost and make 
a profit. 

Some of my hardware friends may want to see a 
report on our 1924 business. Here it is from the 
National Retail Hardware Association: 

In 1924, 299 retail hardware stores reporting sales 
running from $25,000 to $40,000, said their average 
net loss was .48 per cent, stock turn 1.96; 182 retail 
hardware stores reporting sales running from $100,000 
to $400,000, said their average net profit was .805 per 
cent, stock turn 2.54. There you are: 299 lost, 182 
made less than 1 per cent. There were 236 reported 
sales amounting to less thah $25,000 that lost 234 per 
cent, and there were 266 stores that made 0.06 per 
cent; and 277 that showed an average of 1.28 per cent 
profit and their sales were from $60,000 to $100,000. 
Here is the sum total—out of 1.267 retail hardware 
stores reporting from all sections of the country, 705 
showed a total profit of 2.19 per cent; 562 showed a 
total loss of 3.23 per cent. Those selling the least are 
those which lost the most. How long will we last at 
this rate? 

Competition 


The manufacturers have catered to catalog houses, 
department and chain stores until the latter have be- 
come so powerful that they are building and controlling 
factories in many lines. A catalog house in Kansas 
City which failed to get satisfactory prices on wire 
rope went a short distance outside the city and erected 
a wire rope factory, and they will continue doing this 
if the manufacturers don’t wake up. 

The small retail merchant can’t combat such com- 
petition. The public knows that much. They know 
that we can’t compete with catalog houses doing a 
business of $288,000,000 a year, the goal set by Sears, 
Roebuck for 1926. The wholesalers and manufactur- 
ers of hardware are complaining about the small quan- 
tities which we buy and insist on larger orders. These 
orders will be smaller than they are if something is not 
done to relieve us, and when the retailers go they will 
take the wholesalers with them, and the manufacturers 
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will come face to face with competition which they 
‘helped create. 

A distress signal is being sent out warning us 
against installment selling. That is our plan of keep- 
ing the money at home. If everybody had money, 
they would buy their Ford cars in Detroit and drive 
them out and save the freight. Installment selling 
keeps the money at home, helps the railroads and holds 
the catalog houses and chain stores in check for a 
while; but if it is safe merchandising they will get 
into it sooner or later. Their capital and credit is 
almost unlimited, and they are merging when neces- 
sary. 

If manufacturers would adopt Henry Ford’s plan 
and manufacture goods to compete with all kinds of 
competition and then do as he is doing, give us a 
margin of profit sufficient to take care of increased 
expense and overhead with a fair net profit left to us 
retailers, we could and would rise above the low record 
we are now making. 

It is not too late for the manufacturers, wholesalers, 
and retailers of this country to get together and 
formulate plans by which a legitimate profit can come 
to all of us. There is no doubt that the proper, sane 
and practical channel of distribution of merchandise 
is from manufacturer to wholesaler to retailer and 
consumer. 





Give Them a Place to Play 


LENTY of room for dives and dens (glitter and 

Pp glare and sin)! 

Plenty of room for prison pens (gather the criminals 
in)! 

Plenty of room for Jails and courts (willing enough 
to pay)! 

But never a place for the lads to race; no, never a 
place to play! 


Plenty of room for shops and stores (Mammon must 
have the best)! 

Plenty of room for the running sores that rot in the 
city’s breast! 

Plenty of room for the lures that lead the hearts of 
our youth astray, 

But never a cent on a playground spent; no, never a 
place to play. 


Plenty of room for schools and hall, plenty of room 


for art; 

Plenty of room for teas and balls, platform, stage and 
mart. 

Proud is the city—she finds a place for many a fad 
today, 


But she’s more than blind if she fails to find a place 
for the boys to play! 


Give them a chance for innocent sport, give them a 
chance for fun— 

Better a playground plot than a court and a jail when 
the harm is done 

Give them a chance—if you stint them now, tomorrow 
you'll have to pay 

A larger bill for a darker ill, so give them a place to 


play! 
—Denis A. McCarthy 
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ONE-PIECE, HEADS CAN’T LOOSEN 


Decided improvement over the common felt or tin and nail 


types. hey have sharp true points. Drive in from any 

angle. Thick heads resist rusting. Sizes: !” and 1%”. 

Packed in 100-lb. kegs and 5-lb. boxes for store trade. 
Send for Samples and Prices. aa 


Crescent Brass & Pin Co. 


trae SIMPLEX wax 


Reg. U. S. Patent Office 


ROOFING NAILS 


Made with extra large heads 
assuring unusual holding 
power. Heads are curved. 
Edges will not curl up when 
driven. All Simplex Roofing 
Nails are 


Detroit, Michigan 
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(0) |NDEPENDENTIOCKCO,ID 


Manufacturera of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 


A Beautiful Lock Set 


Beauty stands right out in our No. 
250-B Mortise Set. The design of 
the Glass Knobs wins instant ad- 
miration. They are smoothly 
ground and polished and_ silver 
backed, giving a high lustre. 
Extra strongly: 
made to give long a ¥ 
service. Profitable 

atalof | Buyers 
sellers. Send for ‘ 6/8 atalog 
Catalog No. 7. 





250 B 


Fitchburg, Mass., U. 8S. A. 











This handsome 
od display stand is 
¢ given you. with 
bi your initial order 
’ for one or more 
500-foot reels of 
Home Comfort 
Weatherstrip. 
Lithographed in 
colors, with com- 
partments for 
packaged, enam- 
eled, rust-proof 
tacks and circu- 
lars. A handy 
helper that makes 
sales fer you. 
Home Comfort Weatherstrip is nationally adver- 
tised. Customers know it and want it. It sells on 
sight. There is no waste or deterioration. It is 
foot-marked with a dot, and you cut off exact 
footage wanted, from the reel, like rope, quick and 
easy. The demand is for the genuine. Cheap 
imitations and substitutes don’t pay nor give satis- 
faction. Order from your jobber, or direct, giving 
jobber’s name. 
PATENTED 
Nome Comrorr 
E. J. WIRFS ORGANIZATION 
Sole Manufacturer and Patentee 
128 S. 17th St. St. Louis, Mo., U. S. A. 





TACK PACKAGES 





Vite. TACK P 
= "7 ACKACES 





Sells 
on Sight 
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‘Pecfeer 


The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and Hard- 
ware cloth. All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 


AINTED SCRE 
Wire Cloth. WIRE CLOTH 


And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 





LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
Galvanized Painted 
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(Steel Wool in Readi-Form) 


The new self-seller! a eae 
















. : : . three grades—fine, 

This new Handi-Rolls package puts new life into Steel Wool medium and coarse. 
sales! It’s American Steel Wool in its most convenient form. te ne nguyen ay 

| Convenient for the consumer, because it gives hand comfort and 12 dozen to the case, 


it’s not necessary to pull steel wool apart to get enough to use. 






Just show your customers how these convenient rolls fitthe hand 
and fit the work and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 


9-11-13 Desbrosses St., New York, N. Y. 









Write for samples. 
mentioning your job- 
ber’s name and eity. 
Display and show ,{ 
eards, electros and § 
eirculars for 
mailing fur-¥ 
nished free. 
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S originators of the Tu- 
bular and Clinch rivets 
and with a record of more 
than fifty years of successful 
accomplishment behind us, 
we know that this product 
cannot be made better or 
priced fairer than we make 
them and price them. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





ere isa GRIFFIN 
— made for par- 
ticular we with every 
door that swings in 
buildings large a small 


UNEEIN 


Manufacturing Ca 


ne PENNSYLVANIA 
vicinal ranch Offices__, a 


45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST. BOSTON 








TUBULAR RIVET & “STUD 
COMPANY 


BOSTON 
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rs American Steel & Wire 


AY tWHEN you stock Brush- Co 

Y AS? W Nu oe are selling che " mpany 
C best brand o! paint Chicago, New York, Bestea, 
es Ne brush cleaner Softens the Denver, Birmingham, Dallas. 

A! . — oy . hardest brushes in tive co cen U. 8. Steel Products Co. 
eres) inutes. Over 250 leading | San Francisco, Les Angeles, 

apes) jobbers recommend and dis. Portland, Seattle. 
7 : BARBED: Elwood Glidden, 


—_— ° 
tribute v exclusively. 
Am. Glidden, Am. Special, 
Le In STAPLES’ TACKS. Hut Gal ined Nail 
$1.50 For Two Dozen BrushNw. | FENCES; American, Royal, Anthony, 
: Stes National, U. Banner, Steel Gates. 
$1.60 Ou1 West PAINT BRUSH CLEANER ‘ Arrow) STEEL POSTS. 
: RE OR ° 
Orper Two Dozen From Your Josstex Now BALE TIES: Old reliable brands. 
Mfg. by BRUSH-NU COMPANY Baltimore, Md. UIE tar conat aiiitieen. 
Warehouses ‘ew Orlean: hicarc Sen Prancisor Quick Delivery. Write us for selling plans. 


sborne High Grade Punches ) 
| Ee 
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| on The handiest of all lawn 
Belt Punches Arch Punches stools. Makes a lawn look 


Spring Punches Revolving Punches “gf / neat, well cared for. 


9 ° 
4 varied and attractive line for the Hardware Trade. Also: Leather It’s easy to trim and edge 


=. Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior Oe - with: the Capitol. 
qu 4 
mbt will please your customers, as well as our famous Round 7 = € That’s why the demand hes 


had $9 of successful manufacturing experience, : % | ° 
eS 3 ued cates ‘ond. use “the finest quality of materiais io —— -) — increased from year to year. 


making our products. 
We stand back of every too] we make. Try us. Write for Catslog 


end Prices. \ ei Lag Granite State 


C. S. OSBORNE & CO., NEWARK, N. J. ——= Mowing? Machine Company 
HINSOALE, N.H 
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and let the power of suggestion get to work selling 
paint. 

Suggestion can be used in many ways. Good dis- 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 
town. 

The fourth issue every month of Hardware Age 
brings you facts and ideas ‘about paint merchan- 
dising. 

A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 
manufacturers are willing to help you. 

Clean up and paint up your own store, put in some 


good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 
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the NEW “ YANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and 
finished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR fae 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 













SIZES 
8-10-12 and 14” 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 














COMPLETE Your Lawn 


Mower Line with this 19 in. 


Quality Power Mower 


Your mower line is not complete today without the 
Jacobsen Junior Power Mawer. Every public or private 
lawn of moderately large proportions in your vicinity 
will eventually have one. Saves time and money, makes 
more beautiful lawns. Cuts a 19-inch swath—two acres 
a day on a gallon of gas. 


No Demonstrating—No Servicing 
Sell it off the floor on our Money-Back Guarantee 









400 N. Monticello Ave., Chicago, lil. 


The Jacobsen Junior is a sturdy, simple, trouble-free mower. <A 
boy can operate it. Travels on its own power; has self-sharpen- 
ing device—a quality product that will uphold the country-wide 
reputation won by Jacobsen Heavy Duty Mowers, Putting Green 

SION SHELL and Estate Mowers. Nationally advertised. Write 

An EXPAN for illustrated literature, atractive prices, dealer dis 

With a Sure-Dependable Hold counts. 

Superior advantages: 

(1) It grips at the bottom of the hole by 

(2) Burying its jaws in the sides of the 
hole. 

(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed breaks. 

(4) When properly set it will not come 

















There's Profit and Prestige in Selling Jacobsen 
Jacobsen Mfg. Co. 
Dept. DD, Racine, Wisconsin 


l-astern Office: 
245 W. 55th St. 
New York City 





oose. 
(5) Quickly installed. 
Overcomes these disadvantages: 
(1) It is NOT a friction hold. 
(2) No waste from broken or misfitting 








parts. hete m mm « e a, ” ¢ x ‘ 
(3) Vibration does NOT affect it. i, A a a ¥ 
Made in two types for 15 sizes of bolts. 1. ~~, 
Practical in any Solid Material. . 2 aco AY ot 
A trial order for testing will soon con- ,> a 
vince you. : at * “i 
quest -No charge. Send for Bulletin No. 55. ; Junior 


THE PAINE COMPANY 
YERS 33" 
si° 


2951 Carroll Ave. 
4 Insure perfect shelf service for any line of merchandise. 


33 Warren St. 
B/D ° 
H Deep tread steps, properly spaced, with convenient full 
“| 


M ore Than Ever Before ' handholds on both sides of ladder permit mounting 


it is essential that you study your Market H or descending with ease. Both hands free to remove or 
- ae carefully and consistently. Every H replace stock without danger of falling. Cushioned Tired 











Sampler on re 


Chicago, Ill. 
New York City, N. Y. 



































. 








\ | 

















hange in the trade is re- | Trolley and Truck Wheels eliminate noise and prevent 

soddud tng columns weekly. H hn lg Erection as simple as A, B, C. Utilize 

The MARKET REPORTS as found in  ieny emakeneong soy saan! gaauaaa On ( 
ses. < “ 

HARDWARE AGE are the most authen- cr Be Retell. ans ‘a> D 

tic published. height ceiling. Thousands ’ AN ’ 


Sage astikani0- 


Use them as a buying guide. 
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1#€ STEWART IRON WORKS Co. 


CINCINNATI. OF OHIO 














225 Stewart BLOCK 








WINSLOW'S 
Skates 


The Samuel Winsiow Skate Mig. Company 
Worcester, Mass. 
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STRATTON ™<=“* 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Btec. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 




















Robertson “Horse Shoe’ Magnet Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the —— offered) at the Panama-Pawvitic Exposition. 
ro 
jo a and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


The New Britain Machine Company 
New Britain qd Connecticut 











WRENCHES 


wWesigned and proportioned to give stiff- 
ness and tensile ——, Made oouerey 

and uniform in machining and finish. Send fe 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S. A. 


& DROP FORGED 
























see eee eo ewer ee eee eee eeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eo eee eeeeeeeeeeeeeeeereeeas 
seeeeeeeeeeeeeeeee eee eeeeevpeeee eee e eee eee eeereeseeeeeeeeeeeeeeeeeeoeeeeeeeeeeeeereeeeee 


BAND “TLE NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 













“The Jooly in the Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





eee eeoeo ee eee eee e eee eee eee eee eee eee ee eee eee eeeeeeeeeee eee ee eee e eee eee eeeeee eee eee eee 
eee cee eoeo eee eee eeeeeeeeeeeeeeeeeere eee eee ESC CeCe Eee eee ee eee eee eee 









THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 








Reichard Magic Weeders 
a Fast Selling-Line 


The garden enthusiast is attracted by 
their many features including their ex- 
clusive spring-t construction which 
prevents clogging. A full line of Reichard Magic 
Weeders will be constantly ‘‘digging up” 
profits for you. ils 


Reta 
F. H. REICHARD MFG. CO. at $1.10 


Bangor, Penna. 






















Manufactured by 


The Hart & Cooley Co., New Britain, Conn. 


























LAWN MOWERS 


Blair Mtoe. Sprin 




















Makers of Every Kind 


+ soos TT of Seren, Netend Bok 


The Corbin Screw Corporation i 
The American Hardware Corporation, Successor : 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohic 








st: 
ae 














“che Fragrance of Flowers— Not the Odor of Otis.” 





r for Furniture Floors and Woodwork . ae 


Bouquet-Brownson Co.ine, Of “Paul, Winn. 

















Tungsten Lam ~ is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 


Consottdnted Btevtrie 


mp e 
DanVers, Mass. 


“Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 











THE GENUINE 


HUNTERS SIFTER 


The Standard of the World Since 
1880 





Imitated But 


The Fred J. Meyers Mfg. Co. 
Never Equalled 


Hamilton, Ohio 
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FFORSTNER BITS 


The Forstner po peng ey re yf Bit, unlike other bits, > ares by its Circular Rim instead of its center, 
guided in any direction regardless of 


are of a circle and can be 





grain or knots, leaving a true polished surface. 


itious than chisel, 
boxes, fine and delicate patterns, vencers, 
scroll twist columns, newels, ribbon moulding and mortising, 


THE PROGRESSIVE MFG. CO. -- 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


consequently it will bore any 
It is preferable and more 
gouge, scroll-saw, or lathe tool combined for core- 


work, oe fancy 


TORRINGTON, CONN., U.S.A. 











Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, 

New York 


Dunn & Coe. 
Chicago 

















eae 


Russe 






iseell Jennings! ' 
_ Auger Bits} 















: wo styles Mn Russell Jenni gs} 





of shanks,— in 1855. 


‘three threads for - 
poring all woods. 










| Russell Henings Mfe. 


eS _ Chester, Conn. 





Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 


pe 


TRADE MAAK 


BROWN & SHARP! 





BROWN @® SHARPE 
sxe) 


Miade Best 
The, C s1V< ( 
( atal 


cy } , 
)}’ QT rc 


AY | oh @ ra © OPe os coh ale la ale 





SEER 








Rochester, N. Y. 


SniEEEISRRARERREEnEEER 





Screw Plate Sets 


“The Line That Keeps Moving”’ 


It takes steam to make the engine > ag and it takes more than 
good materials to keep tools movin 

We've built “Go” as well as Quality into the complete line of 
**Threadwell’’ Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 
ae ~~ 135 St. Clair Ave. N. Bo 
San Francisco, 604 Mission St. 
Detroit, 1323 Dime Bank Bidg. 


New York City, 396 Broadway 
Philadelphia, 809 Harrison Bldg. 











246 St. Paul St. 








THE BENCO TOOL BOX 





Sells itself on its own merits, because it is superior in 
quality and priced lower. Fitted with tray and finished 
in black or velvet green baked enamel. Your jobber will 
supply you. Write for catalog and prices on our com- 
plete line. 


BENCO TOOL BOX CO. 
Box 6, Bath Beach, Brooklyn, N. Y. 















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a pou 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the ttom. The entire length of the A N ie 

utilized either for solid metai at the point, or depth of socket 
for ~~ wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
a ap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 
139 SHELDON ST. 

The ALLEN MF G. CO. WARTFORD. CONN. 

















Wright’s Jennings 
High Grade 
Auger Bits 

The Conn Valley 


g- Co. 
Centerbrook, Conn. 
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Classified Opportunities 





Use the “Opportunity Exchange Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
. 50 words or less...............+$5.00 50% off the above rates 
Opportunity Exchange Section Each additional 50 words or less. 4.00 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 
Set Solid, Minimum 50 words.....$3.00 tunities, 239 West 30th St., New 
Each additional word.......... .06 Discounts for Classified Advertising York City 
All Capitals, Minimum 50 words.. 4.00 4 insertions, 10% off; 8 insertions, 15% 
HARDWARE AGE i ublished each Thursday 
Each additional word.......... .08 off oes yi Ten "pase seaviens to G0te of 
Allow Seven Words for Keyed Address Remittance Must Accompany Order publication 

















ao -—- -—- 














BUSINESS OPPORTUNITIES HELP WANTED 


STORE FOR RENT—Ideal for hardware business, 4204-6 Lincoln WANTED—EXPERIENCED HARDWARE MAN as assistant to man- 
Ave. (cor. Berteau), Chicago; 44-ft. frontage on Lincoln Ave., 16-ft. on | ager in retail hardware store. Must be good salesman and able to assist 
Berteau to a depth ‘of 83-ft. Steam heat; individual basement. Within in buying. Will be given an opportunity to purchase some stock in the 
one full block = — million dollar theatre and Irving Park Blvd. company if desired. Location, East Texas. Address Box H-78, care of 
Possession a 926. Rent reasonable. An unusual opportunity. HARDWARE AGE, New York. 
Ing.: M. tDLAND. Randolph 6648, Room 1626, 31 S. Clark St., 


Chicago, ni. ise HARDWARE CLERK WANTED by retail establishment. Experienced 
, > 9 , 

FOR SALE—GENERAL HARDWARE STORE, fixtures and stock. | New York City. ee fees eee See Sele 

Brick building, flat over store. Stock inventories $10,000. Tin and plumb- 

ing shop in connection. Business well established. nant ina -* 4 

town on the Dixie Highway, 38 miles from Chicago. Sales $50,000. Sell- 

ing price $26,000. Reason for selling, old age. Address Box H-75, care POSITIONS WANTED 

of HARDWARE Ace, New York. 


























DISSOLUTION SALE—Shelf hardware .and house furnishing stock 
invoicing $10,557.00. New brick building 25 x 120 with 40 foot base- SALES EXECUTIVE 
ment; heat furnished. Good fixtures and good location. Lease expires 
August, 1929: can be renewed. Good railroad town surrounded with 
coal mining, lumber industry and diversified farming. WATSON & WITH 20 YEARS’ successful experience as salesman, sales man- 
STANTON, Centralia, Wash. ager and vice-president, large hardware jobbing firm, desires a 
like position with a manufacturer of nationally distributed prod- 
ucts. Experienced in organization and expense control. High 

FOR SALE—GENERAL HARDWARE AND IMPLEMENT 6sstore, character, personality, habits, integrity; fine sales and executive 
located in a small town in Western Pennsylvania; stock will inventory ability. Address Box H-45, care of HARDWARE AGE, New Yor 
$12,000.00. Good growing business. Stock can be either increased or de- 
creased. Best of reasons for selling. Address Box H-51, care of Harpware 
Ace, New York. ie 




















. SALES EXECUTIVE WITH 25 YEARS’ successful record in twe 

HOUSEFURNISHING DEPARTMENT WANTED—Will rent. or nationally known concerns, desires position with reputable concern having 

lease housefurnishing department in successful departinent sture in New headquarters in East, preferably in or near New York City. Widely ac- 

York City or surburban. Address Box H-48, care of Harpware AGE, | quainted with hardware and steel trade from coast to coast. State full 

New York. particulars in first letter. Address Box H-57, care of HArpWArRE AGE, 
on ' ees New York. 

FOR SALE--STOCK OF HARDWARE oy Will I invoice 
around $15,000. Good northeast Louisiana town. Fine farming and mill- . . , ; 
ing section. New brick building on best corner in town. Will sell or Agel stag glenn tea cage nc oma hid mn —_ lememe 
lease building. Adress Box H-80, care of Harpware Ace, New York. wit Weive years CXperience Mm Mercnenainng Wreware. apadie 0 

developing sales through advertising, direct mail and displays. Desires 
connection with reliable firm where advancement or interest would be 
possible. Contemplates change. Highest possible reference as to qualifica 


HELP WANTED tion, York” and reliability. Address Box H-38, care of HARDWARE A&R 


New York 











WANTED—A-1 SALESMEN in every state calling on first’ clas- POSITION WANTED—BU YER AND SALES MANAGER with live 
hardware trade, to represent manufacturer of quality tool grinders. coaste: local jobber 20 years, hardware, mill, oil well, marine and builders’ sup- 
wagons, and tool handies. Full line men wanted in states of Minnesota plies. Experience covering retail, wholesale, traveling six years, buyer and 
Illinois, Iowa, Nebraska, and Wakota’s. Salary and commission. State sales manager. Can organize buying and sales department, catalogue 
age, experience, and give refererces. Address Box H-39, care of Hare pricing and get results. A-1 references. Employed but desire to make 
WARE AGE, New York. new connection. Address Box H-23, care of HARDWARE AGE, New York. 


hn 


SALESMEN WHO HAVE established trade and are personally ac RUILDERS’ HARDWARE MAN with 14 years’ experience estimating 
quainted with hardware dealers and jobbers East of the Mississippi. to from blue prints and architect’s plans and specifications is available for 
sell America’s leading tool boxes and hardware specialties on strict com- immediate opening with a future. Have had valuable experience in 
mission. Give expe! lence and territory in first letter. Address Box 11-62. builders’ hardware business of my own for three years. Can furnish 
care of Harpware Ace, New York. best of references. Address Box H-47, care of Harvware Ace, New 

| pen, ieee Y ork. 

WANTED—BY MANUFACTURERS, REPRESENTATIVE SALES- rare Ae aati 
MEN with wide acqvaintance among hardware and automotive jobbers in ARE YOU THAT CONCERN? A young man, 28 years of age, with 


the East to se'l a high grade advertised product. Your merits will be f 
vroven by your past accomplishments and your ability. Write BENCO excellent record for sales, now employed with Polish Co., selling the 


TOOL BOX CO., Box 6, Bath Beach Station, Brooklyn, N. ¥ New England hardware trade, desires to connect with a reliable organiza- 

/ es ect ‘ tion handling a specialty or line that will offer bigger sales and _ better 
HELP WANTED—Salesman with car possessing hardware and depart Nar, 425. Pa Best of references. Address Box H-83, care of Harpware 

- Ace, 425 Park enone Bldg., Boston, Mass. 

ment store acquaintance in New York and Westchester Counties. Wanter 

by an established manufacturer and jobber. Prefer one living in territors 

Address Box H-46, care of Hiarnware Act. New York. YOUNG MAN, 23 vears old, with 7 years’ experience in the hardware 

business would like to make a connection with a jobbing house, whole- 
SALESMAN WANTED—Who understands door hangers in every sale, paint company or reliable firm engaged in the hardware business 

detail, to call on hardware trade. also engineering and construct . selling to the wholesale trade. Address Box H-82, care of HArpWARE 

companies. State full particulars as to age, experience and salary wante? Ace, New York. 

to start. Address Box H-41, care of Harpware Ace, New York 



































, > : ‘gre ; YOUNG MAN, 27, married, with over 4 years’ hardware experience, 
aa aoa ry hy "ea “oematelien, aes Se a desires immediate position with wholesale hardware house as clerk in New 
repeat orders. Give experience and territory fully in first letter. Address — ew Best of references. Address Box H-70, care of Harpware 
Box G-852, care of Harpware Ace, New York. GE, New ror 


SALESMAN—METROPOLITAN DISTRICT—Selling nails to hard- POSITION WANTED—As store or sales manager or buyer by execu- 
ware trade. State age, experience, salary. Address Box H-65, care of tive of ability. References of qualifications to your satisfaction. Southern 
Harpware Ace, New York. States preferred. Address Box H-81, care of HArpware Ace, New York. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


A SALES ORGANIZATION with a record of success and years of 
experience selling automobile and parts manufacturers as well as all 
classes of jobbers, is seeking one or more new automotive lines having 
merit. Commission basis. If you want distribution in Michigan and 
sales volume it will pay you to communicate with us. We invite your 
investigation. C. A. PARKHAM, care of Grinder Sales Company, 526 
W. Fort St., Detroit, Mich. 








SALESMAN COVERING EASTERN NEW YORK including Metro- 
politan District, Eastern Pennsylvania, New Jersey and Southern New 
England States in a car can handle one or two more hardware lines of 
merit. Prefer staple line or a good specialty which is a repeater. At 
the present time, I am carrying only two lines so will be able to do full 
justice to an additional one. Address Box H-42, care of Harpware 
AcE, New York. 





SALES ACCOUNT WANTED—MANUFACTURERS’ REPRESENTA. 
TIVE with New York office and established trade calling upon wholesale 
hardware, housefurnishing, automobile, radio, exporters and 5 and 10 cent 
store syndicates, desires correspondence from reliable manufacturer of 
hardware or kindred lines on commission basis for New York City terri- 
tory. Address Box H-55, care of HArpware Acz, New York. 





MANUFACTURERS’ REPRESENTATIVE HAVING connections 
with the hardware, mill supply and industrial trades in the North Atlantic 
and New England States, desires one or two additional lines with merit. 
Fg te A small tools, etc. Address Box H-76, care of HARDWARE AGE, 

ew York. 





_MAN WITH 15 YEARS’ SELLING EXPERIENCE wants additional, 
lines for distribution in Virginia. Wéill consider staple lines for hardware 
and furniture trade. Commission basis. Address Box H-50, care of 
Harpware Ace, New York. 





WANT LINE HARDWARE SPECIALTIES, quick sellers, on com- 
mission. Twenty years’ experience. Can furnish satisfactory references. 
Address O. P. R. FOX, Morristown, Tenn. 





WANTED—BY CAPABLE, RELIABLE SALESMAN, brokerage fac- 
tory lines for Southern California. Can give references. Reply Box H-77, 
care of HARDWARE AGE, New York. 








Let US Help You Word Your “Want.” 


SALES REPRESENTATIVES WANTED 








MANUFACTURER OF HIGH GRADE 
advertising tire covers desires salesmen calling on 
automobile dealers. Will consider only men of high 
standing. Liberal commission with salary guaran- 
teed. Write, giving references also present connec- 
— Wm. Harris & Co., 407 Jackson Street, St. Paul, 

inn. 














SALESMEN, REPRESENTATIVES, AGENTS to handle popular 
priced high grade all-steel, white enamel recess bothroom medicine cabinets, 
selling to jobbers, building supply houses, hardware dealers to the con- 
tractors and builders, architects, hotel and apartment house builders; 
liberal commission and exclusive territory to real salesmen that can sell 
eo eae results. Address Box H-28, care of HARDWARE AGE, New 

ork. 





WELL KNOWN CONCERN specializing in the manufacture of na- 
tionally advertised product, having outlet to hardware, electrical and tool 
trade, want representative calling on the jobbers and large retailers in 
Virginia, Kentucky, North Carolina, South Carolina, Georgia, Alabama, 
Mississippi, Louisiana and Florida. Straight commission. Address Box 
H-58, care of HArpwWArE AGE, New York. 








SALESMEN OR MANUFACTURERS’ REPRESENTATIVES with 
established trades, to carry a complete line of carpenter and mason levels, 
on commission basis; several good territories open. Give full particulars 
in first letter, references, territory covered, etc. Apply to J. S. CORRI- 
VEAU, General Sales Manager, 1580 Victoria Ave., Lakewood, Ohio. 





WANTED SALESMEN WITH ESTABLISHED TRADE to sell as 
a sideline an imported special wood saw. Nearly all territoriee open 
Give full particulars in first letter. Address P. O. BOX NO. 160, 
STATION D, New York. 





OHIO MANUFACTURER OF BUILDERS’ HARDWARE specialties 
desires representatives to handle product on a commision basis in various 
sections of country. Address Box H-79, care of HArpWAreE AGE, New 
York. 





CGMMISSION SALESMAN IN EACH STATE wanted by manufac- 
turer of hand tools and hardware specialties. Advise territory covered 
= neaeee represented. Address Box H-34, care of Harpware AGz, 

ew York. 














to handle. 


SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure tu find a 
reliable salesman to represent you. 

















STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 








Waste — Mops — Wicking 
Cleaning .Cloths 


Caulking Cotton — Chemical Cotton 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
U. Ss. é 


MASCO 
PRODUCTS 
Fall River, Mass. 


New Weot: Offlee - ----+-+77e-- 350 Broadway 
chee Offlee -*-er7*r* 7? 189 West Madison St. 























em es 











| iameen Can | LUMBER 


SCYTHES AXES 


CRAYONS Seythes sinee 1912. Axes since 1880. 





STANDARD 


American Can Company Danvers, Mass 





CRAYON CO. RIXFORD cectitigineate,ve.} 











J. L. THOMPSON MFG. CO. 


Waltham, Mass. \ DUMBWAITERS the press—free on request. Send 


Tubular and Bifurcated 


—_— R i V E T ~ =_ ae Elevator Co. aaa Holden Company 











NEW CATALOG of Stone Work- 


ELEVATORS ing Tools and Supplies—just off 


Write for our catalog for it today. 


New St. Philadelphia arre, Vermont 
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Murphy Varnish Co................ccees- 25 Se TID Ginn co ccc ccc ccsesccenves 9 
Myers & Brother Co., F. B............. 91, 109 ee ee ee SE Sc occ csceddoceceeces 24 
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Fowler & Union Horsenail Co....:....... 110 
G 
ee ee 32 
Granite State Mowing Machine Co........ 108 
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DE DME Goscadiseedéecesece eueees 107 











North Bros. Mfg. 


National Sign Stencil Co 
New Britain Machine Co 
New Haven Clock Co 
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Oliver Iron & Steel 
Osborne & Co., C. S 
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Western Cartridge Co......cccccsccccccce 85 
SP “TE. Co cccccseccecescocsus 18 
SORE GES coccccccccecccceseseseses 26 
Wickwire Spencer Steel Co.............. - 30 
WD GB Gin. Go. Tico cccvsccsccccccess - 114 
Winslow Skate Mfg. Co., Samuel........ - 110 
A En ckssbecdeveecbéesescedetus - 105 
0 SE ee rr - 116 
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Here’s what everyone wants—a 5 Each 
lighter, thinner, unbreakable “Superrench”’ 
wrench. THE “SUPERRENCH” —— 
will strip the thread of any stand- Breakage 








é ard nut or bolt before spreading the 
jaws. It’s absolutely the toughest 
wrench you ever saw. 


THE "SUPERRENCH 






General Service Pattern 





Made of Chrome - Molybdenum 
steel, the best material for the pur- 
pose ever produced. Heat-treated 
and nickel-finished. There’s a 
‘“Superrench” for every need. Ask 
for literature. 


J. H. WILLIAMS & Co. 


“The Wrench People” 
New York BUFFALO Chicago 


Structural 
Pattern 











Construction 


Engineers’ Pattern 
Pattern 
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*SUPERRENCH™ 


(Chrome-Molybdenum) 
WRENCHES 
















DULUTH 






SELL From The 
Wooster Paint 


You can quickly sell ex- 
actly the right brush for any 
painting job—just look at 
your Wooster Brush Chart, 
get the name of the recom- 
mended brush and then 
take that brush from your 
stock. You'll always show 
the right brush. Anyone in 
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Brush Chart 


your store can do it—and you 
sell exactly the right brush 
for any purpose to any user 
—painter or householder. 
You’ll sell more brushes. 

Sell a brush whenever you 
sell paint. Send in the cou- 
pon for your Wooster Brush 
Chart now. 


ch THE WOOSTER BRUSH COMPANY 7 4S} 
e 


|S Since 1851—one family—one idea—better brushes 
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Wooster Folders sell 
for you. 
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Movie slides supplied 
to Wooster dealers 





\ . ( Weesrer BRUSHES - Soild Here || 


\ This sign displayed in your store 
\ riuakes every Wooster National 


Please send, without * 
charge, one Wooster Brush \ 
Chart and folder showing 

other dealer helps. \ 





Advertisement your own 


advertisement, 
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Against a background of brilliant yellow, 
Wooster Brushes snap to attention in this 
Window and counter display. 





Ted the Tester 


Big attention getter for 
all Wooster merchants. 


WOOSTER BRUSHES 


\ . FOR PAINTING—VARNISHING— ENAMELING 


LACQUERING— KALSOMINING 
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